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on “(S47 Silver Theatre” 
OCTOBER 3rd 


TUNE IN Every Sunday After- 
noon . . . Hollywood Stars Bring 
You and Your Customers Half 
Hours of Brilliant Entertainment. 

















JAMES STEWART 
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United Artists Star gee RUSSELL FRANC 
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CLARK GABLE 
M. G. M. Star 


CONRAD NAGEL 
Grand National Star 





4N 
90TH YEAR AN AUDIENCE OF MILLIONS 
JUBILEE SAVINGS Hiya Di tay B in WILL HEAR ABOUT FIRST LOVE 

. 60-Piece Service for 
Fight featured at $59.50 
... a Jubilee Saving of 
$11.50 — 


a pattern heretofore possible only in expensive 


sterling or special-order plate. 


Your own customers will be looking for First Love} 


SPECIAL OFFER = Feature it in your advertising and displays. 
. . to introduce First 





Love — a $1.50 Small 
Serving Fork at 45 cents 1847 ROGE RS BROS 


for a limited time at sil- = For 90 Years 


America’s Finest Silverplate 


verware dealers — , A PRODUCT OF INTERNATIONAL SILVER COMPAN) 





COMPLETE COVERAGE * 5105.30P.M. WOKO. Albany; WCAO, Baltimore; ag ae my K MBC, Kansas City; WHAS, Louisville; KFAB, Omaha — Lincoln; KMOX, 

WEEKI, Boston; WGR, Buffalo; WKRC, Cincinnati; WHK, Cleveland; WBNS, Co- . Louis; KRLD, Dallas; KTRH, Houston; KOMA, Oklahoma City; KTSA, San An- 

feenbus; WHIO, Dayton; WJR, Detroit, WDRC. Hartford; WABC, New York; WCAU, eee KTUL, Tulsa; WGST, Atlanta; WWL, New Orleans; WCCO, Minneapolis — St. 

» Pffiladelphia; WJAS, Pittsburgh: WPRO, Providence; WHEC, Rochester; WJSV, Wash- Paul. % 3 to 3.30 P. M. KLZ, Denver; KSL, Salt Lake City. % 2 to 2.30 P. M. KNX, 

ington; WMBR, Jacksonville; WQAM, Miami; WDBO, Orlando; WDAE, Tampa. * Los Angeles; KOIN, Portland; KSFO, San Francisco; KOL, Seattle; KVI, Tacoma; 
* 4to0 4.30 P.M. WADC, Akron; WBBM, Chicago; KRNT, Des Moines; WFBM, In- KFPY, Spokane. 
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THE NEW 1 BENJ. ALLEN & CO. 


9 3 CATALOGUE 


A GUIDE TO BETTER BUSINESS 












NEWEST 
AND 
MOST 
UP-TO-DATE 
EDITION 


NOW 
READY 
FOR 
MAILING 


For nearly 70 years the Benj. Allen & Co. catalogue has been the buying guide 
for thousands of retail jewelers and now, without having missed an issue, the 
new 1938 catalogue is ready. 


This is the most complete directory of merchandise and supplies for the retail 
jeweler in the history of our business and you can use it with confidence of 
better profit in your business. 


Benj. Allen & Co., Inc. 


The Silversmiths Building 
10 So. Wabash Ave. Chicago, Ill. 
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OPALS FOR OCTOBER 


tt opal was credited with possessing as many virtues as 
hues and colors and, according to ancient lore, made the 
wearer beloved of God and man. It was so highly prized that 
it was preferred to all other gems. Queen Victoria owned a 
most magnificent collection of these gems. In zodiacal sym- 
bology, according to ‘““Gems—Their Lure and Lore,” the light, 
translucent, pure colors are under Libra and Venus; the red 
and fire opals are under Leo and the black opals are under 
Aquarius. 

What is considered one of the rarest black opals in the 
world was worn by Myrna Loy in a scene for M.G.M.’s 
“Double Wedding.”” This opal was discovered in Lightning 
Ridge in Australia and weighed 220 carats before cutting. It 
is known as the “Green Goddess’ and has no other tones save 
the blending of greens. The gem is owned by Charles H. 
Walton, Pasadena, Calif., jeweler and after being cut by Mr. 
Walton weighs 95 carats. 
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¥ Grand S. Elebash 


of Columbus, Ga., who operates 
jewelry stores in Georgia, Alabama 
and Florida, speaking at the recent 
A.N.R.J.A. convention, said: “We 
should all know more about our busi- 
ness and do a better job in the pres- 
entation of our wares. I can go to 
the cheapest hotel in this city, ask the 
tailor who presses my suit to come up 
to my room, tell him that I am going 
to a fashionable wedding at St. 
Thomas’ Church this afternoon, or 
at any other time, and he will tell 
me in the most careful detail just 
what I should wear to be correctly 
dressed. I am sure that I could go 
in many jewelry stores in this country 
and the salespeople could not talk in- 
telligently to me about the use of the 
correct silver, china and glass for a 
formal dinner. This is a weakness 
that we should overcome. We should 
think up different methods of presen- 
tation. For instance, a seven-piece 
place set. Many years ago we sold 
sterling sets and it can be repeated 
today, but we must show it today and 
be prepared to quote instantly on all 
the flatware that is needed.” 


& 


dd 
i diamond trade 


is definitely out of its recent slump, 
and, provided it supports those activ- 
ities which guarantee it its fair pro- 
portion of luxury money, the industry 
can face the future with confidence,” 
spoke Sidney H. Ball, noted New 
York mining engineer, before a gath- 
ering of gemologists at _ the 
A.N.R.J.A. convention. “You will 
remember that 1936 was say a third 
better than 1935. The important in- 
dices of the industry continue upward. 
Sales by the Diamond Corporation 
this year will exceed those of 1936 by 
over 25 per cent and will be about 85 
per cent of those of a really good 
year before the depression, say sales 
of £10,500,000 instead of £12,000,- 
000. In consequence, Bultfontein and 
Dutoitspan have recently been opened 
by De Beers, and later reopening of 
Wesselton may occur. Those mines 
will supply some of the fine large 
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rough in which the rough market at 
the moment is so deficient.” 


a discussing trade 
conditions a middle western retail 
jeweler called attention to the demand 
for women’s wrist watches. “The 
sophisticated and smart young matron 
is a particularly good customer for 
wrist watches. She very often chooses 
a round diamond watch on a brace- 
let of baguette diamonds but others 
prefer other shapes,” he said. “We 
are looking for an excellent fall and 
holiday trade and thus far this year 
have noted an increased demand for 
gold jewelry,” he added. 


& % 


44 
Bite firm or individual 


doing an annual business of $50,000 
necessarily derives a greater benefit 
from this association than the one do- 
ing an annual business of $5,000,” 
said William G. Frasier of Durham, 
N. C., advocating a graduated scale 
of dues ranging from $15 per year 
for stores with annual sales of $25,- 
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000 to $50,000 to $150 per year for 
stores with annual sales of $500,000 
and over, in addition to the dues now 
paid the state and national associa- 
tions. “‘How many of you present 
here who do a volume of business 
annually from $50,000 to $500,000 
often ask yourselves the question, 
‘What can the National Association 
do with their paltry little sum of $5 
from my business?’ We do not see 
how you can have the proper respect 
for the association under such condi- 
tions. How much attention would we 
pay to any business in which we had 
a $5 investment? Suppose in that 
business we had a $5,000 investment 
or a $50,000 investment; I think we 
would be looking into its affairs. We 
would keep our minds at all times re- 
freshed with its doings and we believe 
that in the payment of a larger 
amount of dues we would take a very 
different view of the A.N.R.J.A. 
which is an industry representing the 
entire jewelry business of the United 
States and of which every well-mean- 
ing jeweler should be a member; but 
permit us to say that we cannot carry 
on with money alone—we must have 
the moral support, personal touch and 
cooperation of the entire memership.” 


e 


One of the sure signs 


of returning prosperity is the increase 
in jewel robberies, says Richard C. 
Murphy, special prosecutor and at- 
torney for the Jewelers Security Al- 
liance, and nemesis of jewel thieves. 
“During the hard times receivers suf- 
fered as much as the jewelers,” he 
declares. “They couldn’t pay for the 
stolen goods and crime diminished. 
But now, with business increasing, 
robberies are becoming more frequent 
every week.” And Murphy is ready 
for the boom, says Lincoln Barnett in 
an article in October Cosmopolitan, 
in which he tells how Murphy gets 
his men. ‘“Murphy’s resources for 
combating the reawakened foe are 
vast. He is the custodian of a war 
chest and generalissimo of two dis- 
tinct armies. The first consists of 
‘regulars—highly trained operatives 
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who are prepared to assume any in- 
dividuality and head for any corner 
of the globe. The members of the 
other band are furtive, shadowy. He 
knows them simply as voices on the 
telephone. Murphy’s informants 
know his purse holds no rewards for 
the return of stolen property; when 
one of them volunteers information 
about a missing ring or brooch, Mur- 
phy snaps, “To Hell with the jewels! 
Who are the men?’ He spends thou- 
sands of dollars running down the 
perpetrator of a two-hundred-dollar 
larceny.” 


—— are usually 
selected to fit the mode of a gown, but 
Irene Dunne reversed the procedure 
by having a gown designed to fit the 
jewelry which adorns her in her cur- 
rent film. Invariably the garment is 
created first, then jewelry added as a 
finishing touch. In this instance, how- 
ever, the star gained permission to 
borrow a distinctive collection of dia- 
monds and sapphires once owned by 
Empress Eugenie and it became neces- 
sary for Robert Kalloch, Columbia 
stylist, to mould a gown around the 
gems. The latter, valued at $110,- 
000, are perfectly matched in size 
and color, and consist of tiara, brooch, 
two clips, a pair of bracelets and din- 
ner ring. The diamonds total 285 
carats. 


Avnent the labor 
situation Eliot A. Carter, Nashua, 
N. H., Republican candidate for U. 
S. Senator, told the recent conven- 
tion of the New Hampshire R. J. A. 
that “Responsibility for creating a 
consumer market rests largely on the 
manufacturer. It is the man at the 


" bench and the machine who makes 


up the rank and file of your cus- 
tomers and those of other merchants.” 

Carter, treasurer of one of the 
state’s largest industries, explained 
the responsibility for improving buy- 
ing power was divided among manu- 
facturer, jobber and retailer. “In the 
long run,” he said, “I believe the 
more we can adjust our relationships 
with other groups and _ individuals 
without governmental interference, 
the healthier will be our condition.” 
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Attention has been 


called to the fact that jewelers should 
be willing to pay more for repair 
work at trade repair shops than has 
been the case in past years. One has 
only to realize that in the past three 
years labor has advanced 25 per cent; 
stones have gone up from 25 to 75 
per cent, materials have advanced any- 
where from 10 to 50 per cent. This, 
of course, includes joints, catches, 
pins, etc. Even the cost of solutions, 
paper, twine, files and machinery have 
advanced anywhere from 25 to 75 
per cent. And so why should any 
jeweler complain if he finds his prices 
for repairs have been raised to meet 
the advancing cost of production? 
Those who complain should bear this 
fact in mind. 








More About Showmanship 


—We are at the beginning of an era when 
showmanship in merchand’sing must be re- 
garded as a prime requisite. 

—For we are living in an age when competi- 
tion is confusingly keen; and in which the 
imagination is being given freer rein than 
ever before in business history. 

—Showmanship to be effective, however, must 
have an honesty of purpose and a basis of 
fact. 

—David Belasco, that genius among showmen, 
once said: “Never fake—the public will 
always catch you and never forgive you.” 

—Don’t confuse cheap ballyhoo, of which 
there is altogether too much these days, 
with showmanship. 

—For true showmanship in business is nothing 
more nor less than the stimulating drama- 
tization of fact. 


Suh ae, 


President. 








[, outlining 
the policy of Hamilton’s, Los Angeles, 
Ralph Cohen said, “We have a very 
broad policy here which has as its aim 
the complete satisfaction of all cus- 
tomers. Take the watch department 
for illustration. Any watch is a piece 
of machinery, though few people 
realize just how delicate are the ad- 
justments and how often the wearer 
is at fault when something goes 
wrong. The store is always blamed, 
regardless of the cost. Now, if we 
sell a customer a make of watch that 
has been specifically asked for by 
name, the bite is taken out of the kick. 
Even so, our broad policy is to abso- 
lutely satisfy every customer, regard- 
less of the cause of the complaint. 
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Catan advertising 
—advertising a definite thing at a 
definite price—is a great help in keep- 
ing the store in the public mind. We 
feel that everybody in San Diego’s 
trading community knows there is a 
Jessop jewelry house, but only a very 
few know that Jessop has a water 
pitcher which sells at $5.95,” says 
R. Jessop. “Regular advertising, espe- 
cially newspaper advertising gets this 
message to the people. There are cer- 
tain items which have been advertised 
over and over again, yet there is 
always a certain number of people to 
whom the story is new. For example, 
we keep up the ‘old gold’ copy, using a 
small space on Mondays. Advertising 
pays when one has something in which 
the readers are interested. Trying to 
sell something the store does not want 
to a public who does not want it 
either is not advertising at all. It is 
just a waste of money.” 


cy e 


the consumers’ cooperative 
movement in the United States is not 
likely to displace private retailers to 
any appreciable extent in the next 
decade even if it should grow at the 
rapid rate of the early stages of the 
Swedish movement, according to 
Clark Kerr, of Antioch College, who 
compares retailing costs of coopera- 
tives and private stores in a recent 
issue of the Annals of the American 
Academy of Political and Social 
Science. Growth of cooperatives will 
probably be greatest, Mr. Kerr be- 
lieves, in rural regions, small towns, 
and among racially isolated groups. 
“Favorable opportunities also exist,” 
he finds, “‘in fields of retailing and ser- 
vice where there are wide margins 
and few chain enterprises, and where 
the commodities or services are of 
major and continual importance to 
consumers.” 

“The major influence of the coop 
eratives on the general retailing sys- 
tem in the next few years will prob- 
ably be to educate private retailers to 
the faults organized consumers find 
with the present system. ‘These are 
commonly considered to be misleading 
advertising, insufficient labeling of 
goods, poor quality merchandise, high 
profits, inefficient operation, and such 
restraint of competition as monopolies 
and price fixing.” 














RETAIL JEWELRY STORE SALES 


536 IN THE UNITED STATES 


1929—1937 
IN MILLIONS OF DOLLARS 


381 


301 








Income No. of 

Groups Families 
Under $1,000 ....... 2,685,000 
$1,000 to $2,000...... 8,843,000 
$2,000 to $3,000 ..... 4,578,000 
$3,000 to $5,000...... 3,340,000 
Over $5,000 .......... 2,182,000 
A. Under $5,000 ..... 19,446,000 
B. Over $5,000 ....... 2,182,000 


A. Under $5,000 
B. Over $5,000 





375 


Per Family Per Family DOLLARS 
$682 $720 $38 
1,479 1,169 310 
2,426 1,669 757 
3,780 2,283 1,497 
11,135 4,396 6,739 
GROUP SUMMARIES 
$1,985 $1,414 $571 
11,135 4,396 $6,739 
TOTAL MARGINAL $ 
PE ee ee $11,104,826,000 
beeokseuisieee erase eiulbawleewets $14,705,000,000 


CHART 1 


FAMILY EXPENDITURES BY INCOME GROUPS 
Average Income Living Expense MARGINAL 


JEWELER 


. 
MILES E. ROBERTSON 


Jewelers’ merchandise must be sold aggres- 
sively to compete against furniture, auto- 
mobiles and appliances in the battle for 
America’s “marginal millions’—the dollars 
that are left after essentials are paid for 








Cantons, our jewelry industry, 
in the eternal struggle for the consumers’ dollars, is com- 
peting with all other industries, but since that statement 
is too broad for analysis or constructive suggestion, let us 
narrow it by another statement: The jewelry industry 
really only competes for the consumers’ marginal dol- 
lars—those dollars which are left unspent after necessi- 
tous living expenses of rent, food, clothing, heat, equip- 
ment, have been met. 

This raises our first real question—What is the amount 
of these marginal dollars? How do they sort up as to 
income brackets? How many families have any mar- 
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ginal dollars to spend? What are the occupations of 
these earners and spenders? 

Chart No. 1 partially answers these questions. ‘The 
figures were compiled from data given out by the Brook- 
ings Institute and are for the year 1929. They deal with 
the non-farm families. No later accurate figures are 
available and such estimates as are currently being made 
can only be considered estimates. Correspondence with 
statistical organizations elicited the statement that, due 
to government subsidies, relief agencies and the lower 
cost of living, the margin of spendable income for the 
year January 1, 1937, to January 1, 1938, will approxi- 
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COMPETITION 


mate the 1929 figures. One correction has been made in 
these figures. In the “Over $5,000 Income” bracket the 
marginal dollars have been cut $3,000 because of depres- 
sion losses on stocks, bonds and real estate. Fortunately 
this cut does not seriously limit the opportunity for our 
industry’s success. 

The data given in Chart No. 1 show about 21,500,000 
families. Let me say again that these are the non-farm 
families. Since there are today approximately 30 million 
families in the United States, the balance can be consid- 
ered as farmers, ranging from share-croppers in the South 
to the gentleman farmer in Connecticut. 

If these figures are even approximately correct they 
answer several of our questions. Little or no comment 
is necessary. Obviously our success as competitors will be 
measured by our ability to interest the millions of families 
who have marginal dollars to spend. 

It should not be overlooked that the jewelry industry 
is and has been an important competitor for these mar- 
ginal dollars. The 1936 figures are preliminary and the 
1937 figures are estimates in Chart No. 2, compiled by 
the Bureau of the Census, which indicates that our in- 
dustry has made very important gains since the bottom 
of the depression, but that we still have considerable dis- 
tance to go before we reach the 1929 volume. 

We now come logically to the question: Who are the 
important competitors for these marginal dollars? Here 





CHART 3 
COMMON 
COMPETITORS |  — FACTORS 
| Purchased by and for 
| family 


| Higher standard of 
living in home 


Semi-necessity — ne- 
cessity 
Automobiles * * * 
Furniture | Constant product im- 
: e 
Radios . oo ene , 
: | Mass production — 
Refrigerators Economic price 


Strongly advertised 
* * * 


Washing Machines 


Oil Burners 
Relatively slow turn- 
over 

| Strong distributor or- 
ganizations 
Reasonable profit 
margins 

* * * 


| SOLD ON TIME 


“SOLD” NOT 
“BOUGHT” 


Vacuum Clee 
Electrical App 
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Miles E. Robertson 


again their number is legion. I| won’t attempt to cover 
many of them. Obviously insurance, debt payment, ser- 
vices, and savings are tremendous competitors. Let us, 
therefore, narrow the field again by listing the more im- 
portant of these competitors; ones of whose competition 
all retail dealers are strongly conscious. Within the week 
I heard a retail dealer say that the radio and automobile 
were taking all the money. 

Such competitors are: Automobiles, furniture, radios, 
refrigeraters, washing machines, oil furnaces, vacuum 
cleaners, home electrical appliances, etc. These industries 
are truly active and are fighting us tooth and nail for 
the marginal dollars. They even compete successfully 
with insurance, debt payments, savings, etc., and if some 
of our 1930 economists are to be believed, they were 

(Please turn to page 93) 














Above — With tailored tweeds 
for town the smart well-dressed 
woman wears gold with the 
sparkle of precious stones. The 
design of this circular clip is 
completed at the ends by emer- 
alds and diamonds. The ring is a 
wide gold band with rows of 
tiny diamonds across the top 
and gold link bracelets are worn 
over the Molyneux gloves 


ede Jewel Fashions 
presented by the Jewelers Publicity Committee at 
the Empire Room of the Waldorf-Astoria, at the 
A.N.R.J.A. convention was a brilliant event. 

An attempt was made to present the fall fashion 
picture related to jewels and their newest forms 
and fancies. The splendor, glamour and excitement 
of the jewels was matched by new lure and elegance 
in the glamorous clothes from the finest houses. 

Debutantes, college girls, young matrons, the 
older woman, the business woman and of course the 
bridal party gave a complete fashion forecast, since 
these different groups wore daytime, afternoon, 
formal and informal evening clothes. 

The new gold fashion which has captured femi- 
nine America, is definitely a daytime fashion. 
Women have beautiful and expensive platinum and 
precious stone jewels for evening wear and they 
often wear them in the daytime, but gold jewelry 
is made for daytime wear. 





JEWEL 
FASHIONS 


FOR 


FALL 


by JUNE HAMILTON RHODES 


Beiow—-As glamorous as the famed jewels 
of a Maharaja is this ensemble of rubies 
and diamonds. The necklace is exquisitely 
designed and is shaped to fit the neck- 
line closely like a tiny collar. The clip 
brooch has the swing and motion of all the 
new jewels. Over the Aris gloves of suede 
-two diamond and ruby bracelets 
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Right—The college girl may ef- 
fect the simplicity of a peasant 
bandana for her hair—but not 
for her jewelry accessories. She 
invariably wears a single strand 
of pearls with a sweater, and 
the latest trick of the campus 
is a gcld and crystal bracelet 
with her favorite movie star 
pictured in each crystal ball 
The tittle finger ring is cun- 
ningly designed of gold to look 
like a belt with buckle of dia- 
monds. The other bracelet is 
very striking, made with cabo- 
chon cut green onyx and chal- 
cedony set in gold 


Above-—The simplicity of this velvet gown is a perfect 
background for the elegance and unusual beauty of this 
collection of diamonds. The pendant, worn on a delicate 
diamond necklace, has four tiny sunburst drops and the 
same design is carried out in the bracelet. The marquis 
diamond is a stone with magnificent beauty and life. 
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Above—-Silver jewelry of unique design and craftsmanship 
adds the final smart touch to a daytime dress of crush re- 
sistant velvet. These simple, sleek dresses so much in vogue 
need the final touch of important daytime jewelry. 














Prison for Smugglers 


T is to be hoped that the sentencing 

of the diamond smugglers, as _ re- 
ported in the September issue of THE 
JEWELERS’ CIRCULAR - KEYSTONE, 
will have the desired effect upon 
others who may contemplate similar 
work. 

Two ringleaders were sent to 
prison and also fined, as were a num- 
ber of others associated with the 
gangs. In passing sentence, Judge 
Hulbert took into consideration the 
fact that many of the defendants 
changed their pleas to guilty, thereby 
saving the government considerable 
expense in conducting the trials. 

Honest diamond merchants every- 
where rejoiced at the outcome of this 
case. The number of prison sentences 
and their length was particularly en- 
couraging. 

Fifty-five persons were indicted as 
members of an international smug- 
gling ring. It was one of the biggest 
cleanups in the history of the jewelry 
trade. 

To all who had a part in bringing 
about the gratifying outcome the 
jewelry trade owes a debt of grati- 
tude. 


@ « 


Changing Buying Habits 
RAck in the days before the de- 
pression attention was called in 
these columns to the fact that cus- 
tomers’ buying wants and habits are 
always changing, and this same con- 
dition is growing stronger every day. 
Unless you, as a retail jeweler, are 
conducting your business on the 
knowledge of what your customer 
wants today you will find that your 
share of the consumer dollar is going 
to merchants in other lines of busi- 
ness where retailers realize the ne- 
cessity for being ready to meet 
present-day demands. 

Today the prospective buyer knows 
what he or she wants, and it must 
be merchandise which has style appeal 
as well as quality value. The pro- 
gressive jeweler must see that his 


buyers and salesforce are awake to 
this condition. His customers will 
demand this kind of merchandise and 
are unwilling to accept what he may 
have to offer. What is more, they 
will get it somewhere, and the jew- 
eler who will keep his trade will do 
it by knowing ahead what the buyers 
will want and be ready to offer it 
at the opportune time. 


Registered Jewelers 


HE desire for more knowledge of 

the jewelry business is sharply em- 
phasized in a number of directions in 
our industry. Adult education is 
gradually entering all vocations and 
progress in our trade is seen in the 
work being done by the Gemological 
Institute of America, in the increased 
number of watchmakers who are be- 
ing certified by the Horological In- 
stitute of America and in educational 
progress in other directions. Such 
educational work points the right 
road and has a most important bear- 
ing on the development of the jewelry 
trade to higher standards. 

Many retail jewelers are availing 
themselves of the opportunity to 1m- 
prove in their business and from time 
to time signs appear in stores which 
tell the public that the jewelers have 
been registered by the American Gem 
Society or are certified gemologists or 
watchmakers. Those who have taken 
the required work and have passed the 
examination are entitled to display a 
Registered Jeweler sign. It has re- 
quired much effort to obtain this clas- 
sification and is a well-earned mark 
of the jeweler’s ability. 

For other jewelers to claim to be 
registered jewelers without having 
taken the work required is sailing 
under false colors and such action is 
sure to react against those who make 
such claims. “Honesty is the best poli- 
cy” and nowhere does it apply more 
aptly than in the jewelry trade which 
is built on confidence. The public is 
coming to recognize the meaning of 
a Registered Jeweler sign and to know 
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ACROSS THE 






Public confidence is 
quickly shattered by unreliable claims. 
Loss of public confidence means loss 
of business. 


what it signifies. 


Diamond Imports Up 


T HE diamond importations for the 
first half of this year have just 
been announced by the United States 
Department of Commerce. They re- 
flect a remarkable gain of 98 per cent 
as compared with the same period of 
last year. Complete figures for the 
first six months reached $22,262,617. 

The imports for the fiscal year 
which ended with June, 1937, showed 
total receipts of rough and cut dia- 
monds valued at $39,961,596. Of 
this amount the rough or uncut to- 
taled $9,075,354 and the cut stones 
$30,886,242. This compares much 
more favorably with pre-depression 
years than has been the case for sev- 
eral years back. 

Glancing over the monthly total 
imports, it is noted that February of 
this year leads all other months with 
imports valued at $4,314,338, of 
which amount $3,432,368 represents 
the cut gems and $881,970 the rough 
or uncut. The next best month was 
Sept., 1936, which showed a total of 
$4,213,255, of which the cut gems 
made $3,341,581 and the uncut 
$87 1,674. 

These figures are certainly encour- 
aging as indicating a much stronger 
demand for diamonds in this country 
and a returning prosperity which is 
most welcome. 

A comparison for the fiscal year 
1936-37, month by month, is shown 
herewith: 


Rough or Cut but Total 
uncut unset 
1936 
Tale cc $426,359 $1,809,670 $2,236,029 
August .. 582,418 2,081,267 ,663, 
September . 871,674 3,341,581 4,213,255 
‘October .. 638.855 2,079,699 2,718,554 
November.. 701,852 1,830,113 2,531,965 
December... 503,193 2,832,298 3,335,491 
1937 
January .. 592,833 2,360,712 2,953,545 
February . 881,970 3,432,368 4,314,338 
March . 1,147,093 2,430,841 3,577,934 
April .... 483,931 3,552,889 4,036,820 
May .... 1,000,273 2,567,680 3,567,953 
Te Seow 1,244,903 2,567,124 3,812,027 








Total ..$9,075,354 $30,886,242 $39,961,596 
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The Tydings-Miller Law 


OCTOBER starts the annual football season, and there are sure to be many hard-fought battles 

on the gridiron before the close of the season. This month also marks the lining up of the 
Tydings and Anti-Tydings forces following the signing by President Roosevelt on August 17 last of 
the Tydings-Miller Fair Trade bill enabling manufacturers in any of the 40 odd states having Fair 
Trade laws to enter into resale contracts with dealers in others of the same states. 

The question now arises as to how many manufacturers in the jewelry industry will avail them- 
selves of the new law. We are of the opinion that manufacturers of nationally advertised jewelry 
merchandise will take the same steps that producers in other lines of industry are taking and pro- 
tect their dealers. A number have already indicated that they will take definite advantage of it. 

The new Tydings-Miller law sounds the doom of the price cutters who for years have harassed 
the independent merchants in the jewelry trade and against whom the battle for protective legisla- 
tion has long been waged. Price cutting and “loss leaders” will no longer exist in the jewelry 
industry, resulting in great benefit not only to the jewelry trade but to the public as well. 

The cut rate department stores and industrial jobbers claim that the new law will increase 
prices to consumers. They will combat the new situation by putting on the market merchandise of 
their own brands which they hope to sell at prices below the cost of articles protected by the new law. 


And so the merchandising fight is on, but the Tydings law in our opinion gives the independent 
merchants a bigger and better chance to make a fair profit. 
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Here at Holland’s 


we have been rather successful in selling watches ever 
since this business was founded 27 years ago by M. Z. 
Holland, who is still the active head of the enterprise. 


We are distributors for all the standard makes. Watch 
sales have always been a big part of our business and I 
believe they should form a substantial percentage of the 
total business of any jeweler. 

First, let me say that we have always been located, 
with our several stores, on the south side of Chicago, near 
the intersection of Halsted and 63rd Sts. 

I believe that in selling watches, or anything else, one 
of the first steps should be a careful survey of the people 
one expects to sell. We did this long ago and we always 
have our eyes and ears open in order to gain additional 
facts. We know the people of the great Englewood sec- 
tion very well. In the main, they constitute a typical 
cross-section of average American life. 

We sell for cash as well as on the installment plan. 
Our prices are the same in either case. We do not dis- 
count our installment paper to finance companies, but 
carry the paper ourselves. On watches, our unit sale 
averages about $35. We give the customer a year to 
pay, but, for the most part, watch purchases are com- 
pletely paid up in six months. Our losses on all accounts, 
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on installment purchases, do not amount to more than 2 
per cent or 3 per cent a year. 

Of course, in order to keep losses at this low figure, 
we are very careful to whom we sell. We investigate an 
applicant for credit with great care. We look into his 
character; we get the holder’s name and address, of 
course; we verify the income of the customer, learn how 
often he changes his dwelling place and his employment 
and check with the local credit clearing house to learn 
of his good or bad performance in the case of previous 
deals where he has purchased on credit. We try to take 
the middle of the road. If a jeweler is too lenient he may 
hurt himself; if he is too strict he may lose sales which 
would otherwise work out all right. 

Watch sales have leaped enormously in the past few 
years, and without hesitation I give main credit to the 
manufacturers of the standard makes. They have been 
on the job at all times. Styles are no longer given an 
opportunity to become chestnuts or to wear out their wel- 
come on the part of the public. They are changed rapid- 
ly—something new, something different, all the time. 
This is, I expect, the result of close competition and brisk 
national advertising. ‘To the retail jeweler, however, it 
gives salable merchandise at all times, and in my opinion 
the retail jeweler who does not take advantage of this 
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situation to push watch sales in every way at his command 
is a dull fellow. 

The resistance of the customer in the case of watch 
sales is very low, compared with other lines. Here at 
Holland’s we find that the average watch customer is 
half sold when he comes into the store. We never argue 
with a customer about the make he wants. We do try, 
of course, to sell him a $50 watch when he may have 
stated that he intends to spend only $25. But we do not 
try to switch him to some other make. 

However, we have learned a few things—and at this 
point I ask the particluar attention of brother jewelers 
who do talk switch in such cases. If your customer comes 
in and asks for a particular make, you can bet that he is 
pretty sold on that make. You must consider the na- 
tional advertising which this manufacturer is doing. You 
must consider relatives or friends who own a watch of 
this make and who have given high praise. If your cus- 
tomer is a man who wants a woman’s watch of a particu- 
lar brand, then watch your step, indeed. Nine times out 
of ten the woman, who may be wife, sweetheart, sister 
or mother, has stated her preference, either directly or 
indirectly, so that the man knows what she wants. He 
seeks to please her 100 per cent and is well aware that 
he will fail unless he gets her exactly what she wants, 
regardless of his own preference. 


Priaed iA NS 


Now, we have the watch customer who comes into the 
store with $25 in his roll and no more. He wishes to 
buy for cash and is deaf to our appeal to him that his credit 
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is good, Experience has taught us that it is hard indeed to 
“raise” such a customer even as much as $10. We try, 
of course, on suspicion that when he said $25 he may 
have been stating only his minimum. Sometimes the 


additional amount for a better watch is produced. We 
talk hard for the better watch, but we do not try to switch 
the customer on the make. 

Of course, we sell on credit, and that is a great advan- 
Immediately, if the cus- 


tage in handling such cases. 



















tomer is willing to use his credit, we can sell him a watch 
twice as valuable as he intended to buy. However, this 
is not always as easy as it appears. Many excellent per- 
sons do not like to buy such things as jewelry on credit. 

At Holland’s we have always made our chief appeal, 
in seeking watch sales, to the young people. We have 
found that they are the best customers. I have asked 
many questions and have learned that in courtship, the 
first gift of the young man to his beloved is, nine times 
out of ten, a watch. We first see the young man looking 
into our show windows from the sidewalk. We keep 
more than 300 watches in our windows at all times, show- 
ing all makes, styles and prices. Out of that array the 
young man is rather likely to see exactly the style his girl 
friend admires at the price he wants to pay. 

Of course, we sell many watches to young women, who 
buy them for themselves or as gifts, usually to some young 
man. ‘The percentage of men and women watch cus- 
tomers varies, according to the year and according to 
economic conditions. I could not say whether we sell 
more watches to men or more to women. Sometimes it 
is one way and sometimes the other way. Perhaps—and 
this is just a quick guess—it might be 60 per cent to men 
and 40 per cent to women, on the average. 

The heavy percentage of our watch sales are wrist 
watches, but this does not mean that the sale of pocket 

(Please turn to page 90) 
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; are some jewelers sets the standard, instills the desire to possess, and moti- 
who are forever trying to blame advertising generally for vates the urge to buy. Without this, no jewelry business 
all the shortcomings of the retail jewelry business. could function properly. The success of our advertising 

The story of the transcendence of business from the may be attributed primarily to the fact that w# have made 
pre-money days of barter-and-trade to the free and easy and created the desire to possess, and made it motivate the 
credit of pre-depression days, plus the period of free-for-all urge to buy, and made the purchase price appear easier 
ballyhoo since, can list a number of sins of advertising. to accept, and in addition, have timed our advertising and 

The same story must also record unstinted praise of merchandised it properly so that the results produced were 
advertising, as I will try to show, for it is advertising beyond our best expectations. 
which begets volume, makes the fashion, creates the mode, Olsen & Ebann were one of the first chains of jewelry 
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CLARENCE OLSEN 


President of the company examining merchandise shown by T. J. 
O'Connell, sales representative for the Elgin National Watch Co. 


stores to advertise, ‘‘Credit at Cash Prices with No In- 
terest, or Carrying Charges.” 

Since the inception of our business, nearly a third of a 
century ago, intelligent, honest advertising was che foun- 
dation upon which our success has been built. Our busi- 
ness depends upon it. But it was only recently that we 
decided that sales volume is of prime consideration, and 
our present method of advertising is the driving force 
which has been made to bring additional volume. 

I imagine it must be obvious to most jewelers why vol- 
ume is a paramount problem before us at the present time, 
and has been since starting our spectacular promotions last 
fall. 

The most rudimentary kind of arithmetic tells us that 
as expenses rise, the volume of sales must rise correspond- 
ingly, if net profit equal to, or superior to that of last year 
is to be secured. Some jewelers feel that as business gen- 
erally is getting better, why do anything at all. Drifting 
into the stream of things will give them an increase 
anyway. They should realize that proper advertising will 
enable them to make that increase larger; much larger, 
as we have experienced recently. 
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W. F. Blaha, advertising manager 


We started in August, 1936 (usually a very quiet 
month in the jewelry business), and advertised a diamond 
promotion with a full page advertisement. Our diamond 
ring sales for the month of August jumped 50 per cent 
ahead of June. Very unusual, I am sure, you will admit. 
September sales went way ahead of August, and October 
diamond sales way ahead of September. 

We followed this up with a number of full page adver- 
tisements prior to and during the holiday season and our 
percentage of increase in sales for the month of Decem- 
ber, 1936, as compared with December, 1935, actually 
astonished us. Results for the first quarter of 1937 far 
exceeded our best expectations. 

Advertising, today, plays a vital role in our business. 
Advertising, as you can readily see from the above, is the 
bulwark of our industry. It creates the sales that justify 
mass production, which makes jobs with wages that give 
people money to spend—an endless chain, with adver- 
tising the most important link. 

You may depend on advertising to play a most vital 
role in leading America to the greatest era of expansion 
and prosperity it has ever known. 

The best advertisement for advertising is the amazing 
story of the results it has achieved. It is a story never 
finished. As each new chapter is written, we see adver- 
tising emerge as a great power growing greater. 

Today, advertising is more than an instrument for 
increasing tomorrow’s business, more than a drama of 
bargains which invite more people into our market places, 
more than a statistic for our accountants and comptrollers 
to consider in reckoning its ratio to sales. In this era, 
when issues are broader than tomorrow’s business, adver- 
tising is the medium through which the jewelry business 
can serve—and show it is serving the public interest. 















Richmond, Virginia, founded 
as a tobacco post and still relying on tobacco as the main- 
stay of its prosperity, is a city which has an air of leisure 
and dignity. It prides itself on the cordial hospitality it 
extends to homefolk and visitors alike. This hospitality 
is nowhere more sincerely expressed than in one of its 
leading jewelry stores, Schwarzschild Bros., Inc. 

Greeted with a friendly smile as he entered the store, 
a reporter for THE JEWELERS’ CIRCULAR-KEYSTONE 
was immediately made to feel at home before he had 
the opportunity of stating his business connection or the 
purpose of his visit. Newton Thomas, one of the 
Schwarzschild employees, happened to be the man who 
extended the greeting, but it might equally as well have 
been any other one of the employees or owners, for the 
reporter noted with considerable interest that every 
visitor entering the store was received with genuine 
friendliness, neither effusive nor smugly forced. 

The friendliness of the Schwarzschild store has been 
emphasized because much of its success has resulted from 
its entire lack of snobbishness. Founded in 1900 by Wil- 
liam H., G. M. Henry and S. M. Schwarzschild, this 
37-year-old store in its 200-year-old city was dedicated 
to friendly service, hence it numbers among its thou- 
sands of customers not only the wealthy social elite of 
Richmond and vicinity, but also many to whom the 
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One of the tables at 
the front of the store 
which is aften set by 
women customers. 


purchase of a half-dozen silver plated teaspoons is an 
important event. Do the socialites object to this state of 
affairs? Apparently not, for the reporter was told by 
one of the more active members of the firm, S. M. 
Schwarzschild, that snobs do not seem to flourish in 
Richmond, nor do so-called “exclusive” stores. 

Occupying the entire ground floor of a building owned 
by the firm, the Schwarzschild store has a frontage of 
about 50 feet on East Broad St. and 100 ft. along N. 
2nd St. An ample air conditioning system makes the 
store a cool oasis in summer and supplies properly 
humidified warm air in winter. 

Two 16-foot show windows face on E. Broad St., the 
chief shopping street of the city, and two others face on 
N. 2nd St. Backed by huge plate glass rear windows, the 
show windows are completely transparent, permitting the 
entire interior of the store to be seen by passersby from 
the sidewalk. 

The window trimming, changed weekly or oftener as 
occasion arises, is topical whenever possible and in keep- 
ing with local, state or national affairs, holidays or 
seasonal activities. At the time the store was visited the 
westerly Broad St. window carried a display of fine 
china and sterling silver flat and holloware, arranged 
as a table setting. 

In the rear is a special wall case devoted exclusively 
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Case devoted to gift items for the baby where 
bachelor uncles and doting grandparents find a 
treasure house from which to select the sterling silver 
and other articles for youngster to throw on the floor. 





to gift items for babies, a highly profitable case, accord- the tables and contribute their ideas. The table photo- 
ing to S. M. Schwarzschild, bachelor uncles and doting graphed was set with green and crystal glass plates, 
grandparents finding it a convenient treasure house from green-top crystal-base glassware and Kirk sterling silver 
which they can select suitable presents with the greatest flat and holloware. — 
of ease. Here are grouped mugs, cups, plates, spoons, Between 30 and 35 patterns of sterling silver flatware 
knives, forks, pushers, cereal bowls, necklaces, hair- = stocked and - nly — patterns of plated flatware. 
at brushes, goblets, teething rings of the de luxe variety, My emphatic opinion,” remarked Mr. S. M. Schwarz- 
; ; : schild, “is that the manufacturers are making too many 
by rattles, highchair trays and pretty nearly anything else new patterns of sterling flatware. We have tee-snamyin 
that any baby might expect in the way of things to throw ; 


he fl Siessiiall 1 | ; i stock and we certainly don’t wish to stock any more 
2 ee, Sy Oy ae eee ee patterns, few if any of which are any more attractive 




























silver. than existing designs.” 
an Beautifully set tables, two of them, are placed at the Asked which sold better, sterling silver flatware or 
of sides of the entrance door in the front of the store. The holloware, Mr. Schwarzschild replied, “Flatware is our 
“ settings, originally made by store employees, have been biggest volume seller in silver, although holloware 
L altered and revised in accordance with the comments and closely approaches flatware in number of individual sales.” 
San suggestions of various women customers, hundreds of Consistent and persistent advertising in local news- 
whom have been invited, by mail, to the store to inspect (Please turn to page 89) 
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LITTLE bit of sunshine makes one overlook a lot of rain, and while at times 

we may become grumpy, sour or disgusted with our business or our lot, just 

then along comes a pretty good sale or month’s improvement in business and then out 
comes the sun and we tear in again and buckle down to good hard work and thinking. 


A bit of sunshine landed on the writer’s desk a few days ago in the form of an 
attractive booklet of some 30 pages entitled “Selling Jewelry on Credit,” written by 
none other than our good friend—William Gibson, president of Cole & Young Co. 
of Chicago, and president of the National Association of Credit Jewelers for the past 
three terms. 


v4 
With the many articles I have read on this all-important subject over a term of 
years, I know of none that so clearly and concisely treated this much-discussed and 
all-important subject. 


Mr. Gibson has made a great many fine contributions to the industry and this com- 
pilation of data is but another link in his chain of endeavors. 


Well, weddings are on, the boys and girls are off to school, bridge is starting and 
bridge tournaments will be raging, and as a matter of fact, many are beginning to 
think in terms of Christmas. 


TEMPUS FUGIT. It seems but a few days ago when most of us were collecting 
railroad timetables, road maps and other bits of information guiding us on the way to 
how to spend our vacation. I know of one individual who, after solving it all, found 
himself chained to his desk all summer. 


Have you completed your Christmas buying? Are you aware of the fact that there 
will be a shortage in many lines of merchandise? Have you looked over the price 
tags on your merchandise? Are your advertising plans all set for the pre-Christmas 


business ? 
Ani Hay} CCI A 
Vice-President. 


Here’s to a fine fall business to you all. 
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OPAL . 


by 
ROBERT M. SHIPLEY 


President of the 
Gemological Institute of America 


@ Left—Rough piece of “Hun- 
garian” or white opal and two 
examples of black opai. 








Courtesy, Dreher Bros. &€ Wider 


Q.—What is the derivation 
of “opal P” 

A.—The word comes from the Latin opalus, which 
was derived through the Greek from the Sanskrit upala, 
meaning ‘‘a precious stone.” 

* * * 

Q.—To what gemological 
belong? 

A.—Opal is a species itself, but not all varieties of opal 
possess the beautiful play of color required to fit them for 
use as gem-stones. 


species does opal 


* * * 


Q.—What causes the play of color of opal? 

A.—The interference of light among layers of varying 
optical density. When the light rays interfere with one 
another, flashing colors result. A similar effect is seen 
in the bright colors formed by a thin film of oil lying on 
the surface of water; such films often appear on the streets 
after a rain. 

e* 2 @ 

Q.—Does any other gem have a play of color 
like that of opal? 

A.—No. The nearest resemblance is found in labra- 


dorite, but this gem exhibits an even change of solid color 
quite different from the flashing variation of color of the 
opal. 
* * * 
Q.—Does the opal have any imitations? 
A.—No imitations, that is of glass, resemble opal 
closely enough to require more than hasty inspection for 
detection. However, opal doublets are made by cement- 
ing together two pieces of opal or by cementing a thin 
section of opal to a back of glass or chalcedony quartz. 
* * * 


Q.—Are opal doublets easily detected? 
A.—Yes. The line of division between the two layers 
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is usually very easily seen. However, a magnifier must 


sometimes be used. 
* * * 

Q.— What is a black opal? 

A.—It is a variety of precious opal found in Australia, 
the body color of which is very dark instead of white. For 
a time it was feared that the Australian sources of black 
opal were exhausted and black opals were extremely 
scarce, but recently a few have appeared in the trade. 

* * * 


Q.—How does opal form? 

A.—Gem opal usually is formed by the evaporation of 
water in which silicon dioxide is dissolved. The solid 
opal mass which results from such evaporation is thought 
later to have cracked and the cracks filled with more sili- 
con dioxide, thus forming the layers which cause the play 
of color. * 


Q.—What is the most valuable opal? 

A.—One with the most spectacular play of color; also 
red should preferably predominate in the play of color. 
Black opal is probably more valuable than white material 
of equal quality, but a really fine white opal is a desirable 
gem. * * * 


* * 


Q.—Is opal a durable gemP 

A.—Compared to other gem-stones it is fragile and 
must be given especial care. However, if an opal is given 
the proper care it should wear for centuries. 


* * * 


Q.—Is it true that opals are unlucky? 

A.—No! This recent superstition apparently was 
founded by Scott’s novel “Anne of Geierstein,” in which 
the heroine, an opal wearer, suffered misfortune. For 
many centuries the opal was considered the luckiest of 
gems. Obviously the superstition was artificially created, 
and it is now dying out. 





ee 


DESIGNS FOR NEW FALL JEWELRY 


by C. A. JAKOBB 


The Fall season calls into use new designs for chic rings and brooches. The use of 

marquise diamonds is charming in the new designs for fine jewelry. Single clips are 

established in public favor and meet with ready demand. The new designs shown 

herewith are particularly pleasing examples of the latest style trend. These jewel 
designs are rich in beauty with dainty streamline effects. 
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This beautifully colored Animated Display of UNDER-SEA-LIFE 
as well as other educational displays are available to jewelers 
who have a franchise for the sale of 


IMPERIAL CULTURED PEARLS 


Tell the story with PICTURES! That will not only attract atten- 
tion to your windows, but create sales as well. 


Write our nearest office today for detailed information. 


The AMERICAN JEWELERS BUREAU, INC. 


5 North Wabash Avenue 48 West 48th St. 12 Bromfield St. Shreve Bldg. 
CHICAGO, ILLINOIS NEW YORK BOSTON SAN FRANCISCO 


Canadian Distributors 
THE GOLDSMITHS’ COMPANY OF CANADA, LTD. 
Toronto, Canada 
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FLOATING 
“GOLD 


from the 


BALTIC 





@ Partially polished amber rough is shown half actual 
size above Note the insects which have been im- 
prisoned in the two lower pieces for 60,000,000 years 


@ Right, the large open-cut mine at Palmnicken, in the 
Samland, the “Amber Coast” of the Baltic, with diesel 
shovels !oading amber-bearing earth into cars. 


By JOHN W. BAER 


Vice-President and General Manager, Amber Mines, Inc. 


Beaten is the golden sap 


of giant confiera trees, which were as large as our Cali- 
fornia redwoods of today. 

Sixty million years ago amber was born in these dense 
luxurious semi-tropical forests. Exuding through the 
bark and running down the tree trunks, it lay on the 
forest floor. Then came the glacial ages which swept all 
this floral splendor to oblivion. Great mountains erupted 
and continental shelves sank into the sea and amber faith- 
fully and permanently recorded these events which no 
human being was privileged to see. Clear transparent 
amber in the making, in flowing through the bark, flowed 
over insects, flowers, foliage, bark and even the water of 
that time and sealed them hermetically in vaults which 
seem destined to forever withstand the onslaughts of time. 

Today our scientists, deciphering, stand on the thresh- 
old of creation, thanks to amber. It seems likely that the 
use of no gem or precious metal for jewelry reaches as 
far back into time as amber. Amber beads were found 
in the stone age caves. The cave man probably found it 
on the shores of the Baltic Sea, which washed it up, since 
amber is so very light in weight. 

In fact many people today believe amber comes from 
the sea. Actually 95 per cent of the amber is mined, 
very much like gold in California. Modern Diesel 


shovels cut away the top surface down to the “blue earth,” 
which contains the amber. Other specially designed 
shovels then remove it to conveyors which carry it to a 
washing sluice. Here streams of water at high pres- 
sure wash it free or almost free of silicious adherences. 

Amber pieces vary in size from that of a pearl to a 
coconut. After cleaving, the pieces are graded and selected. 
Hand work characterizes amber. Large pieces are rare 
and therefore are very valuable. As a rule small sculptured 
figures are made of them. It is not only the marvelous 
beauty of the pieces that tempts one to make use of them 
in this wav, but the extreme adaptability of the material. 
Even as far back as the 13th century there were amber 
turners’ guilds in all the larger towns of the Baltic, but 
Danzig was the center. 

Only in the 17th century, however, did the art of carv- 
ing in amber attain to a high standard of excellence. In 
the museums of the world, we find great amber treasures 
dating from that period. In the age of the baroque, little 
boxes, chests and cabinets with pillars and panels were 
turned out in the architectural style of the day. The 
beauty of amber was seen in splendid reliefs, mirrors and 
house-altars made of it entirely. One of the most gigan- 
tic works of that time is the amber hall in the great castle 


(Please turn to page 86) 
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WRITE Diamonds 
TELEPHONE 732 Sansom Street, Philadelphia, Pa. 
or TELEGRAPH 


























THE JEWELERS’ CIRCULAR-KEYSTONE 
for October, 1937 











Wen the great host 


of middle-class American women again need the jewel 
boxes which graced their dressing tables not too many 
years ago, the average American jeweler can take heart. 
That time has arrived. 

Public sentiment rather than stylists dictated the 
jewelry modes of depression years. Diminished incomes and 
the strong propaganda for the sale of old gold jewelry for 
good prices, caused many women to literally dump their 
jewel boxes into the refiner’s melting pot. Adverse criti- 
cism of any outward display of prosperity in the face 
of human need and suffering made many socially-conscious 
women keep their finest jewelry for rare occasions. “The 
jewel casket gave way to the safe deposit box. 

The eternal feminine desire for ornamentation could 
not be denied for long and the country was soon covered 
by the gaudiest, most ostentatious baubles of all times. 
Now comes the word that the haute monde will have, for 
general wear, the self-same jewelry that was worn a 
generation ago. Even Beau Brummel is reverting to 
his father’s day, as was indicated when a model at the 
jewelers’ fashion show at the recent A.N.R.J.A. conven- 
tion wore a gold watch fob, with tails and top hat. Watch 
chains and waldemars are again in favor. 

There is no need to believe that the fine platinum. 


84 


M. G. M. 
Photo 
by Ted Allen 


Mary Carlisle M.G.M. featured player 
shown displaying a friendship necklace. 
In shorter strands they form bracelets. 


diamond creation is going to lose any of its popularity, 
but on the contrary it will go to new heights as more and 
more people experience the new-found prosperity and 
again earn the privilege of wearing gems. 

However the styles for fall and winter, which hark 
back to the golden days of the 90’s, require authentic 
jewelry of the period. Every last piece worn a quarter 
century or more ago is on its way back, and on its way 
back fast. 

Crosses, lockets, brooches, tubular and link bracelets, 
and gold chains are in. Even the cameo brooch promises 
to regain its lost prestige and from Down East comes 
the report that the relatively cheap shell cameo is begin- 
ning to move. 

One of the most potential items for the retail jeweler 
this season will be the cross. The cross, simple, or in 
its most complex variety. Every woman is going to need 
at least one cross this fall to be in the running at all. 
Its popularity seems to have no religious significance. 

For the moment when She is going to be her daintiest 
there is a plain little cross on a thin thread of gold chain, 
and for her heaviest tweed sport ensemble she will need 
a massive cross. Manufacturers are turning them out 
at top speed in all qualities of gold, and in sterling silver. 
On a recent trip to eastern wholesalers one factory repre- 


(Please turn to page 86) 
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CULTURED PEARLS FROM THE DUTCH EAST INDIES 
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Highest Quality Lustrous Necklaces — also 
Loose Pearls for Addition to Necklaces 


ILLUSTRATIONS ACTUAL SIZE 


a as buy your cultured pearls ex- ? ; 4 
DVartoslit BE WIS clusively from a dependable lees Chuistie Le 
CY DP) house with a substantial reputation. 
Mi recl ITS S Ls “The only complete line’? loose and mounted. Selections. (FA A; a OM ke YVorh. 
ARE PERMANENTLY GUARANTEED SE OEE CATES retlimenines 
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Floating Gold from the Baltic 

(From page 82) 
of Zarskoje Sselo, which was the summer residence of 
the Russian Czars. It took 50 years to finish this splendid 
work of art, designed and executed by a number of the 
celebrated sculptors of the day. 

Even today some four years apprenticeship is required, 
for example, before a girl is qualified to facet golden 
amber beads. In color amber varies from clear golden 
yellow to a rich brown. 

Rich in heritage, amber is famous for its naming of 
the great science of electricity. The early Greeks, noting 
its property of attracting small pieces of paper when 
rubbed, called amber “elektron.” The visible amber 
reserve is 150 years; constantly and currently styled amber 
is of interest to jewelers and scientists alike. Amber finds 
favor as jewelry because of its beauty and light weight. 
No two pieces are ever exactly alike and this distinctive- 
ness and individuality keep it always new. 

Today in combination with silver and gold amber is 
made into every type of jewelry with pieces containing 
prehistoric fossils in exceptional demand. 





The Lady Needs Jewelry 
(From page 84) 
sentative of a concern specializing in this type of mer- 
chandise wrote big orders for the big crosses, many all 
of three inches in length. 
Many of the old dies of the most popular lockets sold 





EMERALD ¢ 


STAR RUBIES - EMEF 
CATS EYES / RUBI 


i 
; 
j 
} 





Beauty and excellence make pos- 
session a matter of genuine pride. 
To show them is to sell them... 
From pale tones to deep blue... 
unmounted or mounted in cuff 

links and rings for men and 


women. 


608 FIFTH AVENUE 








years ago, have been utilized by manufacturers to sell 
along with slightly modified forms. The universal craze 
for photography—candid and otherwise—is going to fur- 
ther this latest jewelry style. 

Bracelets, the tubular and the link ones just like Mother 
wore, also take their place in the picture. The bracelets 
seen at the fall openings in Paris were those made with 
drops of gold, and drops of colored stones. The colored 
stone trade is also going to benefit in a great way if the 
new jewelry takes as is indicated, for the greater the 
variety of color the more will be the appeal of the jewelry 
to be worn with the heavy fabrics. 

Women’s Wear Daily in a recent issue asked, “Why 
not stress the Victorian mood of fall jewelry? Why 
not make charms out of old stickpins or earrings? It 
has been rumored that one far-sighted maker is doing 
it. Surely pieces of ‘out-of-date’ jewelry would fit right 
into the present picture.” 

The charm bracelet is growing as Mary Carlisle, pretty 
Metro-Goldwyn-Mayer featured player shows us. Many 
of the fairer sex, especially the girl of high school and 
college age, began a charm bracelet in a limited way, with 
perhaps only three or four charms dangling from a gold 
chain. Parents, school chums and admirers added to it, 
piece by piece, until additional lengths of chain had to 
be added to accommodate the tiny tokens, until today 
when it has grown to the proportions shown by Miss 
Carlisle, and can be worn about the neck. 












Our Gems are beautiful . . . their 
loveliness increases .. . they com- 
| pel immediate interest. Widely 
ca | varied in shape and cut... they 
will suit the most exacting re- 
quirements of your customers. 
May we be of service? 
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The Store With a Smile 
(From page 71) 
papers and by direct mail is handled for the store by a 
local advertising agency. The newspaper advertising is 
dignified but not stodgy and never sensational. The 
direct mail lists are compiled from customer lists, Cham- 
ber of Commerce records and names furnished by the 
Retail Merchants Association. 

Every newcomer to town receives a personal letter 
inviting him to visit the store. Everyone who opens an 
account gets a friendly personal letter thanking him, 
outlining the store’s facilities and inviting him to drop 
in frequently just “to look around.’ Pre-Christmas 
letters and direct mail literature are sent to a large list, 
while special occasions call forth special mailings to 
selected lists. 

It is in the sale of wedding presents that Schwarz- 
schild Bros. are peculiarly outstanding. Due to the genuine 
friendliness of the owners and their employees with the 
store's patrons, Schwarzschild Bros. are usually aware 
of engagements before they are announced. The pur- 
chase of the engagement diamond or a “tip-off” from a 
friend starts a definite series of store activities. 

The prospective bride is invited to the store or called 
on at her home and provided with descriptive literature. 
She is urged to select a silverware pattern, a style of 
engraving, etc. Prospective purchasers of wedding gifts 
are then advised from the store’s records exactly what 


the bride would like to have; what others have already 
bought for her; what the engraving should be and a host 
of other details that prevent duplications and returns— 
and increase profitable sales. 

The prospective groom is consulted regarding his 
gifts to best man and ushers, just as the bride has been 
about hers to her attendants. But back of it all is that 
friendliness between store and patrons—a feeling of 
confidence on the part of patrons that Schwarzschild 
Bros. can be trusted and a real desire on the part of the 
store to be worthy of trust. 

And after ‘the wedding? For .one thing, just before 
each wedding anniversary, every husband gets a telephone 
call from Schwarzschild Bros. and is asked if the store 
can be of service in helping him select an anniversary 
present—a gentle reminder which is productive of many 
sales. Parents, “in-laws” and close friends also receive 
such reminders and are almost invariably grateful—and 
purchasers. The Schwarzschild wedding date list grows 
fast. 

Trophy sales bring appreciable profits to Schwarzschild 
Bros. and sales of class pins and rings mount to sizable 
figures as the result of the friendly personal solicitation 
of the right man at the right time. The important factor 
in such business is to know whom to see when—and 
then to send the store’s representative with whom “the 


right person to see” is most friendly. 
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They'll Buy More Watches If— 

(From page 67) 
watches is passing out. Indeed, in recent months, our 
own records show an astonishing jump in the sale of pocket 
watches, mostly 16 size, 21 jewel models. What does 
this mean? It means that men who need pocket watches 
are going back to work again after the depression—rail- 
road men, street car motormen and conductors, elevator 
men and a lot of others. If they had old pocket watches, 
they would not pass the rigid inspection. Besides, there 
has been a distinct movement for better timepieces. In 
these industrial circles pocket watches are still king, re- 
gardless of changing styles and I think jewelers every- 
where, for the next few months, will do rather well to 
feature them. 

Holland’s has always been a heavy advertiser. ‘This 
is not a matter of sentiment with us. We simply find 
that it pays. Thus, we use the Englewood Economist, 
our community newspaper, liberally at all times. We 
also use the great metropolitan newspapers of Chicago, 
especially the Chicago Daily Times and the Chicago 
Evening American. Remember, we are rather far on the 
south side of Chicago and we are not so conceited as to 
believe that a customer will come from the far north side 
or the far west side just to trade with us, unless he has 
some very particular reason. Yet it is surprising how 
many of them do come. 

We also use two radio stations On WCFL, the 
“Voice of Labor” we use ten spot announcements a day. 
On WAAF we run a fifteen-minute program twice a day. 
Radio advertising is very expensive and we have not yet 
made up our minds whether it pays us or not. Undoubt- 
edly we get some results, but we are not entirely sold 
on that form of advertising. I believe that a retail jeweler 
may well ask himself whether radio advertising is not 
too expensive in proportion to the results achieved. 

We have definitely decided against direct mail as a 
form of advertising. Our greatest criticism is that in a 
large city, at least, a list cannot be kept accurate, certainly 
not without unusual care and unwarranted expenditure 
of money. People move around too much. We keep 
an accurate list of our regular customers, of course, and 
hit them once in a while with a good-looking piece of 
direct mail, but there we stop. 

“Trade-in” sales on watches can be started right away. 
These sales give the jeweler plenty of leeway. He can 
maintain watch prices religiously, but give generous al- 
lowance on the old watch. Right now, “trade-in” sales 


should be especially productive of business. During the 


depression, when a watch went wrong, it was put away, 
because the owner, like as not, could not afford to get it 
fixed. Now with things clicking once more, he can bring 
this old watch into the store, use it as a down payment 
on a new watch and have the satisfaction of owning a 
recent model. Old watches, even after expert repair 


' men have done their best, are not always dependable. 


Most customers have had their experiences, and jewelers, 
encountering a customer who wants an old watch cleaned, 
can sell him a new watch without great difficulty if they 
will only try. 

We held a very successful “trade-in” sale on watches 
at Hollands several years ago. 
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Jeweler Competition 
(From page 61) 
mighty successful competitors even in the pre-depression 
days. 

Chart No. 3 lists the names of these stronger com- 
petitive industries. Listed also are certain factors which, 
upon examination, seem common to all of them. Perhaps 
this analysis may give us some clue to the success of these 
industries. 





CHART 3 


OccUPATIONS OF GAINFUL WORKERS 


1936 1930 1920 1910 
Jo To Fo % 


Agriculture ... .. 20.0 214 25.7 32.5 
Forestry and Fishing vs Oe 0.5 0.6 0.6 
Mining .. aid 2.0 2.0 2.6 2.5 
Manufacturing ceecces SOO 2a 463 27S 
Transportation and Communi- 

cation . entre 8.0 73 7.5 7.0 
Trade .. ar 3:0 125 162 9.5 
Public Service Seieewe. “20 1.8 1.8 1.1 
Professional Service 7.0 6.7 5.2 4.5 
Domestic and Personal Service 9.5 10.1 8.1 9.9 
Clerical Occupations se 8.0 8.2 y 4.5 











In my opinion the reason for the success of ‘these com- 
petitive industries can be found in the factors which | 
have labeled “Common Factors.” It is unnecessary to 
comment on all of these factors; they are very apparent 
and one finds difficulty in quarreling with such economic 
positives. 

I should like to dwell for a moment on the last fac- 
tor; namely, “Sold Not Bought.” This is a vastly im- 
portant point. Did you buy or were you sold your last 
automobile, or radio, or washing machine? In nine cases 
out of ten you were sold, and if not, then your wife was. 
Now, that selling can be conducted in the store, or on 
the street, or in the home, but it must take place. Even 
though these other competitive industries start with ten 
positive factors, they still do not leave anything to chance 
but plan their sales campaign on a basis of “Sold Not 
Bought.” 

Our jewelry industry must meet this competition. The 
merchandise which we carry in our stores should be 
measured by the common factors as listed in chart No. 3. 
The time has come for a careful choice of merchandise 
and the use of modern merchandising methods to move it. 
It is the dollar that is working that keeps you in business, 
not the dollar lying idle on your shelf. 

What kind of business conditions is the jewelry indus- 
try facing at the moment? Is this the right time for 
action? Listed below are some of the reasons which 
prompt me to believe that this is the right time: 

ped industrial production will exceed 1936 by at least 
5% . 

1937 factory cmployment will exceed 1936 by 15%. 
1937 payrolls will exceed 1936 by 25%. 


Farm prices are already at or above the average for 
1923-29 and almost at their pre-war parity with prices 
of non-agricultural products. Farmers are still re- 
ceiving large totals of government payments. It is 
estimated that the farmers will have a 10 billion dol- 
lar crop yield for 1937. High levels of farm purchas- 
ing power are thus assured. 


(Please turn to page 9+) 
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Jeweler Competition 
(From page 93) 

All important business indexes will show totals for 

1937 well above those of 1936. 


The physical volume of merchandise sold in 1937 will 
be greater than in any previous year on record. 


The foregoing statements are made not to paint an 
optimistic picture but rather to emphasize that business 
is good, that we will have a good fall selling season, that 
the time to make hay is when the sun shines. In other 
words, this is the time to review our consumer merchan- 
dising approach and make such corrections or additions 
as are necessary. 


Diamond Circles in London Rumor Reopening of 
Jagersfontein Mine; Shares Rise 


Lonpon—Reports received here recently that the New 
Jagersfontein diamond mine is shortly to reopen have 
been instrumental in forcing up the market price of the 
diamond stock to nearly $15. Back in August the shares 
were obtainable at around $7.50. 

For some time now diamond dealers have been remark- 
ing on the dearth of really good quality blue-white stones. 
The volume reaching the European diamond marts has 
been steadily shrinking the past two or three years and 
the position has become one of some concern to diamond 
men both here and on the Continent. 

New Jagersfontein, of course, closed down five years 
ago. The reports that a resumption of mining is planned 
in order to augment the short supply of blue-whites are 
accepted with reserve by the precious stones brokers. 
They take the view that, even at the present improved 
prices for quality stones, production would not be justified 
yet awhile. 

Backes & Strauss, commenting on the opening of the 
September diamond demand, say that high color goods 
still are very much wanted and that the available market 
supply continues very limited. Diamond business in gen- 
eral is, of course, not being helped by the international 
situation. Speculation in diamonds is being conducted on 
the cautious side since the outbreak of hostilities in the 
Far East. Prices continue very firm, notwithstanding. 

The highest expectations in respect of diamond divi- 
dends on De Beers Consolidated stock are exceeded. The 
company’s September announcement that, having cleared 
away all arrears of Preference dividends it.is now to pay 
an interim on Deferred of $7.50 per share—equivalent 
to 30 per cent—is an indication of the greatly improved 
position of the diamond industry. 

This Deferred payment not only is the first to be 
declared since 1929 but is higher than either the 1928 or 
the 1929 distributions. Earnings have apparently in- 
creased to such an extent the past year that the interim 
now announced is amply justified. 

Consolidated Diamonds of South-West Africa is also 
to pay a further interim on account of the current year. 
This will be 12 cents per share, equivalent to five per 
cent. De Beers has a substantial holding in this company 
which eliminated Preference arrears and resumed pay- 
ments on Ordinary in July, this year, with a first interim 
of five per cent. “Interims to date thus total 10 per cent. 
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A.N.R.J.A. Establishes Official List of Wedding 
Anniversaries—Ends Widespread Confusion 


“In assembling the wedding anniversary list to which 
the recent A.N.R.J.A. convention gave its approval, we 
have recognized those anniversaries which custom has 
long since established in the public mind,” said Charles T. 
Evans, New York, secretary of the association, last week. 

“These accepted anniversaries are such as crystal, china, 
silver and gold, and in the lower number of years have 
accorded places to many lines other than jewelry, includ- 
ing electrical appliances for the eighth anniversary, cop- 
per, brass and bronze for the seventh and pottery for 
the tenth anniversary. The principal change in the higher 
brackets is the suggestion of the diamond anniversary 
being the 60th (which it has been in some lists) instead 
of 75th, which is so unusual as to be almost negligible. 

“In establishing such a list, it must be borne in mind 
that the more expensive gifts must be indicated in the 
anniversaries which are fewer in number and for that 
reason may be more greatly emphasized. 

“From records in this office, we have no hesitancy in 
stating that the A.N.R.J.A. official list will receive gen- 
eral approval and that 25 years hence will be so firmly 
entrenched in the habits and customs of our people that 
the same respect and recognition will be accorded our 
list as has been given our official list of birth stones.” 








A.N.R.J.A. Wedding Anniversary List 


1—Paper 13—Lace 
2—Cotton 14—Ivory 
3—Leather 15—Crystal 
4—Books 20—China 
5—Wooden (clocks) 25—Silver 
6—Iron 30—Pearl 
7—Copper, bronze, brass 35—Jade or coral 
8—Electrical appliances 40—Ruby 
9—Pottery 45—Sapphire 
10—Tin, aluminum 50—Gold 
11—Steel 55—Emerald 
12—Silk, linen 60—Diamond 








The Aztec Eagle 


44 

E; Aguila Azteco,” 
the Aztec Eagle, which Herbert P. Whitlock, Curator 
of Minerals and Gems of the American Museum of 
Natural History, describes as ‘the most beautiful Mexi- 
can opal that I have ever seen,” is so enhanced by his- 
torical associations that its value as a museum piece far 
exceeds its great intrinsic worth. 

First of the illustrious rulers and conquerors of early 
Mexico who is supposed to have worn the gem was 
Montezuma. The earlier history of the stone indicates, 
according to Dr. Eugene Boban of Paris, a prominent 
Aztec archeologist, that it was Montezuma’s jewel; first, 
because he was emperor of the Aztecs, and second, be- 
cause it was also the emblem of the aristocratic military 
Order of the Eagle, of which Montezuma was the head. 

Of this matter Dr. Whitlock commented after an 
examination of the stone, “As to the possibility of its 
being the stone belonging to Montezuma, I would say 
that the character of the cutting bears out this idea. The 
Aztec Eagle certainly was fashioned by an artist using 

(Please turn to page 99) 
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NecKlaces! New in 


style and beauty offer 

exceptional profit with 

non-competitive amber. 
® 


AMBER BRACELET. 
These selected transpar- 
ent amber stones contain 
prehistoric perfect fossil 
insects estimated to be 60 


million years old. 

s 
Newest creations from our 
exhibit at present Pauris 


World Fair. Proftt with 


amber thru our new policy 


of selective distribution. 


Cal] or write us at once 





regarding this new merchan- 


dise and a franchised amber dealership. 


*Cmber—the Gem of the Clges ss 


COmber Nines Gne 


The World’s Suppliers of Genuine Amber 


9 Rockefeller Plaza. New Ufak Aa 


















































Be the School 


Jeweler 


in Your Community 


A million Boys and Girls annually are 
customers for School Jewelry who later 
in life are prospects for all your wares, 


The 
DORST 
COMPANY 


2100 Reading Road 
CINCINNATI, OHIO 


will help you take advantage of this 
opportunity of increasing your sales and 
assuring you of a profitable future. 


Line up your prospects for Class Rings 
and Pins, Fraternity or Club Pins, 
Athletic Prizes and Medals; write us 
and we will help you get this business. 

































Jewelers 


CLOCK 


When you buy clocks, remember that, to- 





-day as always, the Chelsea is designed and 

manufactured for the jewelry store busi- 
ness. In quality, it is associated with such 
things as sterling silver and fine jewelry. It 
is a clock that truly reflects the character 
of your store. Illustrated: The Claremont, 
one of the most popular models in the 
Chelsea line. May we send you our latest 
catalogue? Chelsea Clock Company, 288 
Everett Ave., Chelsea, Mass. 


xk wk 
CHELSEA CLOCKS 


CHELSEA CLOCK COMPANY, BOSTON, MASS. 
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The Aztec Eagle 

(From page 97) 
primitive methods who, without stretching the imagina- 
tion, might easily have been a pre-Columbian Mexican.” 

Dr. George C. Vaillant, Associate Curator of Mexican 
Archeology of the American Museum of Natural His- 
tory, in New York, who also had the opportunity to 
closely observe the stone, says: “As to the possibility that 
the stone was in the possession of Montezuma, there is 
no way of knowing, but it certainly may be confidently 
afirmed that the working of the jewel was done by 
Mexican Indian lapidaries before the Spanish Conquest. 
The method of cutting and the way the natural contours 
of the stone have been utilized all indicate that point. 
It is quite possible that the stone may be very much older 
than the time of Montezuma, since the Indians had con- 
siderable lapidary skill for several centuries previous to 
the reign of that ill-fated chief.” 

The Aztec Eagle weighs 32 carats. It is carved in 
the form of an eagle’s head, and exhibits an infinite series 
of prismatic colors from a pale lavender-purple to deep 
ruby red. 

This stone rightly merits the descriptive name of 
vitzitziltecpatl, or ‘the humming-bird stone,” from the 
two Aztec words vitzitzilin, humming bird, and fecpatl, 
stone, so-called because it scintillates with a thousand 
colors. 





The late Herbert Janvrin Browne, of Washington, 
D. C., whose estate now owns the stone, before his death 
a few years ago wrote: 

‘This opal was presented to me by General Venustiano 
Carranza, primer jefe of the Mexican Revolutionary 
Forces and later president of Mexico, at Saltillo, Mexico, 
in July, 1914. The presentation was made in apprecia- 
tion of services I had rendered in successfully landing, 
under difficult and dangerous circumstances, several car- 
goes of arms and ammunition for the Revolutionary 
Forces. The success of General Carranza’s campaign was 
largely assured by the timely receipt of these military 
supplies, and it was shortly thereafter that I had the 
interview with Carranza at which I received the opal 
known as ‘El Aguila Azteco.’ At the time of presenta- 
tion Carranza informed me that the opal had been owned 
by Maximilian. 

“Later this statement was confirmed at Matamoras by 
General Guzman, a son of Maximilian’s private secre- 
tary, who stated that he had often seen Maximilian wear- 
ing it suspended from a purple velvet collarette at his 
throat, and that Maximilian had given it to his chief-of- 
staff, General Miramon, shortly before Maximilian, 
Miramon and Mexia, commander of the Maximilian 
forces, were executed at Queretaro, June 19, 1867. The 
gem was found on Miramon’s body and was confiscated 
with the effects of the three men by the officer in com- 
mand of the Mexican forces. Miramon had been presi- 


(Please turn to page 101) 





Call on us 
for the unusual 


Fine diamond mounted jewelry... 
newest designs... obtained by 
fortunate purchases...Now avail- 
able to responsible accounts on 
consignment ... To supply your 
requirements on special calls. 
ee ee 

Bracelets...Clips...Rings...Brooches 
...Watches...Charms...Necklaces 
... Tiaras...Precious Stones, Loose 
or Mounted... 


PHONE...WRITE... 
WIRE... 


W138] 


RAYMOND ABRAHAMS 


PHONES: VANDERBILT 3-0457-8 
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551 FIFTH AVENUE 
NEW YORK CITY 











THE HEART OF ALL 
GOOD NECKLACES 





A fine pearl necklace, 
whether it be oriental, 







cultured or simulated, de- 
serves a beautiful diamond 


SCHICKSNAP 













Priced to retail from 


$5,50 lo $250 


NEWARK, NEW JERSEY 
Ma 


FINE GOLD JEWELRY 


Pen Knives... Brooches... Bracelets... 
Link Buttons...Scarf Pins...Crucifixes 
Waldemars 





New York Showroom: 347 FIFTH AVENUE 
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“RIGHT IN 
STYLE AND 
TIME” 


Chase 
Watch 
Corp. 


68 Nassau St. 


New York 


Factory: 


Bienne, 
Switzerland 


Achievement .... 


in Quality and in Styling marks the 
season's New CHASE LINE 


Movements, expertly constructed and tested by the finest of 
Swiss watchmakers, and fitted into American cases, especially 
selected for their artistic beauty, create a product of outstanding 
value—THE CHASE WATCH. 


CHASE WATCHES are built to give complete satisfaction to 
wholesaler, retailer and ultimate wearer. 
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num, and Gold obtainable. 


FOR OVER 40 YEARS J. B. COOPER & 
| SON has paid the highest prices for Sweep 


and Scrap Gold. 


COOPER’S POLICY of fairness and ac- 
curacy continues unchanged... 
making new friends. 





JOSEPH B. 


y, Coone BN 





CooPER & SON 


HON ESTY is nota virtue 


... it is good business! 


FOR OVER 40 YEARS J. B. COOPER & 
SON has supplied the jewelry trade with 
purest and finest PLATINUM, Irid-Plati- 


INCORPORATED 
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26 John St., New York 
Factory: Brooklyn, N.Y. 
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The Aztec Eagle 


(From page 99) 


dent of Mexico at the period of the adoption of the 
Constitution of 1857.” 

According to Boban, who confirmed the Maximilian 
incident, ‘El Aguila Azteco’ was found during excaya- 





The Aztec Eagle 


tions along the line of the causeway which in Aztec 
times crossed the lake surrounding Tenochtitlan, the 
Aztec capital, on the site of what is now the City of 
Mexico. This was about 1863, when the great drainage 


works to lower the level of the lake were under way. 
More or less other jewelry and ornaments of the Monte- 
zuma period were found in the same vicinity, but the 
Aztec Eagle was the most important of-these;-and it was 





given to Maximilian probably as a treasure trove. 


Dr. Boban doubted that this gem had been thrown 
into the lake as tribute during one of the Aztec religious 
ceremonies, but held that it was a part of the great 
treasure of Montezuma which Cortez found in an under- 
ground treasure house known as the House of the Birds. 
Dr. Boban suggested that the jewel might perhaps have 
been taken from Montezuma by Cortez directly, only 
to be lost when the Aztecs, in revolt after the death of 
Montezuma, had attacked the Indian bearers as they 
were attempting to escape with the treasures over the 


narrow Causeway. 


Cortez in his narrative stated that he had “Lost six 
hundred of this best troops, all of his artillery and the 
larger part of his cavalry, while the treasures of the 
Montezumas were swept into the lake.” 
no small portion of this treasure was recovered and con- 
cealed during the five or six months which elapsed before 
Cortez returned with sufficient forces to recapture the 
city, but much of it had sunk in the mud and was lost. 

“The fine fire and color change of Mexican opals are 
due,” according to Dr. Whitlock, “to the character of 
the silica jelly from which opal is formed in the inter- 
stices of volcanic formed rocks by the action of super- 
heated waters, bearing silica in solution; waters which 
flowed through the chinks of the lava rock during 
hundreds of thousands of years.” 




















Old Silver Scotch 

Brooches Set With 

Different Color 
Agates 




















Old Garnets 


A Variety of 
Brooches, Bracelets, 
Necklaces, Rings 


and Earrings 


Gruuine 
Antique Jewelr 


AT WHOLESALE 





Intriguing hand made treasures comprising the 
finest examples in simple as well as elaborate 
designs of famous craftsmen of another decade. 


ALSO REPRODUCTIONS 


Old fashioned Cluster Rings of grandmother’s 
day reproduced with old mine diamonds, pre- 
enameled designs. 


cious stone 


MEMO SELECTIONS TO RESPONSIBLE STORES 


Leo ELwyn & Co., INC. 


centers in 


23 West 55th Street 
New York 








A COMPLETE STOCK OF OLD ENGLISH SILVER 
AND SHEFFIELD PLATE ALWAYS ON HAND 




















Victorian S_lver 
Lockets and Chains 
Bracelets and 
Brooches 














Old English Solid 
Gold Jewelry 


George III Teo Victorian 


Periods 
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SOMETHING NEW! 
A POWDER LADLE 


ACTUAL SIZE 








PATENT DES. NO, 100,770 


Made of Sterling Silver, packed in a velvet 
lined display box to retail at 50 cents each. 
This ladle is made in miniature size to fill a 
Compact. The bowl of the ladle is designed to 
get all the powder without waste. 


An attractive display card with each initial 
order. 


a 
CHARLES GRABHORN 


Manufacturer of 


GOLD and SILVER NOVELTIES 
4-6 WASHINGTON PLACE 


Near Broadway 


NEW YORK 








WATCHES 
CLOCKS 


























Concorp WATCH 


COMPANY 


10 WEST 47 ST.-NEW YORK CITY 





Deferred Charge Account Selling 
M Fk. CARTOUN, vice-president of the Longines. 
« Wittnauer Co., New York, delivered an interest- 
ing and instructive address at the convention of the 
American National Retail Jewelers’ Association in New 
York in August. He discussed the subject of deferred 
charge account selling. He said in part: 

“During the past year the subject of deferred payment 
selling has come to the fore among cash stores from 
coast to coast. I am going to attempt to discuss deferred 
payment selling in a realistic manner. I’d like to get 
down to brass tacks, to view the subject from a sound 
business viewpoint and to tell you what my company has 
been able to find out in a very earnest search along these 
lines. First then, let me say that the subject is a very 
simple one. Why has the subject come up at all? Years 
ago all jewelers did business for cash. Why change? 
Because, the public wants to buy on deferred payments 
and unless you are willing to sell on the terms on which 
the public wants to buy, you won’t sell. 

“In many talks I have had with jewelers during the 
past year, this is not taken for granted. You buy certain 
models of watches, certain styles in diamond rings and cer- 
tain patterns in silver, because the public wants or demands 
these patterns. A study of consumer buying will show 
any jeweler that a large sector of the public today demands 
some form of time payment accommodation when it buys 
important merchandise in any field. 

“Why the public wants to buy this way is manifold 
and takes time to go into. Briefly, our competitors in other 
lines of business have taught Mr. Consumer to buy on 
deferred payments for one thing. The vast majority of 
all the automobiles sold in this country, of all radios, 
refrigerators, pianos and a host of other lines, is sold on 
the deferred payment plan. Of course there is still a lot 
of business done for cash. The cash jewelers of the coun- 
try prove it. But there is more business done on deferred 
payments, and statistics show deferred payment business 
is growing. 

“T could go on to state many other reasons. Young 
couples, even though they have a bank account, prefer to 
retain their savings intact and buy things they dearly want 
out of future income. People who never as much as amass 
at one time $100, yet who have steady jobs and who can 
and do buy good merchandise, buy on the deferred plan. 
The example set by the Government in encouraging 
people to buy homes on deferred payments, and even to 
modernize old dwellings on the same financial basis, is 
another instance. 

“T want to leave this subject by repeating a statement 
made earlier. ‘The public wants to buy on deferred pay- 
ments and just as you choose models or styles in jewelry 
in accordance with the public taste, you have got to choose 
your method of selling in accordance with that taste. 

“Now, from this point, the public wants to buy that 
way, I want to go to the second point—why the good 
jeweler should want to sell that way. To begin with, 
your competitors are selling that way. That’s a good 
reason. By competitors I don’t mean your fellow jewelers. 
They, above all, are not your competitors. I mean the 

(Please turn to page 110) 
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Combining Style 
and Utility 
In This Silver 





Smart new candle-sticks in silver designed by 
Frantz Hingelberg 





Above-—Carl Gustav Hansen designed these new 
containers for jam, jelly and honey 





Aumng the many 
attractions of educational value at the Paris International 
Exposition are the exhibits of handicraft of various 
nations and among these one of the most interesting is 
the silverware shown in the Danish Pavilion. 

Reflecting the freshness and originality of the Danish 
designers the exhibit also shows careful workmanship. 
Shown herewith are four photographs of the work of two 
designers, Frantz Hingelberg and Carl Gustav Hansen. 
The modern note is strongly marked in these pieces. The 
photographs shown herewith are by Bonney. 


Right—A silver tea set shown at 
the Danish Pavilion 
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Sterling for the Kride 


SPECIALLY PRICED AT LUX, BOND & GREEN 


STERLING VASE 
Velue $20 


$14.50 


MAYONNAISE BOWL 
Velue $7.00 


$5.00 


STERLING SILVER COMPOTE 
Velwe $12 
$8.50 


SALT AND PEPPER SHAKERS 
Value $7.50 


$5.00 pair 


The Bride's Initials Engraved in the black inlaid 
effects without added cost 


3-PIECE TEA SET 


The substantial weight and fine workmanship of 
this set is comparable with sets in our reguler 
stock which are excellent values at $60. 


Handsome Sterling silver 
water pitcher, 4 punt 
capecity 540 


Ageless beauty com 

bined with every day 

utility is much in favor 

\\)\ with the modern bride. 

\ Consequently Sterling 

silver of all gifts is the 

most appreciated. li 

STERLING PITCHER the occasion calls for 

Value $45 just a remembrance 

$32.50 CY ) you will appreciate dur 

( Sterling gift section 

with items priced from 

$5 to $15. For the im- 

portant wedding gift 

the size and quality of 

our stock warrants 
our inspection. 


onava Seaman 
455 West th Steet 
LOS ANGELES 2COLS X 9" 


SANDWICH PLATE 





LUX,BOND & GREEN 


Gok: ‘ i a 


ESTABLISHED 1908 


70 PRATT STREE 


HARTFORD 4COLUSXx11¥4" # 


GIFT FOR A LIFETIME 


Isn't this a lovely gift to send a happy Bride? Twin 
Vegetable Dish in Bailey sterling silver, substantial 
in weight and authentic in design .. . $25.00 


One of many most desirable gifts for the Bride 


ater a Bon 


1218 CHESTNUT STREET 


PHILADELPHIA 2COLS X4%" 


re Cem Ti, OND, 
ct Fnolish Silved > 
Aintiaue English Siluees 


for outstanding wedding gifts. 


Tea Pot and Stand 
@. Denztlow, Londen 1707. Price $268 
SUGGESTIONS 
Hot Water Kettle plain London 1762, $000 
Pair Candlesticks, height 10". London 1763, $150 
Tea Pot, engraved, Dublin 1811 $700 
Coffee Pot, Sheffield Hall 1825 $175 
Tea Set. 3 pes., fluted. Dublin 1802-5-7, $205 
Soup Ladle, Hester Bateman, London 1789. $38 
Child's Mug reeded style, London 1827, $35 
Flatware in chest, 87 pes, plain, crested, 
London 1813 to 1827. (knives are modern) $500 
and many others from a choice collection. 


J. E. Caldwell & Co. 


Chestnut Street at Juniper 





La WELERS SILVERSMITHES STATIONERS 


BON-BON DISH 


Value 36 


$4.50 


iT 


ROMOTIONS 


HESE newspaper advertisements, with one 
exception, sell sterling silverware as wed- 
ding or Christmas gifts, and each has its own 


A Happy 
rich overtone of workmanship and dignity 


Combination-- 
| A silverplated water pitcher 
Scat dhdignabenionan The fact that they appeared at scattered 
intervals during tne past year shows jewelers’ 
realization that wedding time is all the time, 
and proves that such wedding-gift announce- 
ments are profitable during the Fall and 


Winter as well as in May and June. 


t design and workman 


Note the attractive use of ben day in the 
three advertisements at the lower right; also 
the complete descripiions and pricing of nearly 
every article shown. 


MILWAUKEE 
1COLX S$ Y%2" 





We Are Proud to Present 


Colonial 


Classic 


New 
Charm in 
STERLING 


SILVER Wedding Gifts 





It ie difficult to select a solid Let Sterling Silver carry your 
silver desiga that will h 
ize perfectly with all your other 
appointments—both formal and oli and 6° diameter as pic 
LCL tured only $8.00, And @ peir 
of low 2-light candelabra 4!/, 
high, only $7.00 the pair 
Many other beoutiful Sterling 
has that superb finish for which the pieces, of course. 
Reed & Bartoo Craftsmen are famed. 


MILTON A FULLER ind 
* 


ewelers Silversmit 
J 141 W. Adams Stree 





OLS X 5 32" T. LOUIS MO. 2 COLS XK 3%" 


SHREVE STERLIN 


Choose it now for Cl 


After all is said and done there can be 20 choice, 
more appropriate gift than a piece of Shreve 
silverware, 


Handwrought Georg Jen- 
sen compote. 64 inches in 
height, $165. 


“Jubilee”, commemorative 
mark English Sterling — 
made only in 1935—muf- 
fineer. 84 inches high. $36, 


Reproduction ofe 
Revere bowl. 8 
in diameter $27, 


Three-piece ofter-din- 
ner coffee set. Repro- 
duction of an original 
made by John Weld- 
ering, London, 1790. 
$125. Tray to match,12 
inchesindiameter,$45. 


CRUMP & LOW COMPANY 


RSTABUSHED 1908 
BOYLSTON AT ARLINGTON STREET, BOSTON 





BOSTON 
2 COLS X [4 


NEW YORK 2COLSX! 


Masterpieces of Sterling « 
beeutifully hand-wrought in the 
Leof pattern. Silver pieces thet are 
destined to become treasured fam- 
ily possessions. The coffee pot with 44D egypat® 
ebony handle, cream and suger- LOS ANGELES 
$120. Footed tray 13% inches over «313 -W. SEVENTH STREET 
ol, $73. From Brock end Company's BEVERLY HILLS 
outstanding collection of Fine silver. . BEVERLY.WILSHIRE HOTEL 


~ AA 


Ae ae radar earn» 
LOS ANGELES 2COLS X 5% 








Sunny Jim Water 





) ed. List price $15.00 














14? 
8 
X] 
6 “Hollywood” Ladle. With 
T deep, graceful bowl. Practical 


for cream — mayonnaise — 
gravy or sauce. List Price $5.00. 

































FOR THE FIRST TIME 


Pitcher. Thoroughly Silver plated. In two 
Ee: THESE NEW, UNIQUE STERLING «22/2207 
1 best-seller. Silver plat- * kK at $7.50; 9 inch to re- © 


NERVING PIECES 


Freshly new to American hostesses 
in design and inspiration, this utterly 
different line of sterling silver is sure 
to be welcomed warmly by your cus- 
tomers. For pieces similarly charming 
yet practical have long been favorites 
in Europe. 

Therefore, in anticipation of many 
calls for these practical new serving 
pieces we suggest that you write, 
without delay, for full information, 
or place your order for immediate 
shipment. 


1 “Hollywood” Salad or Serving 
Fork. Delightful to look at and practi- 
cal to use. List price $7.50. 


2 “Hollywood” Utility Spoon. 
American in name but of European 
inspiration. List Price $5.00. 






































Dp 


0500) 







Paul Revere Bowl. 





tail at $9.00. 





3 “Hollywood” Berry 
or Salad Spoon. Dis- 
tinguished by unusually 
deep set bowl with flange 
edge. List price $7.50. 
4 “Hollywood”’ Ice 
Cream Server. Also fit- 
ted for serving cake or 
aspic. List price $3.50. 
5 Pendant Ladle. Note 


unique effect 
of its decorative treat- 


ment. List price $7.50. 


Sandwich or Fruit Dish. Dis- 





Salad Dish. Large and of sub- 

stantial weight, with unusual 

leaf design. Silver plated. List 
» price $15.00. 
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The Tidbit Set. For “help yourself” oapen five useful little 
sterling pieces in “Wild Rose” pattern. T. 
tive case, to retail for only $15.00. Single pieces may be ordered shell design. Silver plated. List 


separately. 


REED s BARTON 


Sf, | 
-7Ft Tucns WU ths 

TAUNTON &®* * ® MASSACHUSETTS : 
CLL LOE OEE EO Sos IG eae ‘ 
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e set, including attrac- tinguished by an attractive 


price $12.50. 
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WOMEN WHO RUN 
SUCCESSFUL 
JEWELRY STORES 





Top--lda Kuehn, re- 
taii jeweler at Evans- 
ville, Ind 


Center—-Edith Reilly, 
Miller Jewelry Co., 
Indianapelis, Ind 


Bottom — _ Frances 
Cary, Cary's Jewelry 
Shop, Lebanon, Ohio 


That the retail 


jewelry business is not entirely a field of endeavor for 
men is self-evident. Today there are a number of suc- 
cessful women jewelers scattered throughout the United 
States—women whc have won the confidence of every- 
body in their trading areas. 

Of this number one who has many friends in the trade 
is Ida Kuehn. Her first position in the jewelry business 
was as a clerk with Kruckemeyer & Cohn, Evansville, 
Ind. Later she was with the Olsen & Ebann Co. before 
she went into business for herself at 7th and Main Sts., 
Evansville, Ind., in 1926. 

Perhaps the secret of Miss Kuehn’s success in the 
jewelry field is the fact that she has always been gen- 
uinely intrigued by jewelry and its sale; perhaps her abil- 
ity as a business woman would have won equal laurels in 
any chosen work. Be that as it may, the magic maneuver- 
ing of the jewelry clerk years ago greatly influenced her 
future and helped to hang above the door at Seventh 
and Main the sign which reads, “Ida Kuehn—Jeweler.”’ 
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“IT believe that the greatest advertising comes from 
attractive display windows. More time and thought 
devoted to different and appealing exhibits will show up 
in increased sales,” Miss Kuehn advises. 

“Another thing which I regard as important is captur- 
ing the interest of juveniles and I planned a little stunt 
which has proved highly beneficial in attracting attention 
and bringing customers into the store. 

“Each Friday when I dress the windows, I hide a Walt 
Disney Mickey Mouse somewhere in the display and 
boys and girls, both young and old, enthusiastically enter 
into the search for him. ‘This draws an unbelievable 
number of prospective customers.” 

Edith Reilly is another woman who has made a suc- 
cess in the jewelry business. She moved from Salt Lake 
City, Utah, to Indianapolis, Ind., with her parents while 
a child. Her first experience with jewelry was in her 
father’s pawnshop. The Chicago Jewelry Co., the Miller 
Jewelry Co. and the Dee Jewelry Co. all of Indianapolis, 
Ind., are today conducted by Edith Reilly and her three 
brothers. 

She worked in one of the larger credit jewelry stores 
in New York City as a saleslady. This was a great 
experience. She was also engaged in the real estate busi- 
ness in Miami, Fla., during 1925 and 1926. While there 
she also bought and sold diamonds. Her customers were 
prominently mentioned as “Big Sub-Dividers.” 

Her ambition was to be an aviatrix, but the duties at 
the store would not permit. Driving her auto and play- 
ing poker are her hobbies. She belongs to the American 
Legion Auxiliary and will attend the national convention 
of the American Legion in New York City this summer 
and will go with the Legion from there to London and 
Paris. She lives at home with her mother at 39 E. 32nd 
St., Indianapolis, Ind.; has a large house and likes to 
entertain. 

Frances Louise Cary is the proprietor of Cary’s Jewelry 
Shop at Lebanon, Ohio. Miss Cary’s father, Frank B. 
Cary, was a watchmaker and optometrist. He started 
in the jewelry business about 46 years ago. When he 
died 16 years ago, his widow continued the business and 
added a line of gifts. She died December 3, 1936. Miss 
Frances is the only child and is continuing the business. 
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NO INVESTMENT REQUIRED 


WRITE FOR FULL DETAILS 


ORs 


Carry a complete line of Tea Sets, Trays, 
Candelabra, Entrée Dishes, Cigarette Boxes, 
Wine Coolers, Lazy Susans, etc. 


Largest selection of English Reproductions 
and OLD ENGLISH SILVER 


N. BLOOM & SON 


Dealers in Antique Silver X& Old Sheffield Plate. LTD. 
42/4, West 48th Street, New York 


15, Norton Folgate, Bishopsgate, London, E.C.2 
Telephone: BRYANT 9-6755 


Trade Enquiries Specially Invited. 














SILVERPLATE. . 
That SELLS! 


Craftsmanship 
Never Before Possible 
Except in Sterling 


1847 Rogers Bros... . 
alert to the latest trends 
in the Silverplate field, 
present 


Zz 


“Jp fove 


A truly sensational pat- 
tern, Stunning in design, 
with Buy-appeal to make 
it an outstanding and 
profitable line to handle. 


Be sure to order NOW 
- . . and order enough 
1847 Rogers Bros. Silver- 
plate to meet the in- 
creased demand. 


Our stock is com- 
plete and we can fill 
your orders for im- 
mediate delivery. 


Lipsett & Hild, Ine. 


BUFFALO, N. Y. 170 FRANKLIN ST. 
APPROVED WHOLESALE DISTRIBUTORS 











Deferred Charge Account Selling 


(From page 102) 


furniture store, the electrical appliance dealer, the auto- 
mobile and radio salesman and all the others who are get- 
ting more of the consumer’s dollar than the jeweler. Most 
people, even wealthy people, have a limit on what they 
can buy. Most people’s desires, are greater than their 
ability to purchase. A man wants an automobile, a beau- 
tiful home well furnished and a fine radio—and he wants 
equally as much a fine watch, some jewelry, some silver 
for his home and other things the jeweler sells. He 
doesn’t want the jeweler’s things any less than he wants 
other things, nor perhaps any more. John Q. Public says 
to himself—Mary would like a watch for Christmas, but 
I can buy her a radio and pay out of my salary over a 
period of four months. Mr. Jeweler wants all the cash 
down. 

“So, that’s one of the first reasons why the good jeweler 
should go into deferred payment selling; because if he 
doesn’t, he loses business to his competing retail merchants 
in other lines. A second reason is that selling on deferred 
payments greatly increases the jeweler’s volume of busi- 
ness and his net profit. 

“Now let me bring up another thought. By enabling 
the customer to buy on deferred payments, he can buy 
better quality things, more expensive things. People 
want better things today and they are willing to pay for 
these things. They don’t always have the necessary cash 
on hand, or they don’t always wish to part with that 
amount of cash, but by accepting payments out of income 
you step up the unit sale and the quality of merchandise 
you sell. 

“Now let me take up what seems to be the bug-a-bear 
of deferred payment selling. ‘The old line cash jeweler 
hesitates to give up his cash store reputation to enter what 
he calls the credit field. Yet the experience of dozens and 
dozens of fine jewelers proves that the cash jeweler who 
becomes the deferred payment jeweler does not lose his 
prestige or his standing or his class of customers. What 
he does do is: sells better merchandise, increases his sales 
by a large percentage and becomes a better merchant, a 
more profitable merchant and a more successful merchant. 
“Now, the cash store entering the deferred payment busi- 
ness does not to any great extent injure the business of 
the credit jewelers in his locality. It would be ridiculous 
for me to say that it does not affect the credit stores at all 
. . . but the extent to which it does so, is so slight that 
credit stores may safely ignore the new competition. 
This seems to be a contradictory statement. A cash store 
enters the credit business—yet does not affect the already 
existing credit stores. ‘The answer is simple. In the 
first place there is no place in the Deferred Charge Ac- 
count plan for a credit extension such as the average 
“credit store customer” has been accustomed to, a small 
sum down and a small sum per week. In other words, 
the cash-store-with-a-credit-policy would not sell the aver- 
age credit store customer. On the other hand, the credit 
store customer would not tolerate the limitations of the 
deferred charge account plan. Experience has borne out 
the truth of this statement, so the conclusion must be 
reached, that the credit store may ignore the competition 
of the deferred payment plan and the cash store must not 

(Please turn to page 112) 
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Your Best BRIDAL 
CUSTOMERS WILL SEE 


The Fall 1937 Edition of 
HousE BEAUTIFUL’S 


BUYING GUIDE 
For The BRIDE 


To help you increase sales, America’s number one 
Bridal Market is being reached through the Fall 1937 
Edition of House BeEautiFuL’s “Buying Guide 
for the Bride” by these leading manufacturers: 


Lunt Silversmiths 
Manchester Silver Co. 
Oneida Ltd.—Community 


Alvin Corporatior 
Cataract-Sharpe 
Manufacturing Company 


Colonial Manufacturing 
Company 
Copeland & Thompson 
Duncan & Miller Glass Co. 
Eaton Paper Corporation 
General Electric Company 
Gladding, McBean 
& Company 
Gorham Company 
Heller-Deltah Co., Inc. 


Oneida Ltd.—Heirloom 

Onondaga Pottery Company 

Reed & Barton 

Revere Copper & Brass, Inc. 

Seth Thomas Division of 
General Time 
Instruments Corporation 

Silex Company 

Towle Manufacturing 
Company 





A. J. Van Dugteren & Sons 
Verlys of America 
Vernon Potteries, Ltd. 


International Silver 
Company 
James River Potteries, Inc. 
Kensington, Inc. R. Wallace & Sons Mfg. Co. 
Samuel Kirk & Son Watson Company 
Josiah Wedgwood & Sons 


The Fall Edition of “The Buying Guide for the 
Bride”, published October 15th in connection with 
the October Bride’s issue of House BEAUTIFUL, is a 
special, separate magazine. It is mailed to brides-to- 
be at the time their engagements are announced, to 
help them in selecting quality merchandise from your 
store. 

Editorially it describes and illustrates the newest 
items in jewelry store merchandise. Let the Guide 
help to make fall sales pay. Feature copies in prom- 
inent places in your establishment. 


If you don’t receive a copy let us know and we will 
put you on our mailing list. Plan now to tie up your 
store promotion with the merchandising helps offered 
by House BEAUTIFUL and its advertising. 


HouseE BEAUTIFUL 


572 MADISON AVE., NEW YORK,N.Y. 


Phone WIckersham 2-2800 











Deferred Charge Account Selling 


(From page 110) 


depend upon the possibility of raiding the business of the 
credit store. ... 

‘Now to the next point, what can you expect trom 
Deferred Payment Plan? In other words, what, if any, 
difference does it make in the place most interested? On 
the books! Has it shown increased sales, increased profits? 
How does the bank account stand? And there again we 
turn to experience for the answer. 

“In the first place it would be impossible for me to give 
complete all inclusive figures of results throughout the 
country. Results vary with the merchant’s ability and 
many other factors. ‘To name names and actual figures 
which are in my possession would be a breach of trust. 
However, I can tell of a few instances both in and out of 
the jewelry business. One large chain of clothing and 
haberdashery stores located in the East was able to pull 
itself out of the shadow of bankruptcy and in less than 
three years place itself in a financial position showing the 
largest profits in its entire long history. A_ notable 
achievement—an achievement which must be credited 
almost entirely to the adoption of the “deferred charge 
account policy.” Several jewelry stores bearing national 
reputations, who were finding it tough sledding during 
the depression period, quickly and safely pulled themselves 
out into commanding positions. Fine furniture stores, 
too, have taken advantage of this policy to build up sales 
to a point where they are setting new records both in 
volume and profits. 

“The statement has been made that there is not one 
fine furniture store in the country that does not sell on 
deferred payments and all this, ladies and gentlemen, 
without losing their old customers, without tarnishing 
their reputations. Sales increases in these instances have 
been rapid—there have been few instances of small gains. 
In most cases the reputable cash jeweler who has adopted 
a “deferred charge plan” has seen his sales sky-rocket 
100 per cent or even 200 per cent. A fantastic statement? 
It sounds like it, but true, nevertheless; and not so fan- 
tastic when you consider the huge sales filled which 
this plan has tapped; when you consider that thousands 
and thousands of prospective future customers have been 
transformed into immediate actual customers. . . . 

“Tt is our belief that the time is not far off when most 
good jewelers throughout the United States and Canada 
will be selling on some form of deferred payment plan.” 


The Sterling Silversmiths Guild of America, 20 West 
47th St., New York, has published a booklet, “The 
Story of Sterling,” which is just off the press. While 
the book is written primarily with thought in mind of 
serving as a handy source of information for students 
in schools and colleges, there is no doubt that it will prove 
of real value to jewelers of the country and their clerks 
as well. The committee in charge of the preparation of 
the book called upon retail jewelers for their coopera- 
tion in suggesting topics to be treated. The response 
through William G. Thurber’s Silver Committee of the 
American National Retail Jewelers Association was grati- 
fying. The booklet contains much information valuable 
to the trade. 
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NATIONALLY ADVERTISED TO MILLIONS 


th 


JEWELRY FOR MEN 


Dramatic and full color page 





national advertising to millions 
will provide your background 
for Holiday volume on Swank 
Aids to Good Grooming. Tie 
in and benefit. Swank jewelry 
is executed in solid gold, 1/20 
12 kt. gold filled and other 
qualities. Buy SWANK from an 
authorized distributor on our 
newly revised list. He has new 
displays and promotion mate- 


rial available, free. 


SWANK PRODUCTS, INC. 
Attleboro, Mass. New York: 377 Fifth Avenue 
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Tole for the Modern Gift Department 


By 
H. S. BAILEY 


— = ~ = 
z, 


Retail jewelers who 
stock tdle ashtrays, 
cigarette boxes, trays, 
candles*icks and many 
other articles will be 
pleased with customer 
acceptance. 





INE out of ten people believe tole to be synunymous 

with tin. This, of course, is absolutely incorrect. For 
nothing is farther removed from the common, garden 
variety of tin than the lovely hand decorated trays, urns, 
scrap baskets, lamps, boxes etcetera of tole that are on 
the market today. Not that tole is a new idea: tar from 
it! It dates back to the early 17th century but it is oaly 
very recently that modern designers have realized the 
wide possibilities of this very beautiful as well as prac- 
tical metal. Tole is a sheet metal of slightly heavier 
gauge than tin. There the similarity ends. 

The history of tole is varied and romantic. We know 
the Dutch sent raw forms to Wales and Belgium for 
decoration in the early sixteen hundreds. Charles II in- 
troduced téle into England where the vogue for painted 
metal grew so strong that even beautiful Sheffield pieces 
were painted. Napoleon brought fine téle back to France 
from his Italian and Egyptian campaigns and its influence 
was soon apparent in the shapes manufactured in France. 
During the French Revolution and Napoleonic wars well 





known but impoverished artists decorated tole but un- 
fortunately for posterity their pride prevented thei: sign- 
ing their work. Even the United States had a finger 
in the early manufacture of tole for about 1630 a few 
pieces were made in Pennsylvania, undoubtedly copied 
from pieces brought from Holland, but truth to tell it 
was all quite crude and unattractive. Very little authen- 
tic old téle is extant today, other than that in museums, 
and of course it brings high prices. It is interesting to 
note that the paint on these old pieces is retained in 
remarkable condition. 

Tole has a very definite place in the modern decorative 
scheme for not only do we find reproductions of old 
pieces which are so skillfully executed as to be hardly 
distinguishable from the originals, but also tédle lends 
itself admirably to contemporary shapes and designs. 
Whether in soft antique shades or in subtle modern col- 
ors it is equally attractive. It is a far cry from the first 
crude Pennsylvania tdéle to the lovely things our American 
studios are producing today. 
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WALL PLAQUES 
154—Spring Nude (above) and 153 
Summer Nude (at right) 9 inches. 
Green or ivory $5.00, gold and 
ivory or green $7.50. 








()*Cetland Barclay Points the Way 
to the Highest Grade Season 


You Have Ever Known 


People are paying more for gifts now. In all parts of the coun- 
try there is a buying boom in the finer things. Stores which 
are emphasizing their top quality goods are doing much better 
than those which still think “depression tastes” prevail. 


TWO STRIKING EXAMPLES 


1. The leading store in a New 
England city placed in September 
the largest McClelland Barclay 


2. A great Fifth Avenue store 
gave its entire front window space 


to the distinguished McClelland 


ECSTASY HEAD 
155—Wall Ornament (at left) 8 
inches high. In green, ivory, nat- 
ural bronze or special bright cop- 
per finish, $15.00. 








A startling a ia : 5 Lamps 
po aa allies pein 9 ag are Barclay products in the second ania 
, sure of s , it dev 
early eg ; 18 : ore’ week of September. It was called ook Eade 
its main window to display of h . ‘ ang: Gi 
development these beautiful things, together the most impressive exhibit of igarette Boxes 
ef the with a picture of the world famous versatile sculpture for practical Ash Trays 
artist and sculptor. With it was home use that the famous avenue 
— the announcement of additional had ever seen, yet was the very Match iene 
is the items on sale inside the store. kind of display you too can make. Desk Sets 
wally RESULT: In each case more people were brought into the store than Yao 
enhanced by anything else ever put in these windows—to buy more of every- Candlesticks 
thing in the store. And, in each case, the original order of the season 
demand for ad . he ‘ P 7 Bowls 
was immediately multiplied—in one instance doubled by wire when 
the rich the store was “sold out” in two days; in the other the order was more Plaques 
than doubled, certain popular ash trays being reordered not in dozen 
ivory and $ Statuettes 
lots but by the gross. 
gold Thermometers 
; YOU CAN WRITE THE SAME SUCCESS STORY THIS SEASON 
finish : : : : Phone Stands 
A representative display of these splendid sculptures on your gift 
tables, featured constantly as the top item in your windows and other 
advertising, will make this not only the highest grade but the biggest 
and most profitable season in your history. 
Be sure to write for our new catalogue, picturing more than 100 items. 
Its purpose is not to sell you goods, but to HELP YOU SELL. 
McClelland Barclay Art Products, Ine. 
305 EAST 45th STREET NEW YORK 
Downtown Display: Mollie Boynton, Inc., 225 Fifth Ave. - 
Western Headquarters: 15-111 The Merchandise Mart, Chicago 
New England Headquarters: 655 Boylston St., Boston 
Southern Headquarters: 127 New Hampshire Ave., Orlando, Fla. 
Canadian Headquarters: 229 Yonge St., Toronto 
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Window display at the Peterson store which 
attracted much aitention 


corner of the interior where gift merchandise is 
displayed. 


Stas 2 


__ Inc. 
is the name of an attractive jewelry store at 932 Great 
Plain Ave., Needham, Mass., which was started twelve 
years ago and which is doing a good business today. The 
business was started in a small store with floor space of 
only 15 by 20 feet. Once the store had begun to show 
a profit the depression came along and trade slowed up. 

John H. Peterson, president of the concern, was given 
the opportunity of moving into a large double store with 
30 by 50 feet floor space. This move seemed like a gamble 
at the time but experience has justified the wisdom of the 
change. The larger, more impressive store has drawn a 
better class of trade and those people had some money to 
spend during the depression. 

The store makes a feature of its gift department. In 
speaking about the sale of gifts Mr. Peterson said: 

“Since going into business we have always carried 
gifts—lamps, metals, pottery, glass, etc. Gifts of this 
kind sell the year around, for weddings, birthdays, show- 
ers and all the holidays. They also add variety to the 
usual stock of a jewelry store. We have advertised con- 
tinuously, both by direct mail and in the newspapers. We 
have tried every so often to make some radical change 
in the store layout or by some unusual stunt which will 
keep our name before the public. The large windows we 
have are changed regularly and often, and I believe that 
they are our greatest advertisement. 

‘‘As soon as we find out about an engagement, we get 
all the details possible and keep a complete record of 
everything sold for the bride. A few days before each 
wedding we offer to go to the home of the bride and 


HIS GIF" 
PARTMENT 
-ATURED 











arrange the gifts in as artistic a manner as possible. ‘This 
feature has worked out particularly well, as the bride of 
course wants her gifts to look as well as possible, and it 
also gives us an idea of what to sell for her during the 
last few days. 

“Each fall, usually the first week in September, we 
hold our only sale of the year. The first year or two 
we were rather disappointed with the results, but as 
people became acquainted with the fact that it was our 
only sale, and a legitimate one, it has helped greatly in 
moving merchandise which has been carried through the 
summer. It also gives us quite a nest egg with which to 
start our Christmas buying. At this sale we mark all 
our gifts at half price and do not box, charge or exchange. 
We mark jewelry down 25 per cent, with the exception 
of standard-price articles. 

“Two years ago we added a travel department and we 
have been very successful in building it up to an impor- 
tant part of our store. It has brought in many customers 
for travel who have become customers for our other lines. 
It works in particularly well as the busy seasons in 
travel coincide exactly with the low seasons in jewelry. 

“Our advertising slogan, ‘From the engagement ring 
through the honeymoon’ has been very successful. It gives 
us a chance to sell the engagement ring, the wedding 
rings, wedding stationery, solid silver, a great many of 
the gifts and then we top it off by suggesting a particular 
honeymoon trip.” 

Mr. Peterson is active in association work, being the 
secretary of the Massachusetts and Rhode Island Retail 
Jewelers’ Association. His work has brought him in con- 
tact with many other jewelers throughout the state. 
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PRESENTING our LATEST IMPORTATIONS OF 
SERVICE PLATES 


FURNISHED IN 
COLORFUL DESIGNS 


PRICES UPON 
APPLICATION 
OPEN STOCK 


IMPORTED 
FRENCH 
CASED 
GLASS 
VASES 
IMPORTED FRENCH od FURNISHED IN 


WHITE — BLUE — PEACH 
OPALESCENT VASES EE £ oa sNS | a2 EE, 


HT. 91/2” HT. 10” COLORS 


VISIT OUR SHOWROOMS AND SEE THE MOST UNUSUAL SELECTION OF 
IMPORTED ART OBJECTS, LAMPS AND GIFTWARES 
& “o>, 
CHICAGO SALES ROOM ea anaatges tg aaeeaeaes LOS ANGELES 


putt sin -FRIEDLAENDER € COMPANY SALgS ROOM 





860 SO. LOS ANGELES STREET 
INCORPORATED LOS ANGELES, 


CHICAGO, ILL. CALIFORNIA 





53-57 WEST 23RD STREET, NEW YORK, NEW YORK 
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The Jeweler and the Renaissance of Glass 


F one were to select, out of the many ideals requisites 

for a buyer of glassware, the quality most likely to 
contribute to his success, it would be a safe venture to 
mention appreciation of beauty—whether innate or ac- 
quired through environment—coupled with a fine sense 
of social values. Indeed, it is difficult to think of crystal 
and its richly human associations without conjuring up 
pictures replete with beauty and old time hospitality. 
The wine glass and the decanter, to mention one example 
alone, will always symbolize good cheer and fellowship. 
The example might be extended to include candlesticks, 
vases, bottles and pitchers and the imagination would 
run apace to create pictures of light and color and fine 
linen and raiment, heightened by the mellow charm of 
friendship. Crystal has graced the alter and the prince’s 
table alike, and it still continues to play an important 
part among the decorative arts. In fact, glassware is 
being put to new and fascinating uses by modern artisans, 
and it becomes increasingly essential that the jeweler 
have an artistic background if he is to make the most of 
present day opportunities. 

There is a lovely and useful quality about glass which 
has made it universally desirable from the earliest times. 
Whether the Phoenicians discovered how to make glass 
as Pliny relates or not (he says that mercantile mariners 
returning from Egypt to Syria found that the blocks of 
natron on which they supported their food pots melted 








PATRPO NI 


and blended with the sand), at least we find them using 
glass as an article of commerce at an early date. And 
the Romans took advantage of what nature had done for 
them in the way of an imperfect glass by cutting articles 
out of the erupt material near volcanoes. Later, of course, 
came the exquisite glass of the Venetians and the famed 
industry of Murano. 

Inasmuch as glass and crystal are closely allied with 
the decorative arts, it is particularly advisable that the 
jeweler for this department shall have some information 
in the way of artistic training. It is difficult to conceive 
of a jeweler selecting wisely from the wealth of pieces 
oftered by the foreign and domestic markets today, unless 
he has at Jeast a fundamental knowledge of color and 
design. ‘True, there are jewelers in the smaller shops 
who seem to be adequate without formal training, but in 
these cases it is to be noted that they have generally 
come from a home and social environment where good 
taste was the rule and travel a normal part of life. 

It is not enough, however, for the jeweler merely to 
have an artistic background, for his objective is buying 
and merchandising, which necessarily calls for a knowl- 
edge of the commercial history of his product. He must 
know glass as it was yesterday and today, if he is to 
merchandise intelligently. Otherwise how can he under- 
stand the recurrence of old styles or account for a vogue 
which may be wholly new or partially new? Moreover 
he should bring to his work something of that profes- 
sional attitude which only grows out of an intimate un- 
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Low Yet Ge Wid 


The Hurricane Lamp will brighten your 
corner without sputtering a protest at any 
alien breeze. 

There’s no limit to its decorative possi- 
bilities! It adorns tea table or mantel 
with equal grace. 

Another matchless PAIRPOINT 
INSPIRATION. .. it becomes a gift 
supreme or a truly worthy companion 
to any collector of crystal. 

CRYSTAL HURRICANE GLOBE— 

134 in. high... separate base 5% in. dia. 

The beauty of the cutting (grape pattern) 
conceals the utility of the heavy silver- 

plate candle holder within. D-6166 

for wax candle, D-6167 for electricity 


NS PIRATION S 


The ibabet Corporation 
New Bedford, Massachusetts 
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derstanding of his product. It is too much to expect of How Mrs. C. S. Craven Solved a Difficult 


the jeweler that he shall know how his product is made, p 
Gift Problem 

or that he should see the expert workman shape the crystal tie a ‘ a 

which he buys. His task is more difficult than that of the DISINCLINAT ION to say “No” and lose money 
potter, yet not all jewelers could bring this first hand saying Yes” to the many women who came into 
knowledge to their clerks—a knowledge which really the store asking for the gift of a grand prize for a card 
would create a great deal of interest and pride in the party was the ae why a new idea was born into the 
department. mind of Mrs. C. S. Craven of the Craven’s Diamond 

Public interest in glass has grown to such an extent Shop company, 1006 Walnut St., Kansas City, Mo. 

that it is almost imperative that the jeweler shall have “If we made a practice of giving a grand prize to every 
a professional spirit if he is to make the most of the un- ee of ween who came into the store asking 
usual opportunities for his department. Indeed, we are tor one,” said Mrs. Craven, “we would soon be bank- 
justified in saying that glass is having a renaissance. ‘The rupt. Yet | always like to help every worthy project so 
public as well as the trade knows the Lalique, Marinot I conceived the idea of making sales when I made a gift. 
and Navarre, and their creations will be recorded in the I asked the women who came to us with a request for 
history of glass. ‘Through advertisements in national prizes if the individual table prizes to be used at their 


party had been purchased? If not purchased I asked if 
I could have the opportunity of serving them. I sug- 
gested that if they would allow us to furnish the table 
prizes we would be glad to donate a grand prize. In 
95 per cent of the cases our offer was accepted. We have 
built up quite an extended service to the chairmen of 
organizations that are sponsoring card parties. In one 
month last year we sold between six and seven thousand 
prizes ranging from 25 to 700 in each order. The price 
range was from nine cents to fifty cents each. 

“Each table prize is carefully inspected, wrapped in 


publications we have become familiar with foreign artists 
who work in crystal, but singularly enough as yet we 
know little about artisans of our country. Perhaps, here is 
a field where a jeweler might show his initiative by work- 
ing out in cooperation with the American manufacturer 
practical ways of educating the public concerning one of 
our most interesting industries. Although it is not our 
purpose here to say specifically how this shall be done, 
it does seem that an ingenious jeweler and an enterprising 
manufacturer might device means of demonstrating to 
the public the skill required for making glass. Pottery cellophane paper, tied with an attractive ribbon and de 
brings to mind the potter’s wheel, but glass brings no livered to the place where the party is to be held. On 
definite picture to the average person. (Please turn to page 120) 


the Jnl 
The Olive Leaf 77D B/7 SERVER ty EVERCRAFT 


Ever on the alert for something new and different . . . something that is as useful 
as it is decorative . . . Evercraft proudly presents the latest design from the cre- 
ative genius of Ray Rice Hutcheson. 

The mirror-polished chrome interior of this lovely dish is smartly contrasted with 
the softly glowing Butler finish of the outside. Again Mr. Hutcheson has success- 

fully pe sae rich grain walnut . . . in the aie to the tray and the dainty he Hew 1938 
two-tined fork . . . with the ultra-modernity of polished chrome. 

As usual, Evercraft is presenting the unusual to the value-wise gift buyer. This 
clever little item holds brilliant promise of being one of the most popular and , , 
fastest selling gifts presented to the trade for the 1938 season. ee aaah 
No. 5094W — Olive Leaf Tid-Bit Server - - - - $4.80 dozen illustrated catalog of beauti- 


ful gift creations — sales 
builders and profit producers. 


The EVER EDN GC EE 


Room: 225 Fifth Avenue 








hy €VERCRAFT 


Wwe CATALOG OF GIFTS 
RY 
ss Send today for 





3 EAST STREET e FREDERICK e MARYLAND 
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i We invite you 
Hee toseeournew 
~~ Fall Lines 
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In China 


Service Plates and 
Short Lines 


Open Stock Dinnerware 
Dinner Sets for Promotion 


Fancy Goods 


In Earthenware 


Breakfast Sets 
Tea Sets 
Smoking Accessories 


Fancy Items 


In Glass 


Stem Ware 


Liquor Sets 


Our stock is complete 


| 


g 
c 
05 





\J 
N 
Lovey 


HEINRICH & WINTERLING, CORP. 


49 West 23rd St. New York City, N. Y. 
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Difficult Gift Problem 


(From page 119) 
the corner of each table prize package we place a sticker 
with out firm name and address. 

“I consider this the most direct advertising possible,” 
said Mrs. Craven. “It has been the medium of bringing 
us many sales to other departments in the store. I always 
buy a table for the party, go whenever possible and co- 
operate in every way to help make the functions a success, 
I even pack the prizes with the idea of making the dis- 
tribution as easy as possible. 

“We are going to send out announcements this fall 
to all organizations that are in the habit of sponsoring 
card parties telling them of this service and offering our 
service to them,” said Mrs. Craven. 





How to Create Show Window Interest 
By R. H. Leslie 
|S LOOKING in the windows of jewelry stores the 


writer has been surprised at the numerous instances 
where they have failed to cash in on the full value a 
window display offers. Everybody knows that windows 
are to attract attention. ‘They are to create an impression 
which will remain and if not immediately draw a cus- 
tomer into the shop bring that customer back at another 
time. Windows should contain pieces which are of value 
and show the calibre of the shop. Windows should be 
cozy, or dignified, or colorful, or simple, they should not 
be jumbled. 

It does not seem to be a fact which can be ascribed by 
jewelers that the less in the window, the most arresting 
it is. A beautiful lamp, a pair of leather book ends, a 
cigarette holder, and ash tray will cause more people to 
pause than a huge assortment of little items. 

The jewelry shop will do well to study the window 
decorations of the interior decorator, and the department 
store which has learned and is proving that the best 
dressed window is one which is not filled with too many 
items. 

If a jewelry shop has novelty jewelry in the window 
it does not have to contain a sample of each design sand- 
wiched in with everything else under the sun which the 
shop carries. That type of window does not arrest atten- 
tion. It reminds one of “Uncle Ben’s” show window. 

The jewelry shop should have a low background for 
the window maybe a mahogany back in which is a small 
door, which is low enough so that it does not obstruct the 
view into the shop by persons of ordinary height standing 
on the sidewalk in front of the window. This background 
permits passersby to see that the shop carries a large as- 
sortment of gifts, many more than are in the window, 
and answers the gift shopkeeper’s question: “But how will 
people know I carry all those things if people only see a 
lamp, bookends, cigarette box, ash tray and cigarette hold- 
ers in the window?” 

Another thing about these simple windows: They can 
be changed often. They should be changed twice a week. 
With few and beautiful items in the window this is pos- 
sible. A necklace and bracelet can be placed under the 
lamp light in the window described before and so the fact 
that jewelry is carried in the costume line can be shown 
to the customers. 

(Please turn to page 121) 
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Show Window Interest 
(From page 120) 


In using lamps in the window it is very wise to light 
the lamp. It looks natural, more beautiful, enhances the 
shade, and throws a glow over the items shown nearby. 
The lamp can be on the window level or on a low box 
placed under the velvet ground of the window, setting 
it off. 

Candlesticks in a window should always have candles 
of a color appropriate to the rest of the merchandise 
shown and the colors predominating. 

An interesting idea which has been tried and found 
arresting is to have a green window, a blue window, etc. 

Another is to have a Chinese window, an English win- 
dow, an Italian window, and so on, depending upon the 
number of lines of imported merchandise carried in the 
store. ‘These windows should be accompanied by a tiny 
sign bearing the idea, “Italian pieces,” English Importa- 
tions,” “Lovely Pieces from China.” 

A glass window, a pottery window, a china window, a 
novelty window, a leather window, a card player’s win- 
dow, a home lover’s window, a man’s window—there 
are so many ideas for special windows that twice a week 
changing will be found not too often. 

At night, if a lamp is placed in the window, lighted, 
it will attract more attention than any other night light- 
ing method. There is something cozy about a lighted 
lamp which draws people. The jewelry shop window 
lighted by a lamp will be observed at night as well as in 
the day time. The small fifteen watt lamps can be used 
and the electric bill will not be a great worry. On a 
dark, rainy or gloomy day the lighted lamp in the window 
beckons. So, in dressing the window, the color scheme, 
the lighting and the greatest amount of simplicity possible 
must be kept in mind. 


Leather and Fabric Coverings for Gifts 


HE new fall season ushers in new events, new efforts, 

new successes, all of which must be recorded on the 
pages of the new engagement and daily appointment 
books. Travel to the winter “sunning-places” begins, and 
convenient leather volumes labeled “Trip Abroad” or 
“My Travels,” make excellent gifts for bidding the tradi- 
tional “Bon Voyage.” 

For the departing ones, or for the stay-at-homes, there 
are also sturdy and attractive bookholders, with ribbon or 
thong markers, all silk lined and ready to protect and effi- 
ciently carry the season’s best sellers. Although leather, as 
usual, seems to be predominant this season, there are a 
few fabric coverings of the finer sort being shown, and for 
those whose purse is somewhat circumscribed these are 
good buys. Worked out in modernistic manner, the 
heavier fabrics are most attractive and pleasing. 

A very clever innovation in the diary field is one in 
which the lower right hand corner of the leather binding 
is turned back and bound in that fashion to exhibit 
beneath a little perforated corner carrying the date. As 
each day passes, and the record of engagements, unusual 
occurrences, news and thoughts are completed, this small 
corner is torn off and reveals the next day’s date. It 

(Please turn to page 123) 
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“KEEPING AHEAD” 
oer Hol 
fine Cf ina 


@ Our new patterns — lovelier 








than ever — are now being 


shown by our representatives. 


@ You will enjoy seeing them 


for their carefully designed 





style and appealing beauty— 


assuring permanent worth. 


@ There is no compromise with 


quality. 


@ There is no substitute for 
Rosenthal Fine China. 


The Rosenthal China 


CORPORATION 


149 FIFTH AVENUE 
NEW YORK CITY 
New York 
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FINE FIGURES! 


OVER 250 NEW STOCK NUMBERS 


Viennese Style, Lace Figures, Dresden Type, Victorian, Royal 
Dux, Classic, Madonnas, Czecho, Austrian, German. 


We are SOLE DISTRIBUTORS in the United States for 

the lines of several FAMOUS old factories. These, in addition 

to a line of birds, exquisitely colored; child figures, classic 
nudes, dogs and wild animals. 


Write for further information 


EBELING & REUSS, INC. 


225 Fifth Ave., New York, N. Y. 
1557 Merchandise Mart, Chicago, Ill. 
707 Chestnut St., Philadelphia, Pa. 











Spode | 


SHANGHAI 


Every bride who buys a set of Spode 


becomes a customer for life. | 


Sole Agents and Wholesale Distributors 
COPELAND & THOMPSON, INC., 206 Fifth Ave., NewYork 











STUNNING IN ALUMINUM 


This hand made aluminum punch bowl and 
ladle are quite the last word in smart ware, 
reasonably priced. The bowl is 734” high 
with a diameter of 14”, while the ladle is 
1234” long. Net prices: Bowl $7.50, Ladle 


$2.50. 
Made by 
EVERLAST METAL PRODUCTS CO., N. Y. CITY 
JANIS-TARTER, 


GREEMAN & NAJEEB, Inc. 
225 5th Ave. New York City 














STERLING 


70c 
an ounce 


Buy Ster- 
ling by 
weight at 
70¢ to 
$1.00 an 
ounce for 
most 
pieces. 


400—Sauce Boat with Tray, 16 oz. 
$17.50 


Our new 
plan to sell 
sterling is 
to place sil- 
ver in 
every 
home. 





201—Bon Bon, 5% oz., $3.60 
703—Pepper & Salt, 5 oz., $6.00 


Write for our New Plan and Photographs 


EMPIRE SILVER COMPANY 





EMPIRE STATE BLDG. NEW YORK, N. Y. 
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Leather Coverings for Gifts 
(From page 121) 


is an ingenious invention which deserves the recognition 
it is receiving. 

The old-time standbys, the day-by-day diary, and 
the five-year type, are now encased in new and striking 
leather covers, as are the latest travel volumes, and the 
modernized book covers. Every problem of the manu- 
facture of these items is considered from the practical as 
well as the appearance standpoint. The results are pleas- 
ing in color and finish, with textures of unusual charm, 
and their durability is guaranteed. 

The trend toward the more exotic in these leather ac- 
cessories is noted in the predominance of such leathers as 
snake, python, alligator, ostrich and similar new treat- 
ments. Matching sets of engagement, address books and 
shopping lists, are made to harmonize with the diaries 
and bookholders and the entire group makes an extremely 
useful, smart, and luxurious ensemble. 

Calfskin, suede and seal are in good demand, and the 
colored suede is particularly popular. Many customers 
during the recent gift season purchased diaries and travel 
books to harmonize with the recipient desk set, and this 
idea might be developed to increase sales in both of those 
items. 

The diary has also invaded the kitchen, and elaborately 
indexed kitchen diaries are offered for suggesting and 
recording menus for each day, or new recipes tried out. 
These are rather larger than the ordinary type, perhaps 





an indication of the fact that we develop our bodies more 
than our minds and are more interested in food than in 
reading. At any rate these practical record books are 
sometimes bound in waterproof and stainproof coverings, 
to add to their efficiency, and any number of good house- 
wives would rejoice to receive them. 

Of the fabric coverings for bookholders, a batiked silk 
mixture seems to go well, since its intermingled, merged 
color tones will harmonize with any costume and acces- 
sories. An unusual shade of rose finished leather was 
worked into an odd book-carrier, with handles of the 
same material and a lining of pearl gray, with bookmark 
to match, of course. Other darker tones carry brightly 
fiowered linings for contrast, like a small edging peering 
forth from the recesses at the opposite ends of the port- 
able protector. Some of these also are made in waterproof 
finishes, a boon to the student or literary addict who 
carries volumes about in every sort of weather. 

Both in diaries and in travel tomes a calendar is very 
frequently found inserted or made part of the book itself. 
Some appear in the front cover, others in the back for 
ready consultation. Many diaries are equipped with 
harmonizing pencils or pens, and these are found placed 
at every angle. A small loop may attach them to the 
side of the book, the top, base or in the fold of the 
leather. Some of the locked types offer a special niche 
for holding the pencil within the lock itself. This guards 
against loss and insures the presence of the pencil to the 
owner of the diary, who naturally has the one key and 
has single access to its contents. 














at 18th STREET 








RICH CUT 
LEAD GLASS 


DECANTERS 


Wine and Whisky 


Bottles 


Stocked in 
1, 2 and 3 pints, also 


VASES and 
FLOWER BOWLS 


in large variety 


IN STOCK FOR PROMPT SHIPMENT 


PAUL A. STRAUB & CO., INC. 


105-107 FIFTH AVE. 


NEW YORK, N. Y. 
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ONE ofour 


many inter- 
esting Myott 
Staffordshire 
short lines 
from our 
open stock 
collection. 


@Pattern [I- 
lustrated is 
the Sevres 
decoration 


and is carried 





in three col- 


ors, green, maroon and blue. 


Reasonably priced, service plates to 


retail at $1.25 to $1.50 each. 


JUSTIN THARAUD, Inc. 


129-131 FIFTH AVE., NEW YORK 











SMART 


FAST-SELLING 





BELLOVA 


GIFT LAMPS 


A profitable addition to your line—made for the jewelry 
trade. Bellova Lamps make perfect gifts. They are smart, 
distinctive, and are available in many charming designs 
and color combinations. Both base and shade illuminate 
with one bulb, producing an unusually attractive effect. 
Displayed lighted in your window, Bellova will compel 
attention—bring in new customers, and profits! 


Write for beautiful colored folder. 
H. G. McFADDIN & CO., ne See FIFTH AVE., NEW YORK 
. 4 
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Sam W. Hoke 


In the recent death, on Sept. 27, of Sam W. Hoke, 
manager of the Jewelers Technical Advice Co., and 
founder of Hoke Incorporated, the jewelry world has 
lost a valuable pioneer. 

Samuel Woodford Hoke was born on April 6, 1858, 
in southern Indiana ‘near Louisville, Ky., in which city 
he spent his youth. 





The late Sam W. Hoke 


In 1886 he married Utopia Wright, a teacher, and they 
moved to Chicago where Mr. Hoke entered the adver- 
tising business. In 1894 they moved to New York with 
their infant daughter, Calm Morrison Hoke, who later 
became well known in the jewelry industry. 

Eventually he became interested in platinum, which 
was beginning to be a factor in the jewelry world, and 
in 1912 became manager of the Jewelers Technical Ad- 
vice Co. Mr. Hoke devised and patented several torches 
for soldering. 

Meanwhile his daughter was acquiring a_ scientific 
schooling, and soon joined the Jewelers Technical Advice 
Co. as consulting chemist. In 1925 Hoke Incorporated 
was formed, to handle the regulators, gauges, etc., that 
had been developed in connection with the oxygen torches. 
During the depression, when jewelry making was at a 
low ebb, Hoke, Inc., devoted itself to scientific research 
workers, and developed a line of valves, controls, burners, 
etc., useful in dentistry, medicine, glass-blowing, lead 
burning, oxygen therapy as applied to pneumonia cases, 
and other lines. 

In 1934, Mr. Hoke and Miss Hoke sold their interest 
in Hoke, Inc., to A. I. M. Winetraub, an engineer of 
considerable attainments, who has carried on the business 
at 122 Fifth Ave., retaining several of the old employees. 

Since 1934, Mr. Hoke and his daughter have carried 
on the Jewelers Technical Advice Co., which is what 
its name implies. Miss Hoke is expected to carry on the 
business. 

During the past year Mr. Hoke spent much of his time 
in Chicago supervising the business affairs of his sister, 
Mrs. William M. Morrison. In late July, while in Chi- 
cago, he was taken with a heart ailment which was at 
once recognized as serious. He was brought home in 
August, and seemed to improve at first, but passed away 
peacefully on Sept. 27, aged 79, at his residence in Pali- 
sade, N. J. 

The photograph of Mr. Hoke shown herewith is the 
only one available. It was taken in 1929. 
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THE MOST OUTSTANDING VALUE 
EVER OFFERED IN A 


FAMOUS SINCE BROADCASTING BEGAN 
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The new model 30-D is one of the leaders in the new FREED- 
EISEMANN fast selling line of 1938 sets—all embodying style, per- 
formance, quality, at liberal discounts. 

10 tube, AC/DC, Foreign and American band 
Superheterodyne radio with ‘Electric Eye’’ tuning; $ 95 
includes 49 meter Foreign statious. Size: 164” 

wide, 9” high, 7” deep. LIST PRICE 

Model 96—Same type of set as above, except: 6 Tubes, 3 oa 
current. LIST PRICE 2.00 


Distributors and Dealers: Write for 1938 cata- 
log and wholesale prices on complete line of sets 
listing from $18.95 to $49.95. 


FREED MANUFACTURING CO., INC. 
44 West 18th Street New York, N. Y. 








ARTHUR ARMOUR ALUMINUM 


THE ARISTOCRAT OF THE METAL LINES 





COCKTAIL TRAY, CIGARETTE BOX, 
ASH TRAY and MATCH BOX COVER 


The Favorite Line Of The Leading 
Retail Jewelers Throughout 
The Country 


Noted For Its Lifetime Finish, 
Beauty Of Design, And Balanced Weight 


Ilustrated Brochure on Request 


A. STANLEY BRUSSEL 


Sole Distributor 


225-5TH AVE., NEW YORK, N. Y. 


























4 NEW POINTS 
FOR NORMA 
.. that point new 


profits for dealers 














1. New Home—Modern new manufactur- 
ing facilities in New York . . . made neces- 
sary by expanding demand for Norma, the 4 
color pencil that shifts to red ... green .. 
blue ... or black—at a flick of the finger. 


2. Improved Product—Refined and im- 
proved throughout ... “A jewel of a pencil” 
. precision made, precision tested. 


3. No Price Increase—In spite of im- 
provements, prices remain the same, thanks 
to the new facilities. With Norma’s new 
and greater value, this virtually amounts to 
a price decrease. 


4. Biggest Season Ahead—Remember, 
from now ’til Christmas is the biggest season 
for Norma. Because Norma is the ideal gift. 


Keep Norma displays on your counter. 
Keep adequate stocks on hand. Cash in on 
Norma profits. 4 models, retailing at $3.50 
to $12.00. NORMA PENCIL CORP., 39 
West 32nd St., New York City. 

















See our new Fall lines 
at our enlarged showrooms 
‘Write for leaflets 


ZO REUEEREE RM 








Tore ee TPT ORCA SECT E CSET ECSEOTES SHH EE HHOH EEE SES 


225 FiretH Ave . New Venn. NY. 
CHICAGO SHOW ROOMS 
1564 MERCHANDISE MART 





LIVINGSTON'S 
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@ “Governor's Lady,” Gorham’s new sterling 

pattern, is sponsored by the governors’ wives 

of California, Ohio, Florida, Texas and Vir- 
ginia. 56-piece set for six, $154.50. 


@ White sapphire crystal and concealed 
crown make this new patented Omega 
watch (below, left), completely water- 
proof: $50 in steel, also in 14K solid gold. 
Norman M. Morris—Omega Corp. 


@ Photo-Charm compact (right), by Walter 

Lampl, carries a miniature snapshot of your 

customer or her best beau. The jeweler sends 
in the picture and Lampl reduces it. 


@ The book-style gold filled locket (be- 

@ Waltham Clockometer (below), an in- a low) from J. M. Fisher Co. is on an 18 

novation enclosed in a cylindrical hand-rubbed inch rope chain, and is engine turned and 
mahogany case. $10. hand engraved. $5 and $6. 





@ Fruit and flowers are shown in this 

double duty service platter designed by 

Betty Junger, Inc., to hold both meat and 
vegetables. Approximately $20. 


@ The Grenoble pattern in Heirloom plate 

plastic playing cards of rich design are is the latest creation of William A. Rogers, 

contained in this black and cream plastic Ltd., Oneida, Ltd., successor. 53 piece 
box: $6. Bridge Headquarters, Inc. service for eight in chest, $60. 


@ Two packs of washable, indestructible 
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| @ An old-world signet in modern form— @ Fittings of Marathon Co.’s new ciga- @ Kem presents Kem Royal, two decks of 

es one of Ostby & Barton Co.'s “seal-of- rette case and “slide-a-lite’” combination washable, crack-proof cards designed by 

“ approval” rings for men. Made of 10K are made of permaplate, a new gold- Colvin in a gift package made of unbreak- 

natural gold. colored, tarnish-resisting alloy: $12.50. able crystal plastic: $10. 

d 

a @ “Gigolo” and “Gigolette,”’ cigarette @ Bentley (left, below), a new 19-jewel 

. containers by Evercraft, have round shin- Hamilton strap watch for the man who 

. ing chrome heads topped with Frenchy desires something different. Cased in 14K 
hats and their cork-lined interiors hold 40 yellow gold only, with applied gold numeral 

cigarettes. $1 each. dial: $ 

; @ A gold filled locket and chain (below) 

3 from the extensive Bates & Bacon line, in @Three blue zircons are set attractively 

{ three color gold finish. This shape comes in ten karat yellow gold in this pin by 








in three sizes: $6. Harry C. Schick, Inc. Retails at $15. 


pe soi 





@ Diva, one of the new models by the 







Kelton Jeweled Watch Division of Inger- @ Matching bracelet and cross set, featur- @ Zipper top holding toilet accessories is 

soll-Waterbury Co., is a 634 ligne, 7 jewel ing fine line engine turning, is a popular a feature of this pullman hair brush for 

movement in a 10 K rolled gold plate case: item in the Walter E. Hayward Co. line. men, which comes in various leathers. 
7.95. Made in 1/20-12 K gold filled quality. Made by Condit & Rattey. 
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Grouping Goods Helps Sales 


» you ask me what I consider the 
most important thing in the suc- 
cessful operation of the gift depart- 
ment of my jewelry store,” said a 
western jeweler, “it is that thing 
which General Motors is constantly 
harping on—namely, the open mind. 
“T find that an open mind in oper- 
ating the gift department of this store 
means much to me in piling up a 
profit for the department. An open 
mind means that I realize that change 
is one of the only constant things in 
this business—change in the character 
of goods handled, change in the prices 
at which we sell certain kinds of 
goods, change in the customers we 
serve and change in our sales meth- 


Unusual urns, girondelles, nested ash trays, ods. 
perfume bottles and many other distinctive “For instance, some years ago we 


accessories, in a moderate price range, col- . ; ‘ eT: 

lected from every part of the Continent, are paid but little attention to lighting ef- 

featured in this line. fects in our gift department. Now 
we have very unusual and very effec- 


s tive lighting effects and they consti- 
-beth Weissman mae , 


tute one of our very best sales assets. 
IMPORTATIONS Again, some years ago we did no spe- 
49 West 23rd St., New York, N. Y. 


Chicago showrooms: 15127 Merchandise Mart 
Los Angeles showrooms: 720 Cooper Building 


CREATOR . . . Charles of London Lamps. 


Quality Tells 





In response to the ever increasing requests 
for matched accessories, .beth Weissman pre- 
sents with pride lamps, candy boxes, cigar- 
ette boxes and ash trays with matching deco- 
rations . . . including Sevres, Lowestoft, Floral 
and other Eighteenth Century designs. 


partment—we simply displayed goods 
attractively without regard to groups 
and let it go at that. But now we 





cial grouping of goods in the gift de-° 








arrange goods according to groups 
from time to time and profit by doing 
so. We may have, for instance, a 
group of goods priced at one dollar 
on a certain table. Again, on another 
table, we may have a group of bridge 
goods of varying prices. And so on, 
Group arrangement of goods is a fine 
thing for us because it helps us to give 
a greater punch to our displays. 

‘And just as we have made these 
changes in recent years we will un- 
doubtedly make other changes in the 
years tocome. Nothing is certain but 
change and the gift department which 
has an open mind is the department 
which is best equipped for cashing in 
on change to the greatest possible ex- 
tent.” 


LOUIS BLITZ 


Tucumarl, N. M.—Louis Blitz, 70, 
pioneer jeweler and business man, died in 
an Amarillo hospital, Sept. 13, after a 
two weeks’ illness. He had been in ill 
health for six months. 


“MAGIC EYE” DOORS INSTALLED 


Doors automatically operated by “the 
magic eye” are proving fascinating to 
the patrons of the Schiffman Jewelry Co., 
225 S. Elm St., Greensboro, N. C. The 
customer approaching the door breaks a 
beam of light which sets in play a mecha- 
nism which swings the door wide and then 
allows it to close slowly. 








BIR AS fe 


JEWELEI 


LOGS ANE-RBLE § 





that fussy 
client— 


with a name plate of character 


Stanley Embossed Metal Seals or Labels reflect the quality 
in articles they adorn. They, themselves, convey an im- 
pression of quality. They help you to build prestige—use 
them on your boxes, or as tags attached to the articles 
themselves. They will not tarnish, scratch or discolor from 
use. Write today for interesting sample assortment. 


THE STANLEY MFG. CO., 


STANLEY sreraitic 


Seals or Labels 


DAYTON, OHIO 


New York Sales Office: 
707 Empire State Bldg. 


Chicago Sales Office: 
714 Westminster Bldg. 
110 S. Dearborn St. 
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WALKER watches 
answer all your 


Wacker WatTcHeEs 













watch problems— 





WALKER WATCH CORP. 


48 West 48th St. 
“The Standard of all Time”’ 





N. Y. City 
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DODSON'S 50th Anniversary 
REGISTER RINGING EVENT 


by 
JOSEPH GRAYBILL 





Stsine a golden 
opportunity in a golden anniversary Dodson’s, oldest 
retail establishment in Spokane, Wash., conducted a 14- 
day sale that doubled the volume of the same month in 
the previous year. 

An establishment of high integrity which has held only 
three store-wide sales in its long lifetime, the manage- 
ment felt justified in making the endeavor, principally 
as a stock-reducing measure. 

“Considering the size of Spokane, we have always 
carried an enormous stock, with a very slow normal turn- 
over,” states John Penn Fix, manager. “Our turnover 
was naturally slow during the depression years and we 
found our stock with many items in every department 
that had to be moved.” 

The result of the sale was beyond the fondest expecta- 
tions, for the store did more business in the two weeks 
of the sale than, for example, in the entire month of 
December, 1932. 

In addition to the direct results of the sale, the store 
enjoyed prosperous weeks following the sale, as a result 
of the efforts which had been made at publicizing the 
event, with the result that the month’s volume was just 
twice as much as the corresponding month in 1936. 

“Even though we failed to make any large diamond 
sales during the sale, our advertising expense amounted 
to less than 4 per cent because of the greatly increased 
volume,” says Mr. Fix. 

Full page advertisements were used in the Sunday 
morning Spokesman-Review and the daily Spokane 
Chronicle. Additional smaller ads were used to follow- 
up and radio announcements were used twice daily. 

Every night for nine years this store has had a radio 
time signal and a 50-word announcement. The continu- 
ity of this advertising has brought much business from 
out of the city. Each announcement had carried the 
name George R. Dodson, Inc., once, and the name Dod- 
son’s three times, making approximately 1500 mentions 
of the firm in the course of a year. Mr. Fix writes all 
the radio and advertising copy. 

In addition much publicity was given to the event in 
the news columns of the Spokane newspapers. 

This establishment, which was invited within recent 
months to join. the Retail Jewelers Research Group, has 
gone into credit business on a conservative basis. 

Of this Mr. Fix says, “Our advertising and window 
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CLEARANCE 


Broken Lines 





One of the full page advertisements used during the celebration. 


cards stress the terms 20 per cent down and 20 per cent 
monthly. This sounds like a five month proposition but 
it is fully covered in four months and from the stand- 
point of financing contract accounts it figures the same 
as a straight 60-day charge account. 

“We, on the whole, believe it as satisfactory as our 
average 30-day charge accounts. It has completely done 
away with our requests for cash discounts on important 
purchases as we can readily explain that we do not ex- 
tend long terms. It does away with the poorer credit 
applicants as well. 

‘“‘We have a fine silverware business featuring Towle, 
Gorham and Reed & Barton. We have the Lenox China 
agency and carry about 20 open stock patterns of crystal 
stemware. We sell standard-priced merchandise through- 
out the store and the increased mark-up on watches and 
a few other lines certainly is a great help, when it comes 
to paying bills and showing a profit. 

“A large stock helps to make sales, and our increased 
volume in large measure comes from this factor. Many 
people after looking for certain things where they usually 
trade have found what they want by coming to our larger 
store. Especially was this true during the depression 
when we continued to buy new merchandise and plenty 
of it. We think it more important to have the stock 
now than ever before. In other words you cannot sell 
merchandise without having it to show.” 

















National Credit Jewelers’ Convention 
At Chicago Draws Attendance of 5,000 


All Records in History of Association’s Conventions Smashed—Call on Manufacturers to 
Push Price-Maintenance—Ask National Advertising for “Budget 
Buying’—William Gibson Named President Again 


Al roads led to Chicago 


September 19 through 22 when the National Association 
of Credit Jewelers held its 11th convention and mer- 
chandise show at the Sherman Hotel and all records for 
this great annual event were smashed, including atten- 
dance, the number and variety of exhibits, and genuine 
action for the good and welfare of the industry. 

William Gibson, president of Cole & Young Co., Chi- 
cago, who became N.A.C.]J.’s sixth president in 1934 and 
was reelected in 1935 and 1936, was swept into a fourth 
term of office; this tribute to his leadership was in spite 
of the fact that he outspokenly favored a change of 
officers and said that he hoped that the nominating com: 
mittee that “doublecrossed” him last year would “be on 
the square this year” and nominate somebody else. 

J. L. Freund of St. Louis and E. C. Maxwell of St. 
Joseph, Mo., were reelected first and second vice-presi- 
dents, and J. H. Mace of Kansas City, Mo., was named 
third vice-president, succeeding Sylvain L. Basch of 
Toledo, Ohio. Secretary and treasurer were reelected in 
the persons of Saul N. Hershberg of Rochester, N. Y., 
and Lewis Litt of Chicago. 

Three new directors who will serve during 1937-38 
are Ralph Roessler of Marion, Ind., Max Getzug of 
Cincinnati, and Sam Burnett of Seattle; and the board 
will be completed by the following who were reelected: 


Charles J. Michaels of Hartford, Conn.; William Kappel 


of Pittsburgh; W. T. White of New Orleans; Samuel 
Gerson of Detroit; Edward Dockman of St. Paul, Minn. ; 
and William O. Present of Lansing, Mich. 

All sections of the nation are thus represented again 
in the N.A.C.J. executive family. 


OVER 5000 REGISTER TO SEE—AND BUY 


Exhibitors and association chieftains were amazed and 
delighted with the banner registration. It had been pre- 
dicted that 3000 would register. However, this goal 
had been passed by the evening of the second day of the 
four-day gathering, and altogether between 4000 and 
5000 were checked in, in addition to 1000 or more per- 
sons who received passes to view the exhibits. 

“Cash” as well as credit jewelers came from 37 states, 
the District of Columbia and Canada. Old members of 
the association harked back 10 years ago, when, in diminu- 
tive contrast to this year’s giant assemblage of merchants 
and exhibitors, 140 credit jewelers met in Detroit to 
organize what soon was known as the Mutual Credit 
Jewelers Association, the progenitor of the present Na- 
tional Association of Credit Jewelers. 

The exhibits, which numbered more than 160, made 
one of the most lavish displays of jewelry and allied mer- 
chandise that has ever been assembled in one place. The 
convention revolved around these displays which filled 

(Please turn to page 132) 


Were You There, Charlie? Well Over 600 Attended the Annual Banquet 


Kaufmann & Fabry 


UNDOUBTEDLY one of the finest entertainment programs ever seen in jewelry association activities was presented with J. Frank Newman 
the genial master of ceremonies. 
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N.A.C.J. Wants a National Stamping Law Covering Gold, Silver, Platinum 





(From page 131) 


every part of the exhibition hall, the mezzanine and the 
banquet hall. 

Exhibitors had spent several days getting their booths 
in shape and on Sunday, September 22, the opening day 
presented a finished picture. This day was one of the 
best days of the convention so far as orders were con- 
cerned, as.there was nothing e!se on the program to bid 
for attention. 

On Monday the displays were open from 10 a.m. until 
2.15 p.m. and again from 3.30 p.m. until 6 p.m. The 
exhibit hours Tuesday were from 9 a.m. to 1.30 p.m., 
and from 4 to 6 p.m. They were open Wednesday morn- 
ing and from 3 to5 p.m. This arrangement allowed those 
interested in the business affairs to attend the convention 
sessions and those who wished to see and do things in the 
Windy City to do so, at the same time concentrating the 
ordering of stock to the designated periods. 

Many of those exhibiting went still further and lavishly 
entertained retailers and friends in the trade at cocktail 
parties and at popular gathering places. 


[amends action looking 
toward the correction of trade abuses was taken in the 
resolutions, which were passed at the final business ses- 
sion Wednesday afternoon, September 22. The associa- 
tion hammered home its support of price maintenance 
with the passage of three interlocking resolutions. These 
put the organized credit jewelers of America on record 
as follows: 


1 Whereas the greater majority of the states 

of the union have effected Fair Trade bills, 
be it resolved that the N.A.C.J. indorses such legis- 
lation. 


2 Whereas price-cutting on standard na- 
tionally advertised jewelry-store merchan- 
dise for years has been the most crying evil in the 
jewelry business; and whereas resale price agree- 
ments in our opinion are the most promising solution 
of the price-cutting evil, resolved that we rejoice in 
the recent enactment by Congress of the Tydings- 
Miller “Fair Trade” law legalizing resale price 
agreements in interstate commerce wherever per- 
mitted by state law, that we applaud Hamilton 
Watch Co. for taking immediate advantage of this 
law, and that we urge all other national advertisers 
(especially those selling through wholesalers) to 
take similar advantage of this legislation at once. 


3 Resolved that we again applaud “controlled 

distribution” as sincerely practiced by a 
limited number of national advertisers, but that we 
now urge all such manufacturers to take advantage 
of the new Tydings-Miller “Fair Trade’ act as a 
more effective means of eliminating the price-cutting 
evil. 


Resolutions were passed on three other important sub- 
jects, which came hefore the American National Jewelers 


Association’s convention in New York in August, and a 
united front on these three issues developed. ‘The N.A.C.J. 
resolutions differed in wording but not in spirit from 
those passed in New York. 

One called attention to the fact that several members 
of the National Credit Jewelers Association are executive 
members of the Jewelers Publicity Committee, praised the 
publicity campaign as “proceeding both intelligently and 
economically in the important work of making the public 
more jewelry style-conscious,” renewed indorsement of 
the program, and urged all credit jewelers to contribute 
to the Committee’s publicity fund. 


WANT BUDGET-BUYING TO BE 
ADVERTISED 


Another asked all national advertisers in the jewelry 
trade to state in their consumer advertisements that their 
nationally advertised products are available on the budget- 





“CONGRATULATIONS, Mr. President,” says Frank Bering, right, 
manager of the Sherman Hotel. ‘Congratulations yourself as a splendid 
host,” replies William Gibson, reelected N.A.C.J. chief. 


buying plan. It was asserted that “progressive national 
advertisers in the automobile, electric household appliance 
and other similar fields are successfully empoying adver- 
tising copy urging the public to buy on the budget- 
payment plan” and that all classes of jewelry stores are 
offering some sort of terms to responsible customers. 

The third resolution which labeled the N.A.C.J. as of 
unanimous mind with the A.N.R.J.A. concerned a tight- 
ening of the National Stamping Act. It read: “Whereas 
our National Stamping Laws relating to articles made of 
gold and silver are out of date, and whereas the absence 
of a National Stamping Act covering articles made of 
platinum permits many abuses from which all reputable 
jewelry stores suffer, be it resolved that we record our 
desire for an early review of all state and national pro- 
visions regulating quality marks on precious metal prod- 
ucts, and that we investigate the early practicability of 
obtaining comprehensive legislation.” 

The gratitude of the association to President Gibson 

(Please turn to page 134) 
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WATCH CO., New York 
ie only time this booth 
was not crowded was from 12 to 2 
when everyone was lunching on the 
roof. John H. Ballard, president; Ira 
Guilden, vice-president; Sam Epstein, 
sales manager, and Ray Warren, ad- 
vertising | manager, demonstrated 
clearly how to go four days with little 

or no sleep. 


rp. F. SIMMONS, Attleboro, Mass. 

(below) —Featuring watch bracelets, 

chains and a general line of quality 

gold-filled jewelry. Represented by 

H. H. Sweet, H. J. Mitchell and L. K. 
Lamb. 


aunt? 


A. SAUER & CO., Cincinnati (right) 

—A very colorful display with a large 

tubular strap measuring about three 

feet over all in the center. A. Sauer 

himself was behind the counter about 
nine hours each day. 


WOLFSHEIM & SACHS CO., INC.. 

New York (below)—Mammoth ex- 

hibit featuring latest models in boxes, 

trays, etc., and various revolving dis- 

plays. H. Gocus, J. Gocus, J. Mautner, 

5. Mautner, P. Hollweg and R. Ratner 
in attendance. 
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ONEIDA, LTD., Oneida, N.Y. 
(above)—Col. Pierpont B. Noyes took 
pleasure introducing his son, Pete 
Noyes, to his many friends. Myles 
E. Robertson, general manager, Harley 
H. Noyes, director of sales, and 
Charles Trout, assistant sales manager, 
were much in evidence around this 
booth. 


BRUNER-RITTER, INC., New York 
(left) Showing bracelets used on 
feature watches of America’s largest 
watch distributors. Represented by 
Saul |. Ritter and Marvin J. Bruner. 
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GRUEN WATCH CO., Cincinnati. 
(above) — Featuring “The Gruen 
Curvex” watch and an interesting as- 
sortment of other models. Repre- 
sented by Ted Sachs, Harry Goldstein, 
Cy Gershey, Casey Steele, Ben Fur- 
man, Carrol Seghers, Doc Haerr, Al. 
Barney and Bob Herman. 


GENERAL ELECTRIC CO., Bridge- 

port, Conn. (below) — Exhibiting a 

large and attractive assortment of 

new General Electric clocks. Repre- 

sented by D. B. Hollister, |. F. Mar- 
tin and John P. Rainbault. 







































HEBROS WATCHES 
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HELBROS WATCH CO., New York—"When Time 
Counts." An attractive exhibit featuring Helbros 
watches. Represented by William Helbein, H. J. Lef- 
tar. fert, J. L. Rosenstein and Martin G. Mark. 
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LOUIS STERN CO.., Providence, R. |. (Including Waite- 

Evans Mfg. Co.}—Featuring the popular line of ‘Wrist- 

acrat" watch bracelets and latest creations in Waite- 

Evans rosaries. Represented by Paul M. Stern and 
Adv. Arthur Kaplan. 


SINCE 1878 
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J. HOROWITZ & SON, New York.—Featuring 'Cro- 
ton" diamond watches. Represented by Harold I. 
Horowitz, William C. Horowitz, Max Templehoff and 
hide. Mrs. Harold |. Horowitz. 
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Credit Jewelers’ Convention 
(From page 132) 


for his guidance during the past three years was recorded 
in a resolution which also commended President Gibson 


for writing and making readily available to jewelers | 


everywhere a comprehensive manual of credit jewelry 
selling. This book was hailed as a powerful aid in 
ameliorating the worst practices of the “gyp” credit 
jewelry stores. 

The convention opened officially at 9 o’clock Sunday 
morning. Practically all of the displays were in opera- 
tion, having been set up on the preceding Thursday, Fri- 


. day and Saturday. 


As the first day progressed, the tremendous crowd com- 
ing in was held up and delayed in registering. More than 
2000 registered the first day alone. 

Chicago, which for years has had an enviable reputation 
as a center of night life, provided its best for the visitors. 
Scintillating bevies of beauties kept them sitting up in 
their chairs at the College Inn, to which place many of 
the early registrants adjourned Sunday evening. The 
popular radio singer Little Jackie Heller supported 
Frankie Master as master-of-ceremonies for the entertain- 
ment. Lydia Joresco, dance team; Coleman Clark, for- 
mer national table tennis champion, and Myrus, ‘‘the man 
with the X-ray eyes,”’ were also included on the bill. 


The convention got down | 


to business in the Bal Tabarin Monday afternoon. 
J. Frank Newman, the busy executive secretary, made a 
number of announcements and introduced President Gib- 
son, who opened his address by thanking his many listen- 
ers for their splendid representation. 


Such a gathering as the one opening that day should be — 


seized as the once-a-year opportunity to examine controver- 
sies and propositions, he declared. Then he went on to 
emphasize the difficulties of trying to get action on dis- 
puted subjects or plans and policies at other times in the 
year, because the executive board members are scattered 
all over the country and many of them on business or 
vacation trips. 

“Why, last January,” said President Gibson with a 
humorous grin, “I found one in Honolulu, one in the 
Caribbean, another in Europe and others South for the 
winter. Later on I found that I could have had a better 
board meeting in Miami.” 


“All of this,” he continued, “brings me to the opinion 
that we should change our officers more often. We would 
be more likely to get in new blood and ideas. I think that 
a dictator could be the finest kind of government, if he 
was a good one, and the very worst, if not. This is 
just a little tip to my double crossing nomination commit- 
tee. who helped me in last year, and a hope that they 
will be on the square this year. 

“A year ago I made the statement on this platform 
that I thought this country was in for a period of business 
and expansion the like of which we have never seen be- 
fore. I am of the same opinion still. Of course I know 
there are all sorts of pessimists, the outs who are always 
with us, and claim that we have passed the last frontier 
and that the country is headed for the bow bows, but 


(Please turn to page 136) 
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JACQUES K KREISLER SALES CORP., 

New York (above)—Featuring new 

fall line of watch bracelets and “For- 

ever Yours” bracelets and charms. 

Represented by Toby Stern, L. Kanow 
and Harry Epstein. 


WALTER LAMPL, New York (right) — 
Besides helping those being photo- 
graphed to smile, Walter took delight 
in showing his new compact sold 
through jewelers only and not through 
drug stores. This compact contains 
powder, two rouges, one for face and 
the other lips, also a patented comb. 





MEDRISTOL SEAMLESS BI 


BRISTOL SEAMLESS RING CO, New 
York (above) — Showing interesting 
examples of craftmanship in “Bristol’’ 
wedding and engagement rings. Dave 
Weinberg and E. M. Bond in attendance. 


NEW HAVEN CLOCK CO,, New 

Haven, Conn. (below)—Clocks of all 

kinds for every room in the house, for 

desk, mantel, living room, dining room, 

and kitchen, attracted many visitors to 
this booth. 





INTERNATIONAL SILVER CO., 
Meriden, Conn. (above) —Among 
those from the main office were 
E. C. Stevens, president; Craig 
Munson, general sales manager; A. 
L. Zeitung, director of flatware 
sales, and Leo H. Dowd, manager 
of Holmes & Edwards Division. 


HAMILTON WATCH CO, Lan- 
caster, Pa. (below)—Exhibiting a 
complete line of new “Hamilton” 
watches and featuring several out- 
standing exhibition pieces, includ- 
ing “the transparent watch.” jack 
Keenan, R. J. Gunder, Rudy Kant, 
Roy Philip, R. L. Barger and Arthur 
Colvin in attendance. 
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ART METAL WORKS, Newark, 
N. J. (left)—A gigantic display of 
“Ronson” lighters in latest designs. 
An animated Santa Claus popularly 
known as the “laughing manikin” 
was one of the many features of the 
exhibit. Represented by F. W. Os- 
good, Lloyd R. Gear, Benjamin 
Jaffrey, Harry Fisher and Robert 
L. Loucks. (Kaufmann & Fabry 
photo.) 


TAVANNES OF AMERICA, New 
York (below)—“The Watch That 
Times the World.” Represented by 
E. L. Stern, Jj. T. Agate, Jeffry 
Ferguson and Lee Lauren. 

















Credit Jewelers’ Convention 
(From page 134) 



























don’t believe all you read or hear. This is still the 
greatest country in the world. No where else could you 
find a territory so large, so well supplied with raw 
materials, all climates, oceans, rivers, one language and 
money, and opportunities no other country has. Just 
compare it with Europe, with its many languages and 
monies, custom barriers, and hatreds. Some of them not 
lucky enough to have either coal, iron or oil. And yet 
struggle along with a far denser population. 

“Just a short time ago I was talking with Earl Moore, 
general superintendent of the Carnegie Illinois Steel Co., 
who informed me that his company was more than sold 
out for the balance of the year and that if the long ex- 
pected building boom ever got started or plants and fac- 
tories began to replace obsolete machinery and rebuild, 
they would not be able to get steel. 

‘Many people think this has been the greatest depression 
civilization has had? What about the one that followed 
the black plague in Europe, when one third of the popu- 





UNTERMEYER, ROBBINS & CO., New York.—Featur- lation died? What about the one when Napoleon 

ing ‘American enor ia “~ diamond rings. Martin trampled all over the continent for a dozen years? Or 

Untermeyer and J . Newman in attendance. the Thirty Year War, or for that matter our own Civil 

ee War, where the killing and destruction was on our 
own land? 


“Many thought the green backs printed during that 
time would never be redeemed. It turned out to be a 
joke, nothing to it. 

“When Theodore Roosevelt sold bonds to the extent 
of $275,000,000 to build the Panama Canal, we thought 
we were really in debt, and doing a tremendous job. 
Now that seems like piffle. 

“As old Art Brisbane said many times ‘don’t sell this 
country short.’ Don’t look for the politicians to save the 
country, it is up to you and you and you and me. It will 
take hard work, but we have the stuff that can do it. 

“Many fine old jewelers throughout the country are 
making the mistake of operating on old systems, and with 
old fixtures and stock. There never was a time when 
there was a better opportunity to put in new fixtures, 
fronts, lights, etc. It is paying those that have done it, 
big dividends. Even air conditioning is a great advertise- 
ment, and attracts customers. 

“The public, after a rather long and strenuous pull, 
like to see the new places, they are always talked about 
and produce business. Almost any kid on the street can 
tell when a store is dying of dry rot. Don’t let it be 


SESSIONS CLOCK CO.., Forestville, Conn.—Showing eaid of yours. 


“Don’t forget that the sum derived from our nominal 
a new line of Westminster chime clocks and attractive dues of $10 i dees act pay eur elles capennes, Your 






























designs in one-half hour cathedral chime mantel clocks; also a exhibitors are supporting us with the price we charge 
variety of kitchen and novelty clocks. Represented by a ok them for space at the convention. Be a sport and ap- 
Delmar, Paul Scharsig and A. V. Frank. preciate it. Aside from that it is a wonderful chance to 





-Adv. 





make your selections. 

“A year ago I also stated from this platform that if 
the gyp instalment jeweler did not mend his ways I 
would do my best to make him or give him some com- 
petition he so richly deserves. 

“Many jewelers write me from all over the country 
asking about the time payments business, and if I would 
help them get into it. I have had so much of this that I 
decided to write a booklet on the subject. I did not want 
to sell it myself so decided to give it to my Association, 
who in turn are giving it out with memberships. Surely 
a $10 membership and this treatise are worth the money.” 






















Mr. Gibson then introduced Frank Bering, manager 
of the Sherman Hotel, who paid tribute to Mr. Gibson’s 
leadership as president of the association and presented 
him, on behalf of the hotel, with a gold engraved courtesy 
card. 













SPEAR & SUSSKIND, Providence, R. I.—As exclusive 


distributors of Hamilton chain products, displayed crosses, chains, 













lockets, charms, cross bracelets in sets and various combinations S , 

in fine quality gold filled and solid gold, also featuring Stetson en. Joseph C.O Mahoney 

Products “distinctive jewelry for men." Represented by A. Spear, of Wyoming, who was formerly Assistant Postmaster 
~ Bertram Marks, M. Spear and Miss L. Gold. General and who led in the Senate’s recent successful 
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battle against packing the Supreme Court, received an 
ovation for his address which followed, upon the subject: 
“The Relationship Between Business and Government.” 

The Senator made a brilliant appeal for the preserva- 
tion of our freedom as envisioned by the fathers of the 
Constitution, for an independent Supreme Court, for 
economy in government, for a halt to bureaucracy, and 
for a new birth of liberty for business, labor and indi- 
viduals. 

He argued that the economic centralism of the modern 
corporation has caused centralism in government and 





U. S. Senator Joseph C. O’Mahoney 


declared that the writing of a National Incorporation 
Law, in place of the present system of state jurisdiction 
over corporations, would result in honesty and fairness in 
management, fair-dealing with employees and investors 
and the destruction of monopoly. 

A National Incorporation Law, said Senator 
O’Mahoney, would also reestablish economic freedom in 
the United States and render unnecessary the continued 
expansion of the bureaucracy at Washington. 

His address follows in part: 


“The Constitution was written and ratified by men 
who had fought for liberty and who wanted to preserve 
it not only for themselves but for their posterity. They 
had learned by bitter experience the wrongs and re- 
straints of too much government and so they deliberately 
set out to establish a system under which the powers of 
government would be hedged about and limited. They 
committed the power of making law to one branch, the 
Congress; the power of executing the law, to another 
branch, the President; and the power of interpreting the 
law—observe I say ‘interpreting,’ not ‘revising’ or ‘veto- 
ing’—to another, the courts. And they made them all 
independent, one of the other. 

“They did not want to combine all the functions of 
government in one branch, because they knew from the 
experience of mankind that such concentration would 
result in just such an unhappy and essentially temporary 
situation as we see when we look at the unfortunate 
countries ruled for the moment, by Stalin, Hitler and 
Mussolini. Their ideal was a nation in which all men 
were free and in which government itself could not 
restrain any man so long as he pursued his natural rights. 

“The question arises—how can we preserve this prized 
freedom without unwise and dangerous expansion of the 
powers of government? How can we release the pent-up 
energies and abilities of America? How can we create 
new hope for the rising generation? Make work for 

(Please turn to page 138) 
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SAVOY WATCH COMPANY xc. 
PRESENTS 
MILOS WATCHES 
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SAVOY WATCH CO., New York.—Featuring Milos 

watches, "Medal of Perfection." Represented by 

Arthur Miller, Sig Miller, Ben Z. Ginsburg, David Paul 
Ade. and Charles Mednikow. 


} 
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BENJAMIN & EDWARD J. GROSS CO., INC., New 

York.—Featuring "Diamond Rings O' Romance.’ Ben 

Gross, Henry Frank, Ellison M. Rosenthal, Harry Lesch, 
ole Abe Kohane in attendance. 
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WEISSMAN WATCH CO., New York.—Showing a 
complete line of 'Welsbro" shockproof watches, and 
featuring two of their latest creations, “Lucky Lady" 
horseshoe watch for women and the "Sportsman" watch for men. 
Represented by Samuel Weissman, Irving Weissman, Charles 
—Ade. Goldstein, and Earl Kahn. 
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2S OF LOVE 


M. H. SHIMAN & CO., INC., New York.—Featuring 
"Rays of Love" diamond rings, mountings, wedding 
rings and colored stone rings of all descriptions. Oscar Haber- 
man, Jack M. Wolf and Eddie Jacocks in attendance. 
-Adv. 
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BENRUS WATCH CO., New York.—Presenting "Ben- 
rus" shockproof solid gold watches in a most spectacular 
and effective manner. Ralph Lazrus, Bill Braun, Dave Sillman, 
Bill Kersner, Harry Kohane, Morton Selig, Carl Levine, Abe 


a Whittman and Phil Kolbe in attendance. 
—, vo. 


ALLISON- KAUFMAN CO., Los Angeles, Cal.—Fea- 
turing "California Gold" (registered), accurately 
matched diamond bridal ensemble sets. Represented by William 


a F. Sebel, Leslie L. Plottel and Irving H. Kaufman. 
—Adv. 


Credit Jewelers’ Convention 
(From page 137) 


the unemployed? And at the same time reduce taxes 
and preserve the public credit? 

“How? By recognizing that centralism in government, 
both here and abroad has been the direct and necessary 
result of economic centralism in the form of the modern 
corporation. 

“In 1932, income-tax returns were filed with the United 
States Bureau of Internal Revenue by 392,000 corpora- 
tions which reported assets amounting to more than two 
hundred and eighty billion dollars. More than 53 per 
cent of this total was owned or controlled by only 618 
corporations. In other words, less than one-half of one 
per cent of all the corporations in the country owned 
substantially more than half of all corporate wealth! 

“Corporations, such as these, exceed in wealth and 
power most cities and many states. With both employees 
and stockholders numbering tens of thousands, with assets 
of far greater value than those of most governing units, 
with properties and plants scattered all over the face of 
the continent, indeed sometimes all over the world, the 
modern interstate corporation exercises a more direct, 
definite and important effect upon the daily lives of all 
the people than most geographical states. 

“A corporation is brought into existence by law. It has 
no existence outside of law. It possesses only those pow- 
ers which the people, through government, see fit to give. 
Yet the modern corporation which dominates our national 
economic life actually operates without public authority 
for it is created by the state and not by the Federal Gov- 
ernment. Because of fear that a national incorporation 
law would cause too great concentration of power in gov- 
ernment, Congress has heretofore failed to pass such a 
statute with the curious result that we have produced the 
very economic and political concentration of which we 
were afraid. 

“Every time the people have protested against the re- 
strictive and monopolistic practices of the ‘trusts’ so- 
called, we have passed a new anti-trust law, only to see 
it evaded by new charters and new corporate powers 
issued by the states. So the bureaucracy at Washington 
grows hand in hand with monopoly until we are rapidly 
reaching such a condition that before long half the popu- 
lation will be employed by the government to tell the 
other half how to conduct its business, and neither half 
will be doing a good job. 

“All this can be corrected by the simple expedient of 
acting on the perfectly plain and logical principle that, 
since the Federal Constitution gives the Federal Govern- 
ment jurisdiction over interstate commerce and _ with- 
draws that jurisdiction from the states, the Federal Gov- 
ernment should .xercise the authority it undoubtedly has 
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CONVENTION-BOUND on the “Bulova Special”—John H. Ballard, 
president of Bulova Watch Co.; Mrs. Ballard, and Samuel P. Epstein, 
sales manager. 
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to prescribe the powers and duties of such corporations. 
Just as long as we permit the states, which have neither 
interest or jurisdiction, to create national corporations, 
we shall be utterly powerless to prevent the exploitation 
of all the people, including the small corporations, by a 
very small minority of ambitious and dishonest manipula- 
tors. 

“Let us get this thought clearly. A corporation arises 
only as a result of a contract between some government 
and the natural persons who desire to do their business in 
the corporate form. The only government in this coun- 
try which has any authority to regulate interstate and 
foreign commerce is the Federal Government. It must 
be perfectly plain, therefore, that the Federal Government 
is the only public agency that should be permitted to make 
the contracts—that is to say, to issue the charters or 
licenses—by which interstate corporations are brought 
into existence. 

“If we take the precaution to write the charters proper- 
ly, if we withhold these unnecessary and dangerous pow- 
ers which clever lawyers have devised to promote monop- 
oly, and if we write into the charters themselves rules 
which will enforce honesty and fairness in management, 
guarantee fair-dealing with employees and_ investors, 
and which will prevent monopolistic practices at the 
source by destroying the corporate power to engage in 
them, we shall reestablish economic freedom in _ the 
United States and at the same time render totally unneces- 
sary the continued expansion of the bureaucracy at 
Washington. 

“By the establishment of economic freedom and the ef- 
fective suppression of monopoly, we shall, I am convinced, 
release constructive forces in this country before which 
our economic problems will vanish so rapidly as to 
make us wonder why we delayed so long. 

“We know that this nation has made greater progress 
than any nation in history. We know that this progress 
has been the result of freedom. Let us have faith in the 
liberty that has been bequeathed to us. Let us have the 
courage to apply to business and industry the same prin- 
ciple that we have applied to politics. The resources of 
this nation are ample to support all our people in plenty 
and happiness, but we must be free to use them. Finan- 
cial overlords have held us back in the past, but we 
cannot now, with safety, merely substitute Big Govern- 
ment for Big Business. Europe is trying it and failing. 
Let us try industrial democracy. We can do it under the 
Constitution as it stands.” 


thm second business 


meeting took place on Tuesday afternoon, Sept. 21. L. B. 
Nichols, chief administrative assistant to the director, 
Federal Bureau of Investigation, U. S$. Department of 
Justice, spoke on “F.B.I. Activities in the Jewelry Indus- 
try.” 

Mr. Nichols expressed sincere appreciation to the 
jewelry trade at large for its hearty cooperation with the 
bureau. He stressed the advisability of sending full de- 
tails to the National Stolen Property File on lost or stolen 
goods. Among the interesting figures quoted was the fact 
that when the bureau started, it was in possession of 
810,000 fingerprints, and that today it has 7,500,000 
fingerprints and seems to be adding them at the rate of 
5000 a day. Mr. Nichols stated that identification of 
fingerprints can be made in the main office within five 
minutes. 

Harry P. Bridge, Jr., of the Harry P. Bridge Co., 
Philadelphia, then spoke of new trends in jewelry adver- 
tising. Mr. Bridge had an interesting exhibit of many 
advertisements in two different forms representing the 

(Please turn to page 140) 
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HARMAN WATCH CO., New York.—Showing a com- 
plete new line of solid gold and platinum diamond 
watches in unique transparent window display boxes. 
Represented by A. A. Friedman, Miss H. Friedman 


cia and Clarence Thompson. 
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CROWN PEARL & GEM, INC., New York.—Showing 
the only large exhibit of gems, including star sapphires, 
zircon rings and jewelry and pearl necklaces. Repre- 


; sented by Max Henken, and Marvin Freedman. 
—Adv. 
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ALEX SABIN & SONS, New York.—Featuring their own 

complete line of crosses ranging from 10K filled to 

diamond set in solid gold. Represented by Milton H. 

Sabin, Joseph L. Cohen, — Rumaner, and Louis 
Druck. 


Adv. 











PARKER PEN CO., 
Janesville, Wis. — 
Showing=an at- 
tractive line of 
“Parker” pens and 
pencils. H. H. 
Dobey and M. M. 
Morrissey in at- 
tendance. 





WEISEN - HART 
PRESS, Cincinnati 
— Stressing an ad- 
vertising service 
geared to the 
credit jeweler’s 
every need. Rep- 
resented by Fred 
Formey, H. P. Seale 
and Buck Wiesen. 


al < 
asTMASTER 





HOFFMAN- 
GOODMAN 
MFG. CO., New 
York—Showing an 
attractive line of 
diamond __ watches, 
rings and mount- 
ings. Jack Hoff- 
man and B. Good- 
man in attendance. 














J. J. WHITE MFG. 
CO., Providence — 
Calling attention to 
the world’s largest 
ring and featuring 
costume jewelry 
and an assortment 
of horoscope birth- 
stone rings. Repre- 
sented by Miss 
Jane Byrne, R. J. 
White and G. G. 
Flateau. 


EWEL 
BUREAU, INC., 
Chicago — Featur- 
ing an attractive 
display of Imperial 
cultured pearls. Joe 
Goldstone, presi- 
dent, in attendance. 


AMERICAN 
J ERS 





MCGRAW ELEC- 
TRIC CO., Min- 
neapolis — Empha- 
sis on ‘“Toastmas- 
ter” together with 
a long line of other 
electrical appli- 
ances which help 
build traffic for the 
jeweler. S. J. Sut- 
ton and H. Adams, 
representatives. 
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Credit Jewelers’ Convention 
(From page 139) 


first, which produced mediocre results, and then a very 
carefully and intelligently prepared ad on the same subject 
which produced anywhere from ten to 65 times as many 
returns. 

A Keno party for the jewelers’ ladies was held in the 
Louis XVI room, Tuesday afternoon, while their hus- 
bands attended the convention session. 

More than 600 merrymakers occupied every available 





J. Frank Newman, executive secretary 


seat at the big I1lth annual banquet, which was held 
Wednesday night, Sept. 22, in the College Inn. 

J. L. Freund of St. Louis, first vice-president of the 
association, presented a gorgeous armful of roses to the 
sweetheart of the association, Mrs. William Gibson, and 
then to Mr. Gibson, he presented in the name of the 
association, a Waltham grandfather clock to be delivered 
to the Gibsons’ home. 

J. Frank Newman acted as master of ceremonies. 

“Mac” McCafferty had the responsibility for the seat- 
ing arrangements and Miss Florence Kohn was in charge 
of the registrations, in which she was assisted by a dozen 
other young ladies. 

Representatives of the Bulova Watch Co. were genial 
hosts to a total of several thousand persons at a series of 
luncheons Monday, Tuesday and Wednesday noons, high 
up above Chicago in the Hotel Sherman’s popular “House 
on the Roof.” President John Ballard welcomed Bulova’s 
guests, and while the convention-goers were being served 
tasty food Mort Evans took the reins as master-of-cere- 
monies and a cast of entertainers drove dull care away. 

Walter J. Stein, 505 Fifth Ave., New York, who 
originated the camera used in photographing jewelry for 
identification purposes, was retained to photograph nearly 
everybody at the convention, in Walter Lampl’s booth, 
which was thronged from 9 A.M. Sunday to 5 P.M. 
Wednesday. It was estimated that he snapped perhaps 
80 per cent of those in attendance. 

Special congratulations were passed around to Richard 
Vanderwarker, who had just been made assistant manager 
of the Sherman Hotel. Van has been one of the smiling 
highlights of the NACJ convention for years, and all 
of his friends were pleased to hear of his promotion. 

Samuel Vandivert, Chicago, produced all photographs 
used herewith as illustrations, with the exception of the 
banquet and Ronson pictures. 
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WALTHAM WATCH CO., Waltham, 
Mass. (above) — With their slogan, 


“The First American Watchmakers.” 


—Showing an attractive assortment of 

new watches and clocks. Represented 

by E. Bagge, P. Moellenbrock, L. R. 
Olsson and J. L. Goode. 


ELGIN NATIONAL WATCH CO., El- 
gin, ii_—(right)—The center position 
in the grand ball room just down the 
steps from the exhibit hall—with T. 
Albert Potter, president, and smiling 
Howard Schaeffer, vice-president, re- 
newing acquaintances and making new 
friends. 


MARATHON 


PRODUCTS 


MARATHON CO., Attleboro, Mass. 
(above) — Featuring “Kiddie Kraft” 
jewelry and “Slidalite” lighter cases, 
compacts and cigarette cases. M. A. 
Gold and M. M. Forman in attendance. 


PARKER WATCH CO., New York 

(below)—Exhibiting the new Fall line 

of “Parker” watches ‘“curved-to-fit- 

the-wrist.” Louis Parker, Morris Alex- 

ander, A. Grodmane and B. Kline in 
attendance. 
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J. R. WOOD & SONS CO., Brook- 

lyn (above) —87 years of ring man- 

ufacturing was featured here. 

Richard Hunkin—‘Dick” to his 

thousands of friends — greeted 

everyone from the exhibit hall to 
1246. 


W. A. SHEAFFER PEN CO., Fort 

Madison, lowa. (below)—Featur- 

ing a special jewelry line of pens, 

pencils and desk sets. R. G. 

Bryant and G. F. Olson in at- 
tendance. 


L. C. SMITH & CORONA TYPE- 

WRITERS, INC., Syracuse, N. Y. 

(left) Featuring Corona portable 

typewriters. Represented by Joseph 

Mills, J. J. McCormack and Robert 
Taylor. 


LOUIS WATCH CO., New York 
(below) — “Timepieces That Sat- 
isfy”. Exhibiting new Fall line of 
Louis watches and attractive crea- 
tions in novelty watches. Repre- 
sented by Louis Friedman, Louis 
Frank and Maurice Handman. 











What Is A Jewelry Store? 



















































1929 
1930 
1931 
Pe UEY 
1933 
1934 
1935 
1936 
1937 
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The U. S. Government Says... . 


A business reporting more than 50 per cent of its total revenue 


from the retail sale of jewelry, watches, clocks and kindred 


merchandise. 


The Census Bureau tabulates jewelry store 


statistics in the Census of Retail Trade. 








SALES AND OPERATING DATA 


JEWELRY STORES 


REPAIR SHOPS 

















12,447 * Number 13,669 
11,096 Proprietors 13,799 
25,709 Employees 3,311 
$35,479,000 Pay Roll ** $2,900,000 
$81,586,000 Operating Expenses ? 

Ee ee | 
7 $218,540,000 Merchandise Sales $3,338,000 : 
| $14,053,000 Repair Charges $25,009,000 | 
| $2,300,000 Other Sources $103,000 | 
| $234,893,000 Total Business $28,450,000 | 


a Slightly less than the figure for total number of stores shown in “Analysis of Sales Volume” on the next page because 
this data is contained in an earlier published volume of the “Business Census.” 
** Does not include compensation for proprietors and firm members of unincorporated businesses. 








figures are tor 
sales 


GOING UP ! 


(Actual) 
( Est.) 
( Est.) 

( Est.) 
(Actual) 
( Est.) 
(Actual) 
( Est.) 

( Est.) 


jewelry stores 
shops or department 


$536,000,000 
$381 ,000,000 
$301 ,000,000 
TET Relelenelele 
$175,000,000 
$201 ,000,000 
$234,000,000 
$284,000,000 
$375,000,000 


only and do. not 


by repan stores.) 


—Above figures are based on the Census of Retail Busi- 
ness and the Census of Service Establishments for 1935, 
the latest year for which the U. S. Government has data 
on sales and operations of retail stores and repair shops. 

—Together, all of the 12,447 jewelry stores and the 
13,669 repair shops sold merchandise worth $221 ,878,000, 
of which the jewelry stores’ share was $218,540,000 and 
the repair shops’ share was $3,338,000. 

—Jewelry stores sold 65 times the dollar volume of 
merchandise sold by repair shops. 

—Out of all the jewelry store and repair establishments 
(26,147), 17,057 wrote less than $5,000 in business dur- 
ing the year. These small establishments numbered 4,452 
jewelry stores and 12,605 repair shops, and the latter in- 
cluded 92 per cent of all the repair shops in the country. 

—Ninety-five per cent of all the jewelry store sales was 
performed by 8,026 jewelry stores. 
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What Is A Repair Shop? 








The U. 5. Government Says... . 


A business reporting more than 50 per cent of its total revenue 


from the repair of jewelry, watches, clocks and other mer- 





chandise. The Census Bureau tabulates jewelry repair shop 


statistics in the Census of Service Establishments. 











‘ 
JEWELRY STORES REPAIR SHOPS 
Volume of Number of % of Total Sales % of Total Volume of Number of % of Total Receipts % of Total 
Sales Stores No. of Stores (add 000) Sales Receipts Shops No. of Shops) fadd 000) Receipts 
TOTALS 12,478 100.0 236,861 100.0 TOTALS 13,669 100.0 28,450 100.0 
i $100,000 $50,000 
‘ and over 365 2.9 79,140 33.4 and over 2 « x x 
$50,000 to 
$99,999 527 4.2 36,337 15.3 
$30,000 to $25,000 to 
$49,999 802 6.4 30,706 13.0 $49,999 25 2 818 2.9 
$20,000 to $15,000 to 
$29,999 1,034 8.3 24,996 10.6 $24,999 87 6 1,634 5.7 
$10,000 to $10,000 to 
$19,999 2,202 17.6 30,578 12.9 $14,999 147 1.1 1,755 6.2 P| 
; » | 
$5,000 to $5,000 to { 
$9,999 3,096 24.8 23,268 9.8 $9,999 803 5.9 5,291 18.6 fF 
Less than $3,000 to I 
$5,000 4,452 35.7 11,836 5.0 $4,999 1,584 11.6 5,898 20.7 if 
$1,000 to 
$2,999 5,979 43.7 10,150 35.7 if 
Less than 
$1,000 5,042 36.8 x x 
(x-—-Figures withheld to avoid disclosure.) 














—The lower chart on the left-hand page records ; 
jewelry store sales for the last eight years and predicts 8026 STORES HAVE 95% OF THE VOLUME 
a $375,000,000 volume for 1937. 

—Jewelry stores this year are expected to sell jewelry, 
silverware, watches, clocks and kindred merchandise val- 
ued at $350,000,000, not including repair and other 
receipts of $25,000,000. 

—Assuming the same rate of increase, repair shops will 
sell merchandise valued at $5,472,000, in addition to 
repair charges. 

—Thus, in 1937, jewelry stores, though outnumbered 
by repair shops, will sell more than 98 per cent of the 
combined dollar volume of merchandise estimated at 
$355,472,000 (not including service charges). And ap- 
proximately 8,000 jewelry stores will sell 95 per cent 
of that! 
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365 stores (2.975) do 33.4 per cent of the tota 
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892 stores 7A Je) do 48.7 per cent of the total 
1694 stores F13.5%1 do 61.7 per cent of the total volu ) 
2728 stores (21.8%) do 72.3 per cent of the jotal volu 
4930 stores (39.4%) do 85.2 per cent of the total volu 


8026 stores (64.2% } do 95.0 per cent of the total volu 
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Abolition of Term ‘Rebuilt Watches’ Urged of FTC at Hearing 
On N.W.J.A. Fair Trade Rules Proposals; Gem Terms Are Defined 


Outside Watchcase Markings 
Offered for Consumer's 


Protection 


W ASHINGTON—More | stringent — rules 
covering “rebuilt watches’ were urged 
before the Federal Trade Commission 
Sept. 3 by spokesmen for the National 
Wholesale Jewelers Association at a pub- 
lic hearing called to consider the proposed 
rules of fair trade practice for the whole- 
sale jewelry industry. 

A. Blustein, of Washington, said the 
practice of selling a repaired watch as 
“rebuilt” was “disgraceful” and suggested 
an amendment that would put such sales 
in the unfair trade practice category. 


“The term has no place in the 
industry,” declared C. A. Mealy, 
of the Forstner Chain Corp., Irving- 
ton, N. J. “The practice has grown 
up only the past two years to make 
a repaired watch sound better than 
it really is.” 


The industry is suffering through the 
use of the term, he said, adding that the 
rebuilding of watches by the trade just 
isn’t done. “They are really repaired,” 
he explained. 

The rules open for consideration at the 
hearing would permit the sale of either 
“secondhand” or “rebuilt” watches but 
the product would have to carry a tag 
identifying the watch as one or the other. 
Under Mr. Blustein’s proposal, the sale of 
“rebuilt” watches would be outlawed. 

FTC officials appeared sympathetic 
with the suggestion but pointed out that 
the door must be left open to permit the 
sale of “rebuilt” watches in instances 
where legitimate rebuilding and sale is 
found to exist. 

Asked about the stamping of watch 
cases as to quality, Mr. Mealy said he 
had never heard of any reputable watch 
case manufacturer who would object to 
stamping his product on the outside. He 
said that consumer protection could only 
be assured by such outside markings. 

Under group 2 of the rules, the indus- 
try “recommends” that watch cases be 
stamped “indelibly and legibly in some 
visible or easily accessible place” with the 
manufacturer’s name, trade mark and 
indication of quality. In response to a 
query from Judge George McCorkle, di- 
rector of the Trade Practice Conference, 
who conducted the session, Mr. Blustein 
testified that he saw no reason why the 
rule as now worded would prevent job- 





bers or retailers from stamping their 
names on the case. 

Mr. Mealy told the Commission that 
watch cases have never been so highly 
standardized or consumers so well pro- 
tected as they are today. “It would be a 
shame,” he said, “to allow any loopholes 
that would upset that record.” 

Referring to the provision which con- 
demns the use of the terms “perfect cut,” 
“perfectly cut,” “eye clean” and “commer- 
cially perfect,’ Leo Nathan, of S. Nathan 
& Co., New York City, expressed the view 
the provision “doesn’t go far enough.” 
From the customer standpoint, he as- 
serted, the evil is that the terms are in- 
definite and meaningless to the trade and 
vet to the average consumer they are 
packed with meaning. 

Mr. Nathan, who is vice-president of 
the Precious Stone Dealers Association, 
was asked by an FTC official if the defi- 
nition of “ruby” would ban the use of the 
term “spinel ruby,” a stone of lesser value 
than the oriental ruby. The witness and 
other spokesmen agreed that whereas a 
“spinel ruby” differs from an_ oriental 
ruby in composition, it would be best 
to identify “spinel rubies” as “red spinels” 
or “ruby spinels” to distinguish them 
properly from oriental rubies. 

John Schulman, attorney for the Pre- 
cious Stone Dealers Association, New 
York City, suggested the elimination of 
the term “precious stones” from Rule 11 
which describes “synthetic” stones and 
bans the practice of selling imitation gems 
as synthetic. It was agreed by all pres- 
ent that the term “precious stones” should 
be stricken and substituted with the words 
“natural stones” so that the rule would 
read: 


“Falsely applying the term ‘syn- 
thetic’ to stones other than those 
produced by artificial means and 
having approximately the same 
chemical, physical and optical char- 
acteristics as genuine (namely, natu- 
ral stones) with the tendency, ca- 
pacity or effect of misleading or 
deceiving purchasers, prospective 
purchasers or the consuming public, 
is an unfair trade practice.” 


Because of the addition, also, of the 
words “chemical, physical and optical’ it 
was pointed out by officials that Rule B, 
covering specifications necessary for a 
stone to qualify as “synthetic,” would 
probably be dropped from the rules. 

Mr. Schulman also recommended that 
the provision banning false invoices be 
broadened to specifically protect “the 
seller.” The provision, as submitted for 
the industry’s views, refers to “pur- 
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chasers, prospective purchasers or the . 


consuming public,’ but Mr. Schulman in- 
dicated that occasionally a false invoice 
has been shown to a seller as a means of 
injuring a competitor. He urged the 
change on the ground that “it is just as 
bad to deceive the seller as it is the pur- 
chaser.” 

The witness told the Commission that 
he was not referring to the practice of 
verbally telling a seller that a competitor 
has quoted a certain lower price. He 
defended that practice but said his oppo- 
sition was directed at displaying a false 
invoice in an effort to get lower prices. 
Mr. Blustein said the industry had no 
objection to the suggested change. The 
practice has been known to occur, he said. 





JACOB HAHN, JR. 


Cuicaco—Jacob Hahn, Jr., died Sept. 4 
at his home, 6012 S. Mozart St., after an 
illness of more than six years, five of 
which he was confined to his home. 

Mr. Hahn, who was born Oct. 2, 1868, 
spent his entire life in the jewelry busi- 
ness. He learned the lapidary trade from 
his father, Jacob Hahn, and later learned 
the manufacturing jewelry business, be- 
ing associated with S. Buchsbaum Co. 
and Juergens & Andersen Co. 

He established his own lapidary busi- 
ness about 16 years ago and was one 
of the first cutters of fancy watch crys- 
tals. The crystal cutting business has 
been continued by his son, Wallace, at 
5 S. Wabash Ave. He is also survived 
by his widow, Mathilda, and_ three 
daughters, Mrs. Edna C raham, for many 
years associated with The Jewelers’ Cir- 
cular, Mrs. Helen Nyberg and Mrs. Vir- 
ginia Templeman. 


ROY & MOLIN CELEBRATES 


PorRTLAND, OrE.—Roy & Molin, Inc., 
jewelers, who grew from the original two 
partners, Dr. Albert E. Roy and Albert 
W. Molin, to an organization of 19 mem- 
bers, celebrated its 25th anniversary, 
Sept. 16, with an open house party, at its 
store, 316 S. W. Alder St. The firm 
recently completed another addition to 
provide room for an enlarged silver de- 
partment, which now gives it 2,500 square 
feet of floor space. 





CHARLES G. WOCK 


DoLcEVILLE, N. Y.—Charles G. Wock, 
76, a jeweler for 54 years at Fort Plain, 
Oneida, Hamilton, Little Falls, and since 
1910 at this place, died here, Aug. 27, after 
a week’s illness. 
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Bandits Slay Policeman, but Flee from Refinery 
Minus Gold; Benrus Watch Co, Payroll Robbed 


Thugs who violated Manhattan police’s 
traditional law which bars any known 
crook from the downtown jewelry district, 
killed Patrolman John Wilson in a gun- 
play in the offices of the Louis Rudisch 
Refining Co., on the second floor at 65 
Nassau St., Wednesday morning, Sept. 22, 
when they were interrupted in the midst 
of a hold-up by Wilson. 

The patrolman, who was doing strike 
patrol duty on the crowded street in front 
of the refinery, learned of the hold-up by 
the frantic calls of Max Satz, father-in- 
law of Mr. Rudisch, who escaped un- 
noticed from the offices and took the 
elevator to the roof to shout for help. 

Despite the warning that there were 
three bandits, all armed, Wilson dashed 
upstairs. He was slugged, but from a 
prone position he fired at one of the 
thugs who had two revolvers in his hands 
and is believed to have fired ten shots 
at the policeman. Four bullets entered his 
vital organs and Wilson died seven hours 
later without regaining consciousness. 

The trio fled on foot without any loot, 
leaving Rudisch and Abraham Kever, a 
worker, bound with picture wire. Detec- 
tives found a number of clues which may 
lead to a break in the investigation. 


$8,600 Benrus Payroll Robbed 


The payroll of the Benrus Watch Co., 
amounting to $8,600, which was being 
brought from a bank to the factory at 200 
Hudson St., Manhattan, was taken at the 
point of revolvers by two bandits who 
hopped aboard the taxi in which Henry 
Margolin, a Benrus clerk, was riding, 
Friday afternoon, Sept. 24. The two 
young bandits who appeared to be of 
foreign extracticn, had apparently been 
following the taxi and boarded it when 
it was forced to stop for a traffic light. 
With both the taxi driver and the clerk 
covered one of the thugs got behind the 
wheel and drove some distance, and then 
left after giving warning that they weren’t 
to be followed. 





Brooklyn Safe Crackers Get $9,000 


Taking advantage of Labor Day and 
the Jewish holiday which followed, yeggs 
cut their way through the ceiling of the 
store of Gramercy Jewelers, Inc., 94 Flat- 
bush Ave., Brooklyn, and robbed the store 
of merchandise estimated by Morris 
Schaeffer, proprietor, to have been worth 
more than $9,000. Insurance covers the 
loss. The theft was committed some- 
time between the closing of the store at 
midnight on Saturday, Sept. 4, and late 
the following Tuesday afternoon when 
the discovery was made. Most of the 
valuables came from two large wall 
safes which were ripped open. 





Beats Attacker to Death 


Los ANGELES, CALIF.—One of the two 
thugs who held him up and robbed his 
downtown jewelry shop was beaten to 
death with a pistol butt by Peter Borisoff, 
48, jeweler, Aug. 28. Managing to free 
his hands which had been taped by the 
robbers, Mr. Borisoff grabbed a revolver 
and gave chase. When he shot after the 
robbers they dropped to the sidewalk and 
fired back. The jeweler grappled with 
one of them, identified as George Moul- 
ton, a transient, and beat him over the 
head with the pistol until he dropped 
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dead. Police captured his companion and 
recovered the loot, which consisted of cash 
and a hatful of jewelry. 


Escaped Convict Confesses $5,000 Haul 


Rock IsLanp, ILL.—Merchandise valued 
at about $5,000 has been recovered by 
Rock Island County police and identified 
as that taken in the robbery of the Ratt- 
ner Jewelry store, here, May 26. Ralph 
Cassidy, alias Ralph Webster, who is said 
to have confessed to the robbery, has been 
returned to Fort Madison, IIl., to serve 
a prison term. He had escaped from a 
prison guard while on a trip to attend his 
father’s funeral. On his return to prison 
he told of selling the 215 stolen pieces of 
jewelry in Cleveland, Ohio, for $1,100. 
He and two accomplices were appre- 
hended in Indianapolis while they were 
planning to execute another robbery. A 
woman, who posed as Cassidy’s wife has 
been indicted on a charge of robbery with 
a dangerous weapon, as a result of the 
robbery. 





——— 


Youth, 21, Admits 30 “Jobs” 


PittsBuRGH—Held here without bail is 
a young man who admitted having vic- 
timized 30 to 40 jewelers in the Pitts- 
burgh district during the past few weeks, 
and who turned over 35 pawn tickets, 
through which most of the loot was re- 
covered. His method, according to de- 
tectives, was to walk into a jewelry store 
and ask to look at some diamond engage- 
ment and wedding rings. While the clerk 
watched, he idly fingered the rings in a 
tray, expertly flipping one into the palm 
of his hand with his little finger. Some- 
times he got away with two or three 
rings at a time. 


$1,200 Loss in Toledo 


ToLepo, On10o—Three gunmen held up 
four persons in the Orville V. Holder 
jewelry store, 216 Main St., here, Sept. 
14, and escaped with $200 in cash and 
$1,000 worth of jewelry. Mr. Holder 
and G. C. Leussler, Detroit jewelry sales- 
man, who were conversing when the 
robbers entered, were locked in a lava- 
tory with two employees. That night Al- 
bert L. Goudvis, member of the Goudvis 
Jewelry Co., New York City, was robbed 
of a handbag containing two rings valued 
at $200. 





Accuse Man of 100 Burglaries 


Santa ANA, CALIF.—Neal L. Sargent, 
34, Los Angeles, assertedly caught in the 
act of burglarizing a Santa Ana jewelry 
store, Sept. 2, was held in $20,000 bail 
pending the filing of charges on Sept. 10. 
Sargent is said to be wanted in a dozen 
cities for 100 burglaries in which he is 
supposed to have netted $50,000 to $60,- 
000. He is said to be an ex-convict. 
Others of his gang are being sought. 





Store Employee Sentenced for Theft 


INDIANAPOLIS, IND.—A sentence of from 
one to ten years in state prison was meted 
out to a former employee of the Miller 
Jewelry Co., Inc., this city, when he 
pleaded guilty to a charge of grand 
larceny before Judge Frank P. Baker in 
Marion County Criminal Court, on Aug. 
30. Although the value of jewelry miss- 
ing from the store amounted to several 
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Imitation Stones and Low Priced 
Jewelry May Be Among Tariff 
Concessions to Czechs 


WASHINGTON — The State Department, 
through its Committee for Reciprocity In- 
formation, has made public the list of 
products on which it is considering grant- 
ing tariff concessions to Czechoslovakia. 
Included are several classifications of 
low-priced jewelry. 

The committee has announced that 
views on the Department’s action may be 
submitted in writing before Oct. 11. Sup- 
plemental oral statements will be heard at 
a public hearing called for Oct. 25 in 
Washington. 

Among the items listed include: 

Imitation precious and semi-precious 
stones, not cut or faceted, on which the 
present duty is 60 per cent; Tariff Com- 
mission figures show U. S. imports in 
this category from Czechoslovakia were 
valued at $16,454 in 1936. 

Imitation precious and semi-precious 
stones, cut or faceted, or synthetic stones 
on which the existing rate of duty is 20 
per cent; imports were valued at $1,890 
in 1936. 

Other imitation stones, cut or faceted, 
on which the duty is 20 per cent; im- 
ports in 1936 were valued at $981,476. 

Imitation of opaque precious or semi- 
precious stones, with flat backs and tops, 
cut and polished but not faceted, present 
duty, 60 per cent; imports were valued at 
$12,286 in 1936. 

Jewelry and metal articles classified as 
chains, n.e.s.; collar, cuff and dress but- 
tons, and like articles, valued over 20 
cents but not over $5 per dozen, and made 
of metal other than gold or platinum; 
present duty, 110 per cent. Imports were 
valued at $5,730 for the six-month period 
ending Dec. 31, 1936. 

Beads, spangles, and bugles, dutiable 
at 35 per cent; imports in 1936 were 
valued at $186,033. 

Beaded hand bags, present duty 60 per 
cent; 1936 imports valued at $634,238. 

Beads in imitation of precious or semi- 
precious stones, dutiable at 45 per cent; 
imports in 1936 valued at $36,944. 

Other items on which tariff concessions 
are being considered but which were im- 
ported from Czechoslovakia in 1936 in 
negligible quantities, or not at all, in- 
clude: Cigarette cases, cigar and cigarette 
lighters, compacts, powder and vanity 
cases, mesh bags; present duty 110 per 
cent. Concessions being considered apply 
only to these articles which are made of 
other than gold or platinum metals. 

All the import figures cited above apply 
to Czechoslovakia and cover the 1936 
figures. 

The State Department’s announcement 
pointed out, however, that the concessions 
to be considered may cover all the items 
or may apply only to specific types of 
commodities. “Some of the products ap- 
pearing on this list,” the Department said, 
“may not be the subject of any conces- 
sion under the terms of the agreement, 
and the rates on these items which are 
finally included in the agreement may or 
may not be changed.” 








thousand dollars, the man was charged 
with filching jewelry valued at $885. He 
stated that he pawned the loot to pay 
gambling debts, which charge started a 
grand jury investigation of gambling 
rackets. 
































The All-Purpose Wrist Watch 
and Chronograph 
for Technical and Every Day Wear 





MULTI-CHRON translates speed 


into time and time into speed. 








Two Button or One Button Models 
WATCH - TIMER - CHRONOGRAPH 
Also TACHOMETER (Red inside Dial) 


IDEAL FOR AVIATORS - RADIO 
MEN - ORCHESTRA LEADERS - 
CHEMISTS - LABORATORY TECH- 
NICIANS - TIME STUDY WORK - 
ALL SPORTS TIMING 


@ NO OTHER TIME-TELLING DEVICE 
CAN EQUAL MULTI-CHRON—made 
by the world's foremost timing crafts- 
men. A splendid item for profit! 





Jules Racine & Co., 20 West 47th St. 
New York City 


Please send all information on 
MULTI-CHRON. No obligation to us. 
RDI 2 ss Kec one us a veut eke 
ADDRESS .. 


Lo sa mneneenen a 








PHILADELPHIA — Pennsylvania jewelers 
are concerned and worried over whether 
two laws which were among the “must” 
legislation passed by Pennsylvania’s 
Democratic Legislature will restrict and 
hamper employment during the pre- 
Christmas season, when jewelers cus- 
tomarily work longer hours than at other 
times of the year. 

One of the Acts, numbered 567, regu- 
lates the working hours of both men and 
women. It was signed by Goy. Earle on 
July 2, and becomes effective Dec. 1— 
just in time to catch the jewelers’ rush 
season. The other act, number 322, regu- 
lates the hours of women’s labor and be- 
came effective Sept. 1. Both acts set up 
a maximum work week of 44 hours. 

“The State Labor Board conducts hear- 
‘ngs on the new laws from time to time 
at Harrisburg,” said Wilford Jordan, of 
the Philadelphia Chamber of Commerce. 
“T have attended a number of recent hear- 
ings but have heard no one speak for the 
jewelers. I would suggest that as many 
representative jewelers as possible request 
a hearing to state their claims for excep- 
tion for peak periods such as Christmas 
and Easter.” 


Pennsylvania Retailers Puzzled About Working Hours of Clerks 
During Peak Periods Under New 44-Hour Law; May Get Exception 


The same advice was given by the 
Philadelphia office of the State Depart- 
ment of Labor. 

Wilson A. Streeter, president of Bailey, 
Banks & Biddle Co., Inc., voiced the 
opinion that the Department of Labor and 
Industry doesn’t know yet what it is go- 
ing to do but predicted that his firm would 
probably stagger the hours of employment 
during December. 

Philip Kind, of S. Kind & Sons, Inc., 
said: 

“Our present hours are 42 hours a week. 
If our Christmas hours are extended 
there is no doubt that we will stagger 
our help if we keep open until 6 p. m. 
There is a possibility that these restric- 
tions will be modified, but if they stand as 
they do now we will have our men come 
in at staggered hours each day.” 

L. H. Yarnall, advertising manager of 
J. E. Caldwell & Co., Inc., said that firm 
operates on a 42-hour week, but thought 
that the Chamber of Commerce and the 
Chestnut Street Business Men’s Associa- 
tion, among others, could procure exemp- 
tions. 








Watchmakers’ Strikes in 5 New York 
Factories Near Settlement 


Conferences which have continued for 
five weeks between watchmakers em- 
ployed in five New York assembly fac- 
tories give promise of an early accord, as 
counsels to both parties reveal that con- 
cessions are being made, which should 
soon return approximately 50 workers to 
their benches. 

Union clerical staff members joined 
watchmakers who walked out at the Ol- 
lendorff Watch Co., 20 W. 47th St., on 
Aug. 24. Watchmakers at the L. Adels 
Co., 64 W. 48th St., struck the same day. 
Other firms affected by strikes which were 
called Sept. 20 were Aisenstein-Woronock 
& Sons, Inc., 630 Fifth Ave.; the Parker 
Watch Co., 580 Fifth Ave., and the Evkob 
Watch Co., 49 Maiden Lane. 

The employers, as members of the 
American Watch Assemblers Association, 
are said to be ready to grant a 40-hour 
week and time-and-one-third for over- 
time; allow holidays and give pay in- 
creases. It is on the demands of the 
Watch and Watch Case Workers, Local 
47, C.1.0., which is representing the 
strikers, that the union be granted a con- 
tract to arbitrate for the workers and 
have the privilege of reviewing charges, 
that the settlement of the strike hinges, 
according to Samuel Blumberg, legal 
counsel to the assemblers association. 





Montgomery to General Shaver 


Frank S. Montgomery has been named 
advertising manager of General Shaver 
Corp., a division of Remington Rand, Inc., 
according to announcement made by E. R. 
Gray, acting manager of domestic sales 
for that company. Mr. Montgomery 
formerly was advertising manager of the 
Bryant Electric Co. 





In the September issue of this journal 
a news item made it appear that Edward 
P. Heath represents R. Wallace & Sons 
Mfg. Co. in the South. This-is not true. 
The Wallace representative is Harry 
Haywood, whose name was also men- 
tioned in the item. 
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IRA A. VAN VALKENBURGH 


Cuicaco.—Ira A. Van Valkenburgh, 46, 
who owned a jewelry store at 3148 S. 
State St., here, died suddenly, Sept. 10, of 
a heart attack in his apartment. He is 
survived by his father, Paul Van Valken- 
burgh, with whom he lived at 6742 S. 
Halsted St., and three children. 











‘‘1 FLEW TO 
CHICAGO 
Just to buy this 
book’’ 


said a gentleman who rushed into our 
booth at the show. 


Just an example of the ovation 
accorded the year's most power- 
ful and outstanding selling force 
... the TWO-PURPOSE De Luxe 
Catalog! 


Write or wire for reservation for 
your city and samples of many 
other sure-fire Christmas mailing 
pieces. 


JEWELERS' ADVERTISING SERVICE DIV. 


WIESEN-HART 


May & Monroe Sts. CINCINNATI 








THE JEWELERS’ CIRCULAR-KEYSTONE 
for October, 1937 

















{linois and California Are No. 4 and 5 States for 
Hamilton Watch Co. Price Control Contracts 


LANCASTER, Pa.—Moving rapidly to 
protect all of its retail outlets against 
price cutters’ depredations, the Hamilton 
Watch Co., whose system of “controlled 
distribution” already had pioneered in 
price maintenance, on Sept. 27 fixed 
resale prices on its watches in Illinois. 

L. F. Halligan, director of sales re- 
search, was in Chicago during the fourth 





be revised to conform to the various 
Fair Trade Acts. 


“We have been getting a lot of 
mail from retail jewelers, applaud- 
ing our forthright action in imme- 
diately availing ourselves of the 
benefits of the Tydings-Miller Law.” 


Hamilton’s price control is achieved 





This Agreement, macic this 


WHEREAS, Distributor is a wholesale jeweler engaged as such 
in the distribution in the State of CALIFORNIA, of various 
commodities produced by Hamilton Watch Company of Lancas- 
ter, Pennsylvania, which are advertised, offered and sold by it 
bearing trade-marks, names and brands which are at all times the 
property of Hamilton Watch Company, and which commodities 
are sold in fair and open competition with other commodities of 
the same general class; and 

WHEREAS, Retailer is engaged in the retail sale within the 
said state of commodities produced and sold by Hamilton Watch 
Company under and bearing its names, brands and trade-marks 
ang as well in the retail sale of other commodities of the same 
general class in open and fair competition with the products of 
Hamilton Watch Company; and 

WHEREAS, pursuant to the provisions of the Interstate 
Commerce Act as amended by the Tydings-Miller Law and the 

rovisions of the Fair Trade Act of said state, Distributor and 
Fiosniieen Watch Company as producer and owner of the names, 
brands and trade-marks under which its products. are sold, have 
entered into written agreement whereby Distributor has agreed 
not to sell the products of said Hamilton Watch Company except 
at prices stipulated by said Hamilton Watch Company; and 

WHEREAS, Distributor desires to sell to Retailer and Retailer 
desires to buy and resell to the purchasing public within the said 
state, the products of Hamilton Watch Company subject to the 
provisions of the Fair Trade Act of said state, and the contract 
made in accordance therewith by Hamilton Watch Company and 
Distributor; 

NOW THEREFORE, in consideration of the premises and in 
anticipation of the mutual benefit reasonably to be anticipated, 
the parties hereto do reciprocally agree each with the other as 
follows: 

1. Retailer will not within the said state advertise, offer for sale 
in any manner, or sell any products of Hamilton Watch Company 
at less than the minimum or “ advertised” consumer prices then 
in effect, as established from time to time by Hamilton Watch 
Company. The prices set forth in the attached “Retail Jeweler 
Price List,” which is hereby made a part of this contract, shall be 
the prices stipulated by Hamilton Watch Company until such 
time as changes therein are made by Hamilton Watch Company, 
of which Retailer shall be promptly notified. 

2. The sale of products of Hamilton Watch Company in the 
said state under any of the following conditions shall be deemed a 
‘sale by Retailer at prices less than the minimum prices in effect 
under this contract and shall constitute a breach of the contract: 


written. 





Distributor-Retailer Contract 


Controlling the Sale of HAMILTON WATCHES under the 
FAIR TRADE ACT of the State of California 
and the TYDINGS-MILLER LAW 


bene setsthabcneisadancerannuad day of. dhsedibkhcnseecccetaccocmenaee 
IR ie ckrcnndedaensenndipidccccereccancseacssdcduncesmecsausetere ivascnesncntusnsadeuandaucaaesscasanncnsins 
as I IN IN ooo on cisitacctaniesuantucdideacndsekecancchndatcdennssiucacecweusduineauuaeceiedanaiar 
WR vp ce cunalyces cundiwien share ce doruvkes deh yeaisacenradaenbeteekenskebscsueabarebennd . hereinafter called Retailer, 
Bitnesseth: 


IN WITNESS WHEREOF, the parties hereto have caused this contract to be duly executed by their 
authorized agents, whose authority to bind their respective principals is admitted, the day and year first above 


(a) A sale of products of Hamilton Watch Company in 
combination with any other commodity at a price for the 
combination which is less than the price then in effect for the 
products of Hamilton Watch Company, plus the cost to 
Retailer of such other o jity and a ble profit 
thereon. 








(b) The giving by Retailer of any article of value in con- 
nection with the sale of products of Hamilton Watch Com- 
pany 


(c) The giving by Retailer of coupons, certificates, scrip, 
or “trading stamps” having a cash value or a redemption 
value in merchandise, in connection with the sale of products 
of Hamilton Watch Company. 


(d) The making by Retailer of a “trade-in” allowance in 
connection with the sale of products of Hamilton Watch 
Company which ts in excess of che actual cash salvage value 
of the watch or other article offered in trade by the buyer. 


(e) The changing or altering by Retailer of any product of 
Hamilton Watch Company in such a way as to change or 
alter its intrinsic value to the buyer, without full authoriza- 
tion for such change or alteration from Hamilton Watch 
Company. 


3. Retailer agrees that any breach by it of any provision of 
this agreement will damage Distributor and Hamilton Watch 
Company; and further agrees that such damag: cannot be ade- 
quately compensated in money damages and entitles Distributor 
and/or Hamilton Watch Company to injunctive relief against 
Retailer. 


4. The products of Himilron Watch Company may be sold by 
Retailer without reference to this contract in the following cases: 


(a) In.closing out Retailer's stock of products of Hamilton 
Watch Company for the purpose of discontinuing their sale. 


(b) When the goods are damaged or deteriorated in qual- 
ity, and explicit notice thereof is given co th: public. 


(c) By any officer acting under the orders of any court 
5. This contract unless renewed by mutual agreement shall 


expire December 31, 1940, but may be cancelled by either party 
upon thirty (30) days notice in writing to the other party. 








week last month, to present the Fair 
Trade operation to Hamilton Watch Co.’s 
Midwest wholesalers and to execute the 
Illinois contracts. 

Contracts controlling the resale of 
Hamilton watches were also in effect in 
New York State, New Jersey and Penn- 
sylvania before the month ended, and the 
next state was to be California, where 
Hamilton contracts were to be operating 
under the Fair Trade Act of that state 
the first week in October. 

Outlining the company’s determination 
to enter into contracts in the 42 states in 
which Fair Trade laws are effective, Mr. 
Halligan said: 


“As rapidly as possible, we will 
proceed from state to state without 
a break, issuing contracts which will 
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through a double set of contracts. The 
first set of contracts is between the manu- 
facturer and wholesale distributors. 

The contract which the retail jeweler 
signs is between himself and the whole- 
sale distributor from whom he buys. A 
copy of the revised distributor-retailer 
contract (for use in California but es- 
sentially the same as the Hamilton con- 
tracts now in operation in other states) 
is reproduced herewith. 


The contracts lawfully bind all retail- 


ers in states where contracts are in oper- 
ation, and restrain all retailers from 
advertising or selling Hamilton watches 
below the minimum or “advertised” con- 
sumer prices as established by the com- 
pany, whether or not every retailer has 
signed a contract. 
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What Price-Controlled Items Do 
You Want? Ohio R.J.A. Inquires 


CincinnatTI, O.—One of the most direct 
steps by any jewelry trade association 
since the Miller-Tydings Act was signed 
Aug. 17 was that taken recently by the 
Ohio Retail Jewelers Association when 
it launched a survey of retail jewelers to 
determine which trade-marked lines they 
desire to see protected under the pro- 
visions of the new law. 

Ohio jewelers were asked to list all 
products they want sold on controlled re- 
sale prices and forward them to Henry 
W. von Unruh, president of the O.R.J.A., 
932 E. McMillan St., this city. Mr. von 
Unruh is also chairman of the Fair Trade 
Bill committee of A.N.R.J.A. and has 
been actively engaged in enrolling senti- 
ment for price-maintenance. 

The new law affords the manufacturer 
the privilege of contracting with his dis- 
tributors in all states having individual 
fair trade legislation to uphold the estab- 
lished resale price of his product. 


JULY IMPORTS 


Article Number Value 

Watches and watch 

movements ....... 242,508 $660,483 
Wet IN See ccc a ceded 94,366 
Clocks and clock 

movements ....... 1,198 5,705 
Clse® pas... 6000: cates 6,148 
Diamonds 

Rough, uncut ..... 2,414 cts. 299,642 

errr 54,953 cts. 2,667,103 
WON s oes sc daneseces eae 64,385 


Other precious and 
semi-precious stones: 


Rough, uncut ..... eats As. 8,859 

ee 273,743 
Imitation stones ex- 

cept opaque ...... Sc aamat 225,975 
Imitation opaque a eaaeed 2,325 
Sterling tableware .. ...... 22,254 
Gold and _ platinum 

jewelry and parts.. ...... 20,350 


PLATINUM STEADY 


The platinum price remained un- 
changed through the month of September 
at $51 an ounce, the price quoted on Sep- 
tember 24. The quotations of that day 
were as follows: 


Platinum ....... ee ee ee $51.00 
Containing 5% iridium ...............- 53.50 
Containing 10% iridium ..............- 36.00 
WO 5 0:66 eecannccdascaedcdadentees 100.00 
WOM” divaceddacdeesusaaotaweweas 25.00 


SILVER BARS 


New York London 
Official Spot 
Sestembenw 3 2 2ccesc 44%4¢ 19 13/16d 
September 10 ........ 44%4¢ 19 15/16d 
September 17 ........ 44u%¢ 20d 
September 24 ........ 44%¢ 19 15/16d 


SPUR CLIPS PATENTED 


The Holland Jewelry Co. of San Angelo, 
Tex., has received a patent on the popular 
spur clip tie clasp which it has been manu- 
facturing during the last 18 months. The 
spur business has reached such magnitude 
that the manufacturing end of the Holland 
Jewelry Co. is about as important as the 
retail end, and further expansion is now 
contemplated. 





W. N. Johnston, Farrell, Pa., retail 
jeweler, who underwent a major opera- 
tion July 28, expects to return to his store 
by Oct. 15. 


ta AUR agndnnn ie elaga ae 
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----- AND THE 
COMING 


AC and DC 


@ Schick Shaver advertising and sales- 
promotional plans are going full speed 
ahead. Demand is increasing from 
every State in the Union and all indica- 
tions point to the most successful Fall 


season we have ever known. 


The quality of the Schick Shaver— its 
quick, close shaving —has established a 
leadership in the public mind that must 
be translated into sales. 


START NOW 


It is not too soon to establish the foun- 
dations for a record regular and gift 
business on Schick Shavers. Your part is 
to use the display material we provide, 


GIFT 
SEASON 





show the Schick Shaver prominently in 
your store and windows, advertise lo- 
cally and let the world know that in 
your locality you are the authorized 
dealer for the finest shaving instrument 
the world has ever seen. 


iT 1S A BIG MARKET 


There are about 40,000,000 male 
shavers in the United States. Every day 
a number of boys arrive at the shaving 
age. The vast market has barely been 
scratched. So that there is a large profit 
to be made by the man who sees this 
opportunity and does his utmost to capi- 
talize it. If you need further information 
or sales helps, write to us. 


SCHICK DRY SHAVER, INC., STAMFORD, CONN. Western Distributor: Edises, Inc., San Francisco. 
In Canada: Henry Birks & Sons, Ltd., and other leading stores. 





Standard Schick Shaver, $15 


RETAIL PRICES 
De Luxe Schick Shaver (shown above), $16.50 





Travelers’ set—110-volt and 32-volt—two shavers with one shearing head, $25 


Told cont Wad. 














Canadian Jewelers at Toronto Show 
Expect Best Trade in 20 Years 


Toronto, CANADA.—The jewelry busi- 
ness is thriving, men are wearing jeweled 
tie-pins and everything from teapots to 
earrings is more ornate and luxurious 
than it has been for 30 years, according to 
those who attended the annual fair of the 
Canadian Jewelers’ Association at the 
Royal York Hotel. 

The riches which will deck the Domin- 
ion’s homes and people this winter were 
spread through 102 display rooms of man- 
ufacturers and importers on two of the 
floors, and were guarded by almost as 
many private detectives as there were 
rooms. The displays were valued some- 
where around $500,000 although one dis- 
play of pearls alone was claimed by the 
exhibitor to represent that sum at retail. 

Elegance not seen since the end of the 
Victorian era was represented in the dis- 
plays. Silver tableware, hollow and flat, 
and glass and jewelry all went in for 
delicacy of craftsmanship, detail and 
richness of design. Your flatware may 
be very ornate, or very simple with 
touches of very fine workmanship. The 
hollow-ware tended to the period, with 
Shefheld reproductions at the peak, and 
whether it is a vase or a ring you buy, 
it should look like something none but a 
Cellini would be satisfied with. 

Jewelers would not estimate exactly 
what increase in business they expect this 
winter, but they declared they looked 
forward to the best in 20 years. The big 
movement, they said, was in the better- 
class goods, the family heirloom type of 
business whether in precious stones or 
household silver. 





A.N.R.J.A. Decides to Join Up With 
American Retail Federation 


Decision to accept the invitation of the 
American Retail Federation that the 
American National Retail Jewelers As- 
sociation become a member was taken by 
the executive committee of the A.N.RJ.A., 
after the close of the recent convention in 
New York City. 

The decision was made in the belief 
that the federation is in position to con- 
duct statistical research and analysis of 
great value to retail jewelers, and to rep- 
resent all retailers’ viewpoints on mat- 
ters of legislative importance, Charles T. 
Evans, secretary, explained. 

Mr. Evans said: “The action will not 
in any way lessen the activity of the 
association in its relations to the Retail- 
ers’ National Council, in which it has 
held membership since the organization 
of the council in 1922.” 





American Gem Society Awards Ten 
Registered Jeweler Titles 


Los ANGELES—Ten retail jewelers in 
five states recently won the title of Regis- 
tered Jeweler after passing examinations, 
the American Gem Society announced. 

They are: Clarence Miller of W. B. 
Wilcox Co., Inc., Utica, N. Y.; Charles 
Childs of Van Heusen, Charles Co., Inc., 
Albany, N. Y.; Oscar Kind, Jr., of S. 
Kind & Sons, Inc., Philadelphia; John Pe- 
terson, Needham, Mass.; D. E. Pamp, 
Princeton, IIl.; Samuel J. Tyack of Shreve, 
Crump & Low Co., Inc., Boston, Mass. ; 
Ella J. Bird of A. Stowell & Co., Inc., 
Boston, Mass., and Edward F. Wright, 
Clarence E. Knorpp and Leslie J. Chap- 
man of Wright, Kay & Co., Inc., Detroit. 
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Jewelry Sales 11.3% Higher During August 
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c Sales reported ~ 
Number Percentage change Thousands of dollars 
of firms From From s 
report- Aug., July, Aug., Aug., July, 
Regions and States ing 1936 1937 1937 1936 1937 
East North Central...... 262 +10.0 -— 3.2 732.0 665.7 755.9 
OS a SE 82 + 8.1 + 0.1 223.7 206.9 223.5 
Indiana ...-eeeeeseeees 34 +11.1 — 7.0 98.4 88.6 105.8 
Qhi0 .cccccccecccccces 85 4-11.0 — 6.8 284.2 256.0 304.8 
Wisconsin ....+--++e4- 61 +10.1 + 3.2 125.7 114.2 121.8 
West North Central..... 139 +10.0 — 0.5 279.4 254.1 280.7 
Towa ..ceees 45 + 5.8 + 1.3 61.6 58.2 60.8 
Kansas .... aaa ae + 7.2 a 53.8 50.2 55.2 | 
Missouri 39 +16.4 + 0.3 138.9 119.3 138.5 
Nebraska .. 22 — 4.9 — 4,2 25.1 26.4 26.2 
West South Central..... 82 +26.7 — 0.6 219.8 173.5 221.2 
AYKRMBES 2. cccccccccce 12 +39.3 + 4.3 24.1 17.3 23.1 
Oklahoma ....-ceceees 21 +29.1 —14.4 22.6 17.5 26.4 
TORAS cccccccccccccece 49 +24.8 + 0.8 173.1 138.7 171.7 
MERE ca canaccornekas 33 — ¢.4 + 5.7 15.6 80.8 115 We will gladly send you samples 
BOPREO nw cccccceccccs — 8. + 7.4 52.1 4 oe : 
oa MAME s cctsednes 4 +13.3 + 71 13.6 12.0 12.7 of our advertising ideas as men- 
Wyoming ...c.ccccee: 6 —14.7 — 3.9 9.9 11.6 10.3 tioned below without charge or ob- 
nN tt, errr rer ‘Se. 515 +11.3 — 1.7 1306.8 1174.1 1329.3 ligation on your part. 
City of Chicago......... 27 + 6.3 +10.6 94.7 89.1 85.6 
City of St. Louis eocceseoe 13 +22.6 — 5.8 63.5 51.8 67.4 : C A T 0 L 0 G S 
WESTERN AND SOUTHERN JEWELERS! 





Jewelry sales data for the Pacific Coast and Mountain states of California, 
Washington, Oregon, Nevada, Idaho, Montana, Utah and Arizona and the 
southern states of Alabama, Georgia and South Carolina are now being 
gathered, tabulated and released by the Department of Commerce. The 
jewelry stores in these states, added to the 14 states formerly covered, repre- 
sent about half the total in the nation. Sales information from each store 
is held in the strictest confidence and is not made available to individuals or 
to any other Government agency. Figures are so combined that in no way 
can the sales volume of any one firm be ascertained by a competitor. 
JEWELERS’ CIRCULAR-KEYSTONE endorses the program, and hopes that every 
jeweler will fill in and return the Department of Commerce data cards so 
that the trade’s trend, month to month, can be accurately charted. 


16 page catalog featuring 
nationally advertised 
merchandise; priced from ° 
1344c each to 4c each de- 
pending on the quantity. 


* 























M O R E Ss A L ES TEXAS JEWELERS PLAN Mailing pieces for pros- 
FOR SUNDIAL IN MEMORY OF pective as well as active 
SCHOOL BLAST VICTIMS ; 
XMAS and paid-up accounts. 
ised 
WITH TyLer, Tex.—The 284 young lives Cleverly merchand 


and smartly designed. 


NEWSPAPER ADS 


A series of 12 newspaper 
ads, all 2 columns wide 
at $12.50 for the 12 ads. 
Smart layouts, compelling 
copy, novel credit cuts. 


which were lost when the New London, 
as MIRROR Tex., school was destroyed by an ex- 
plosion last March, will be memorialized 

DIS- in a sundial to be erected by the Texas 

i ” 
y PLAYS 


Retail Jewelers Association, R. J. Slagle, 
president, disclosed to the East Texas Re- 
1 
TESTS PROVE PROFITS GO UP 
“SELLING WITH MIRRORS” 


tail Jewelers, at the first annual banquet 
meeting, here, Sept. 17. Forty-five retail- 
ers were in attendance. 

One semi-precious stone for each child 
“The most important, scientifically sound display lost in the catastrophe will be embedded 
principle in years!” That is the opinion of mer- in the pedestal of the memorial, which 
chandising experts in every type of retailing after ill . 2 
making Checked Tests with Mirror Displays. Deal- wi be dedicated by Lt. Gov. Walter 
ers everywhere report remarkable results .. . i ild- 
dealer in Illinois reports 300% increase—others Woodul upon completion of the aow build 
200%—100% common. ing. The stones will all be native Texas 
b i Puc Mirror Displays ~ ee. stones. 
old, reen, etc. Wonderful con ng effects : 
now possible. Catches every passing eye. Com- Rep. Eugene Talbert, this place, ex- 
pels attention. Adds 100% EYE VALUE and 


ressed opposition to a sales tax. »« & 
SALES VALUE to most ordinary articles. Micka n “ o of eH “os ar L 
Revolving Displays. Hundreds of tiny, gleaming son, 8 piace, iscusse 


mirrors in MOTION. For every purpose. Stand- methods of selling diamonds, and stressed 
ard or built to specifications. Single unit or he i f . 1 lici . 
counters and showcases. No matter wees = pat the importance of national publicity given 
mn them—Mi Displays an: y : E 
ca ee ee eee the jewelry industry through newspapers, 
MAKE THIS SALES TEST. Do as hundreds of magazines and motion pictures. 
ve dealers have done. er one or a dozen - H 
ferent units. Watch your sales leap with Mirror Charles Moore, Dallas, president of the 
Displays. . . in JUST ONB WEEK. state’s largest wholesale jewelry house, 
JEWELERS! No merchandise responds so completely, +4 H H 
so beautifully to Mirror Displays as JEWELRY. spoke = advocacy of the fair trades bill, 
Put yours on Mirror Displays. write for Prices while J. L. Bilberry, Palestine, stressed 
a ov sa the necessity of cooperation on the part 
of all jewelers in ending the luxury tax 
J : y 
imposed upon the industry in Texas. He 
also told of the jewelers’ auction ordi- 
nance now in effect in Houston and of a 


JONES BROTHERS, INC. 
proposed watchmakers’ registration bill. 




















EXCLUSIVE DISTRIBUTORS 
MIRROR DISPLAYS 


1424-A Merchandise Mart Chicago 
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A Complete Stock of Loose 
Diamonds and Mounted Jew- 


elry on hand at all times. 
We Solicit Your Memo Requests. 
S. LESSE & SONS, Inc. 


Manufacturers of 
Fine Diamond Jewelry 
732 Chestnut St. Philadelphia, Pa. 











Still more sorrow appears in store for 
a number of the international ring of 
diamond smugglers, who already have 
been sentenced in the United States Dis- 
trict Court in New York, as the U. S. 
Attorney’s office reveals that “ten or 
more” of the smugglers are being in- 
vestigated for income tax evasion. 

According to David L. Marks, assistant 
U. S. attorney, who has assisted in the 
prosecution of the smugglers on charges 
of smuggling and conspiracy to defraud 
the government, cooperation is _ being 
given to the Intelligence unit of the In- 
ternal Revenue department by the U. S. 
Attorney’s office. 

Following publication of the arrest of 
ring members, which’ revealed the prob- 
able extent of the unlawful trade in 
diamonds, the Internal Revenue’s Intel- 
ligence unit began investigations to de- 
termine how much of this trade had gone 
unmentioned in the income tax returns 
of those involved. 

All assets of those suspected, such as 
real estate, bank accounts, goods in cus- 
toms, etc., were impounded until jeopardy 
assessments were arbitrarily established. 
Following these steps conferences be- 
tween the diamond importers, their at- 
torneys and auditors and Department of 
Revenue men were held, to establish the 
justification for the assessments. ‘These 
conferences have been continuing for sev- 
eral weeks. 

Smugglers, after the conferences held 
for the purpose of determining a fair 
assessment, then have the option of paying 
the assessment or taking an appeal 
through the regular course of law. 
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YOUR HOME 
WHILE IN NEW YORK 


In the very midst of important New York 
and with direct connection to Grand 
Central, The Biltmore offers the luxurious 
comfort, distinctive atmosphere, and deft, 





4 

flawless service of a fine, well-ordered home. , 
»4 

WORLD-FAMOUS DINING ROOMS , 

»4 

» 4 

, 

THE BILTMORE | 
David B. Mulligan, Pressdent 

Madison Ave. and 43rd St., New York ' 
Adjoining Grand Central ? 
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Income Tax Evasion Charges Face 10 or More Convicted Members 
Of the Diamond Smuggling Ring; Two Trials Slated for Oct. 18 














A.though Revenue agents in the New 
York office would not confirm the report 
there is a possibility that some of those 
involved may be subjected to criminal 
action for defrauding the government 
by income tax evasion. 

Only two of those apprehended among 
the 55 indicted have elected to stand 
trial. These two, Leon Proujansky, who 
allegedly was one of the ringleaders of 
the international combine, and Rebecca 
Silver, school teacher of The Bronx, one 
of the women indicted as carriers, were 
to be tried Sept. 20, but postponements 
were granted until Oct. 18. 

Fines or jail sentences, or both, were 
meted out to more than a score who 
pleaded guilty late in August. 

Two dozen others, who were named on 
one or both of the indictments returned 
by a special grand jury on June 23 last, 
are fugitives from the country, and the 
authorities are still making strong efforts 
to force their return here to face the 
charges. 





N.E.M.]. & S.A. Delegation Will 
Attend Washington Hearing 
On Czech Trade Treaty 


PROVIDENCE, R. I.—Announcement made 
from Washington a few days ago by the 
State Department that it will study jew- 
elry in the consideration of a reciprocal 
trade treaty with Czechoslovakia has 
aroused interest in New England's jew- 
elry circles. 

Hearings are scheduled for the latter 
part of October. The New England 
Manufacturing Jewelers’ and _ Silver- 
smiths’ Association, according to Edward 
O. Otis, Jr,, executive secretary, will send 
a delegation to present the views of its 
members. 

A trade treaty with Czechoslovakia 
would be of profound interest to manu- 
facturing jewelers of New England be- 
cause that nation is the leading foreign 
producer of low-priced jewelry, jewelry 
selling below $5 per dozen, which is the 
price range in which a large proportion 
of the factories in this area operate. 
An agreement with Czechoslovakia, it is 
pointed out, would entitle other signa- 
tories to the most-favored-nation agree- 
ment to the same privileges. 





MACE SHIFTS DEPARTMENTS 


Kansas City, Mo.—The Mace Jewelry 
Co. installed in its modern jewelry store 
in the Bryant Bldg., 11th St. and Grand 
Ave., is making changes in its merchandis- 
ing program. The store at 1120 Grand 
Ave. is being closed, leaving the jewelry 
business in the Bryant bldg. and the house 
appliance division in consolidated in the 
building at 2421 McGee St. Trafficway. 
The Kansas City, Kan., store at 72 Minne- 
sota Ave., is being remodeled to accommo- 
date two new departments, jewelry and 
clothing. 


SUGGS BUYS BARNESVILLE BUSINESS 


BARNESVILLE, GA.—Clarence E. Suggs 
has purchased the stock of the Klugh 
Jewelry Co. here and is operating it as 
the Suggs Jewelry Co., following a reno- 
vation of the building and the addition of 
a large stock of merchandise for the fall 
and holiday trade. G. S. Klugh, former 
proprietor of the store, will remain with 
the firm. 
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HERCULES 


SPRING 
PINS 


WITH DOUBLE 
SHOULDERS 


%* * * * * DOUBLE SHOULDERS GIVE DOUBLE 


VALUE, PERFECT FIT AND POSITIVE SECUR- 
ITY—ONE PIN FITS TWO LUG SIZES-- 


EASY TO REMOVE FROM BLIND HOLES—BUY 
THESE SPRING PINS FROM YOUR JOBBER. 


F.H. NOBLE & CO. 


Manufacturers 


535-559 W. 59th St. 










Chicago 








Why didn’t 
somebody tell me? 


“I wish I had known that I 
could have saved a good por- 
tion of my insurance pre- 
miums with the Jewelers 


Mutual, my own company.” 


Don’t wait too long and find it 
necessary to repeat the above 
saying — Write in today for 


complete information. 


Start your savings now! 


N A's F eee me «| C 


EWELERS 
MU T aa 


FIRE INSURANCE COMPANY 
JEWELERS “INSURANCE BUILDING 
NEENAH, WISCONSIN 
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Empire State Opens Watchmaking 
Class at Morrisville 


Morrisvitte, N. Y.—A two-year course | 

in watchmaking and jewelry repair is be- | 

| ing inaugurated this year by the New | 
| York State Department of Education, at | 


the State School of Agriculture at this 
place, classes starting Oct. 4. Enrollment 
in the two-year course will be limited to 
about 16 boys who have 16 units of high 
school work. Tuition will be free to state 
residents and $25 to non-residents. Tools 
and equipment will be furnished. 
Classes will be conducted on a practical 
basis by George J. Schleer. In addition to 
watch making and allied subjects, the 
students will be given instruction in simple 
bookkeeping, such as a watchmaker re- 
quires to keep his records. Some atten- 
tion will be paid to clockmaking, to jewelry 


| and to diamond setting. Metallurgy, too, 
| will be taught. 


The boys, likewise, will 
receive a certain amount of training in 
engraving, but to qualify as a master en- 
graver an additional year of study will 
be necessary. 





Courses on Precious Stones Offered 
by New York University 


A course for adults interested in pre- 
cious stones professionally or as amateurs 
will be given by Professor George I. Fin- 
lay, chairman of the department of geol- 
ogy at Washington Square College, New 
York University, on fifteen Thursday 
evenings. The course began Sept. 30 
under the auspices of the University’s 
Division of General Education, it was an- 
nounced by Dean Ned H. Dearborn. 

The history, origin, and preparation 
for market of precious stones will be 
considered, as will methods for distin- 
guishing natural from artificial stones. 

There are no technical entrance re- 
quirements for the course, which will be 
given at the University’s Washington 
Square Center of Adult Education. 





lowa R.J.A. Holds Convention 
Oct. 3-4 at Marshalltown 


MARSHALLTOWN, Iowa—The Iowa Re- 
tail Jewelers Association will hold its 
convention, Oct. 3 and 4, at this place, with 
attendance at the “Tallcorn Shocks of 
1937,” Monday evening, as a feature. 
“The Tallcorn Shocks” is an annual vari- 
ety program arranged with Marshalltown 
merchants cooperating. 

A golf tournament and business is the 
order for the afternoon of the opening 
day. A social evening will be held at 
the Hotel Tallcorn. 

Officers of this association are: Gus 
Siebke, president; H. L. Hands, vice- 
president; H. C. Kirkberg, secretary- 
treasurer; and Ralph Plumb, Burton 
Joseph and Adolph Boyson, directors. 





Minnesota Mining & Mfg. Co. Plans 
New Factory Building 


St. Paut, Minn.—The Minnesota Min- 
ing & Mfg. Co., makers of cellulose tape, 
have announced plans for a new factory 
building which when completed will con- 
tain 127,640 additional square feet of 
floor space, the general construction and 
building equipment to cost approximately 
$440,000. 

The company, in addition to its 14 
branches, operates factories at Detroit, 








Akron, Ohio, and Wausau, Wis. 
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STREAMLINED 


HOOVER 


GEAR SHIFT 


BALL 


A completely different ball. Designed 
for utility . . . streamlined for beauty. 
You will “feel the difference.” 
Acclaimed by leading jewelers for 
volume sales. Increases store traffic. 
Sales enabled one jeweler to add over 
1000 names to mailing list. 

SMART and MODERN sterling silver 
shield designs with monogram . . 
retail at $3.00. Also inset with St. 
Christopher Medals in eight colors. 


Write for Details and Discounts 


FRANK M. HOOVER, Inc. 
YOUNGSTOWN, OHIO 


































@ Grade 


Reconditioned 





High 





Gy, _ 
te 


Famous (Thin Model) 12 Size 


17 JEWEL COLONIAL 
WALTHAM 


14K White Gold Filled or 
10K Yellow Rolled Gold Plate 12.00 


Same in Streamline Elgin 12.50 
For many other exceptional 
values, send for our new sixteen 
page illustrated catalegue. 


WEKSLER & GOODMAN, Inc. 


Distributors of Keystene _ Belove, 
Master and |. D. Watch Cases 


5 SOUTH WABASH AVE., CHICAGO 
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DESIRABLE 
SPACE 


At Attractive Rentals 
Now Available in 


PROMINENT 
JEWELERS’ 
BUILDING 


20 WEST 47th STREET 
NEW YORK CITY 


Some equipped with 
Built-in Vaults 


Among our Tenants are: 


Henri Bouvier 

Chinese Gems Co., Inc. 

Cosmopolitan Sales Co. 

Davidson & Sons Jewelry Co., Inc. 

Max Fine & Sons, Inc. 

Harry & Ben Frackman, Inc. 

Hadley Co., Inc. 

Hamilton Watch Co. 

Wm. S. Hedges & Co., Inc. 

Walter Lampl \ 

Michael Levy Jewelry Corp. 

Louis Manheimer & Bros., Inc. 

Charles Marx 

David Mayer & Bros., Inc. 

Milton S. Meyer 

H. & M. Michelson, Inc. 

M. Nass & Son 

New Haven Clock Co., Ine. 

Ollendorff Watch Co., Ine. 

Chas. Preiser 

Louis Puchkoff 

Joseph Purkert 

Jules Racine & Co. 

Reichman Bros., Inc. 

Aaron Rosenberg 

Shaw & Davis, Inc. 

Star Watch Case Co., Inc. 

Sterling Silversmiths’ Guild of America 

Sundial Watch Co. 

Superb Diamond Cutting Corp. 

Towle Mfg. Co., Inc. 

Paul Vallette Watch Co., Inc., of 
America 

Wolfsheim & Sachs, Inc. 

Warster & Herr 


Inquire of 
WALTER J. JOYCE 


Managing Agent 
20 West 47th Street 
Telephone: BRyant 9-5821 














Remodelings 
& Removals 








Zale Jewelry Co., Inc., of Tulsa, Olka., 
began remodeling operations the first week 
in September. 

W. J. Hein has moved his business from 
607 S. Market St., to 521 S. Market St., 
Knoxville, Tenn. The interior is being 
remodeled. 

Odell’s has removed to a new location 
at 419 Main St., Keokuk, Iowa. 

A new front has been applied to the 
Crescent Jewelry Co., 207 Broadway, 
Hannibal, Mo. The firm name is sand- 
blasted on emerald agate vitriolite. 

The Claude E. West Jewelry store, Ful- 
ton, Mo., has a new front. 

Fred H. Damm is rebuilding on the site 
of his old jewelry store at 517 Fulton Ave., 
Evansville, Ind., which has razed several 
months ago. 

The Upton Jewelry Co. has remodeled 
its quarters on the second floor of the Press 
Bldg., Binghamton, N. Y. 

Pending the completion of its new estab- 
lishment at Washington Square, in 
Greensboro, N. C., the Mears Jewelry Co., 
Inc., has moved to 325 S. Elm St. The 
remodeled store is to be ready for occu- 
pancy by Oct. 15. 

The modern home of Deister & Butler, 
Jewelers, on North Main St., Elmira, N. Y., 
was opened for public inspection, Sept. 1. 
The store is modernistic and air-condi- 
tioned. 

Open house was held in the new home 
of the Leon Gordon Jewelry Co., 616 
Main St., Houston, Tex., recently. 

Herbert D. Robinson, occupies a new 
location on Main St., Massena, N. Y. 

Remodeling and expansion operations 
of the store of Daniel’s Jewelry Co., Inc., 
Saginaw, Mich., which began Sept. 1, are 
intended to make it one of the most beau- 
tiful jewelry stores in Michigan. The 
store will have 40 feet frontage on Gene- 
see St. and 35 feet frontage on Washington 
Ave. 

The new Champaign, IIl., store of 
Bing’s, jewelers and optometrists, is at 
53 Main St. 

An enlargement program which is to 
increase the floor space of his present 
store eight and a half times has been 
started by Ben Tipp, credit jeweler at 301 
Pine St., Seattle, Wash. The operations, 
estimated to cost $50,000 are to be com- 
pleted by the middle of this month. 

Harry Scher, located at 114 Main St., 
Little Rock, Ark., since 1918, moved into 
a remodeled store at 208 Main St., about 
Sept. 1. 

A permit for remodeling was recently 
granted to the Busch Jewelry Co., Inc., 
for its Rockford, IIl., store at 213 W. State 
Street. 

H. J. Whitcomb & Sons, Lancaster, 
N. H., jewelers and optometrists, have 
rented the quarters formerly occupied by 
the Post Office and have made of them an 
addition to their store which doubles the 
floor space. 

The jewelry store of Mary C. Shaw— 
Mary M. Corr, successor—has_ been 
moved from 304 Broadway to 408 Fulton 
St., Ilium Building, Troy, N. Y. 

Freedman Credit Jewelers will take 
new quarters at 336 Summit St., Toledo, 
O., about Oct. 1. The modern new store, 
completely fitted out with new fixtures, 
is larger than the old store at 417 Madi- 
son St. 


(Please turn to page 165) 
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STERLING SILVER 
Arts & Crafts Jewelry 
Designed by Ho be 


made in its entirety by hand 


By a Group of Artists 
and Master Craftsmen 





Brooches—Bracelets— 
Rings—Pendants 


in All Antique Silver 


Set with Genuine Onyx, Chrysoprase, 
Swiss Lapis, Carnelian & Amethyst stones. 
Prices ranging from $1.00 to $10.00 each. 

Assortment | — $50.00 

se 1!— 75.00 

- 111 — 125.00 

’ IV — 150.00 


Delivery within Ten Days 


write H b 4 10 E. 49th St. 
— PF TOOE™ new York city 














SIMONS 
THIMBLES 


Made in Sterling Silver— 
10Kt. and 14Kt. Gold 


Sa eee abbbabaion 
COC OSIOVSE SOD FTP T HD VOW 
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SIMONS BROS. CO. 
269 SOUTH 9th STREET 


PHILADELPHIA 
ESTABLISHED 1839 
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NEW YORK: 


Normandie, Sept. 13, after a five weeks’ | 


F. Landa and Harry Farber, for seven 
years in the jewelry business at 156 Mar- 
ket St., Newark, N. J., have moved their 
office to the Hilton Bldg., 128 Market St. 

Papazian Bros., diamond and semi- 
precious stone dealers at 580 Fifth Ave., 
moved from Room 2804 to larger offices 
in Room 2612, on Sept. 24. 

Albert Antor, who has been in the 
jewelry business for 20 years in Great 
Neck, L. I., has moved from 137 to 72 
Middle Neck Road, in Great Neck. 

David Silver, representing Chase Watch 
Corp., manufacturers and importers of 
watch movements, 68 Nassau St., is travel- 
ing through the South. 

The Miller-Tydings law was the prin- 
cipal subject of discussion of The Bronx 
Retail Jewelers Association at its first 
Fall meeting, Tuesday, Sept. 28. 

Robert Lipton entertained at the formal 
opening of his newly-remodeled retail 
store at 701 Grand St., Brooklyn, on Sept. 
11. 

August Napoli, a member of the firm 
of Napoli & Sons, Fort Lee, N. J., retail- 
ers, married Miss Rose Cillo, Mendham, 
N. J., in a double ceremony Sept. 5. 

The Hamilton Watch Co. has moved 
its New York office from 20 W. 47th St. 
to 9 Rockefeller Plaza, where it shares 
ofices with the Hadley Co., Inc. 

Morris Wexler, retail jeweler at 226 
W. 34th St., has returned to the store 
after an absence of some weeks during 
which time he had undergone a serious 
operation. 

Albert H. Jacobson, representing the 
National Jewelry Co., 22 W. 48th St. 
recently returned from his honeymoon in 
New England. His bride is the former 
Sylvia Beskind, of Brooklyn. 

Henry Miller, of Miller & Veit, im- 
porters and cutters of diamonds at 630 
Fifth Ave., sailed on the Queen Mary, 
Sept. 22, on a purchasing trip to the 
diamond markets. 

Marcel Duconmun, who has been in the 
stop watch business for the past eight 
years has been appointed exclusive agent 
of the Minerva stop watch, with offices 
in Room 1800, at 580 Fifth Ave. He will 
sell direct to retailers. 

Formal opening of the remodeled Abel- 
son’s store at 775 Begenline Ave., Union 
City, N. J., was held Sept. 17 and 18. 
A large sign graces the new two-story 
front. The interior was remodeled and 
enlarged. Abelson’s was founded in 1896. 

The Newark Jewelry Manufacturing 
Co., 18-20 Columbia St., Newark, which 
for the past several years has manufac- 
tured optical goods exclusively, has again 
entered the field of manufacture of gold 
jewelry. 

Emil C. Hildebrand, Jr., 56, plant super- 
intendent of Krementz & Co., Newark, 
N. J., manufacturing jewelers, by whom he 
was employed for 38 years, died Aug. 25 
from a fractured skull suffered in a fall 
at his Irvington, N. J., home. 

The Hadley Co. Inc., on Sept. 27 moved 
to new quarters on the 20th floor of 9 
Rockefeller Plaza. In addition to three 
private offices, the new suite provides a 
large display room which was lacking in 
the former offices at 20 W. 47th St. 

Victor Lambert, senior member of Lam- 
bert Bros., Jewelers, Inc., 767 Lexington 
Ave., returned to New York aboard the 
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business and pleasure trip to France, 
England, Holland, Belgium and Italy. 
Decision to incorporate has been made 
by the Bronx Watchmakers Guild, 3395 
Third Ave., The Bronx. Solomon Shapiro, 
acting secretary, said that the guild has a 
great program to benefit the profession 


and wants the support of all watchmak- | 


ers operating in The Bronx. 

The Reskrem Silver Mfg. Co. has 
moved from 1123 Broadway to 872 Broad- 
way, where it has the entire first floor for 
offices and a showroom for display of its 
big line of trophies, school jewelry, silver- 
ware, jewelry novelties and similar mer- 
chandise. 

Work has been completed on a new 
granite and bronze front for Wiss Sons, 
Inc., 665 Broad St., Newark. This store 
is operated by the third generation of the 
Wiss family. Jerome B. Wiss, president, 
heads the Broad St. Association and is 
also chairman of the retail section of the 
Chamber of Commerce. 

More than 50 students registered when 
classes in jewelry designing opened Sept. 
24 at the Mechanics Institute, 20 W. 44th 
St., and ten or 15 more are expected to 
join soon. An advanced class in design 
will be opened. 





The school is conducted | 


by the Mechanics and Tradesmens Asso- | 
ciation and the classes are free of charge. | 
Seized with cramps while swimming in | 


the company of his sister, Elizabeth, Daniel 
DeWitt Brokaw, 21-year-old son of De- 
Witt Brokaw, of D. D. Brokaw & Son, 
wholesale jewelers at 37 W. 47th St., 
drowned Sept. 2, in Mecox Bay, near Bing- 
hampton, N. Y. He had been a member 
of the Art Students League of New York. 

The first Fall meeting of the Jewelers 
4+-Square club will be held Monday night, 
Oct. 4, in Schwartz’s restaurant, 183 
Broadway. Entertainment will follow a 
supper. The annual ladies’ night will be 
held Nov. 1, at Hotel Taft. Both affairs 
are being arranged by Lloyd Lassner, 
chairman of the entertainment committee. 

After extensive alterations to his build- 
ing, 131-19 Rockaway Blvd., South Ozone 
Park, L. I., Arthur Sugarman moved his 
retail business, termed Arthur’s Jewelry 
Shop, from the old location a few doors 
away. The store, formally opened Sept. 
20, has a new radio and electrical ap- 
pliance department. 

Three hundred and fifty employees and 
guests of Arrow Mfg. Co., Inc., Hoboken, 
N. J., manufacturers of gift boxes, enjoyed 
an all-day boat ride and outing to Bear 
Mountain, Aug. 28. An amateur show 
was given on the Favorite, the chartered 
boat, athletic games were held in the after- 
noon, and the day wound up with a dinner 
at Bear Mountain Inn. 

An open meeting of the Long Island 
Retail Jewelers Association, Sept. 28, at 
the Rialto restaurant, Astoria, L. I., was 
featured by a talking picture, showing 
manufacturing and assembling of clocks 
at the Westclox factory, LaSalle, Ind. The 
Westclox Division of General Time In- 
struments Corp. was represented by Wil- 
liam B. Butler of the New York office. 

A new retail diamond business known 
as Gordon & Snyder, was begun Sept. 1, 
at 68-70 Nassau St. The partners are 
Philip P. Snyder, for 16 years with the 
Consolidated Loan Co., 134 Fulton St., 
where he was manager, and Lou Snyder, 
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| who conducted a retail store on Nassau 
| St. for 15 years. They will specialize 
| in insurance replacements, and appraisal 
| and purchase of estates. 

Isaac Wolf Orgel, who abandoned a 
| profitable jewelry manufacturing busi- 
ness to devote his time to a translation 
and rewriting of the Bible into English, 
Yiddish and a different arrangement of 
Hebrew, died recently at his home, 152 
S. 8th St., Brooklyn, at the age of 79. 
Foreign born he learned English at the 
rate of 35 words a day in the New York 
Public Library. 

Fifth Avenue jewelry stores were 
boarded with plywood and timber on 
Tuesday, Sept. 21, when two-and-a-half 
million people jammed sidewalks along 
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“the avenue” during the great American 
Legion parade, and more than 200,000 
Legionnaires marched for 18 hours. At 
Marcus & Co., spectators clung to grilles 
protecting two show windows facing 53rd 
St., and pulled out 18 iron bars, eight of 
which were not recovered. 

Many more American Gem _ Society 
students than attended last year are ex- 
pected to take part in study section courses 
which will be held the third Thursday 
| night each month, starting Oct. 21, in 
the rooms of the 24 Karat Club, 608 Fifth 
Ave., through the courtesy of the latter 
organization. Dr. George T. Faust of 
Rutgers University again will be study 
leader. John Kennard of Bigelow-Ken- 
nard Co., Inc., Boston, will demonstrate 
gem testing instruments at the October 
meeting of the New York Chapter, A.G.S. 

Three new members were elected by 
the Jewelers’ 24-Karat Club, at the first 
meeting since the Summer recess, held 
Sept. 22, in the clubrooms, 608 Fifth Ave. 
| They are Abraham Shiman, of the Shi- 
| man Mfg. Co.; Horace M. Peck, secre- 
| tary-treasurer of the Jewelers Board of 
| Trade, Providence, R. I., and Walter 
Krementz, of Krementz & Co., Newark, 
N. J. The meeting was conducted by 
| G. H. Niemeyer, chairman of the board, 
in the absence of the president, W. Wa- 
ters Schwab. 

Metal working sabato which were 
used by Arab craftsmen many years be- 
fore the time of Christ were demonstrated 
during the week of Sept. 27 at the New 
York Museum of Science and Industry 
in Rockefeller Center by Joseph Najer, a 
native of Yemen, Arabia. Mr. Najer, who 
learned the art of the silversmith as a 
child, was at the work-bench each after- 
noon fashioning silver ornaments such 
as made by native Arabian craftsmen. 
During the morning other phases of jew- 
elry-making and _ metal-working were 
demonstrated. 

Most factory representatives with of- 
fices in Maiden Lane called upon whole- 
salers in the Eastern cities during the 
first two weeks of September, and re- 
turned with handsome orders for the 
pre-Christmas trade. As a general rule 
wholesalers were warned that deliveries 
would be about four to six weeks late 
due to heavy orders, and some represen- 
tatives are known to be declining orders 
until production catches up with the de- 
mand. It is reported that wholesalers 
are generally allowing very liberal credit 
to retailers this Fall. 

Abe Wolf, 1996 Third Ave., was hon- 
ored by the Metropolitan Retail Jewelers 
with a testimonial supper Sept. 30, at the 
Russian Art Restaurant. The affair, a 
birthday party for Mr. Wolf, was in 
| recognition of his efforts as an officer of 
| the association. He is a former president 
| and has served as treasurer for a num- 

ber of years. Mr. Wolf was the organizer 
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elers Association, the first retail jewelry | 


trade group in this city. Hyman Gold- 


schmidt, president, conducted the first | 
business session of the Fall. The affair | 


was arranged by Sam Horowitz and 
Harry Silver. 

William B. Ogush, of Katz & Ogush, 
Inc., manufacturing jewelers, 33 W. 60th 
St., arriving Sept. 13 on the Normandie 


after visiting Paris, Switzerland, Bel- | 


gium and Holland, noted rising prices in 
Europe. He said that business there is 
operating in the highest gear of the last 
eight. years and that orders are running 
far ahead of capacity to produce, with 
the result that many deliveries are bound 
to be delayed. Mr. Ogush, who has made 
trips to Europe once or twice a year for 
many years, remarked that he heard less 
war talk than during any of his former 
trips and that there seems to be much 
more worry about wars here than “over 
there.” 

After a summer recess, the Horological 
Society of New York, met Sept. 7, with the 
new president J. Roerich in the chair. Mr. 
Roerich paid tribute to the retiring presi- 
dent, Benjamin Mellenhoff, for putting 
the society on a sound financial basis and 
advancing its ideals. Mr. Roerich and 
Jacques LeRoy spoke of misrepresentations 
in New York newspaper advertising of 
watch repairs, and urged the society to try 
to eliminate such for the benefit of both 
the public and the repairer. It was decided 
to hold the annual dinner at the Hotel 
McAlpin, Feb. 12, and the following com- 
mittees were named: Entertainment, B 
Mellenhoff, F. Semon, I. Lemer, H. Mor- 
riss, A. Parks, A. Haussener, R. Salomon, 
M. Schwartz, L. Drowne; journal, B. 
Mellenhoff, F. Semon and G. Gruener; 
tickets, I. Lemer, F. Knoll, A. Lazarus, F. 
Semon and J. Gruener. 

Approximately 150 members of the 
New York Jewelers Benevolent Associa- 
tion turned out Sept. 21 to pay their 
respects to Louis Cutler, president, and 
Morris Sherry, for their part in the suc- 
cess of the golden anniversary banquet, 
last Spring. Mr. Cutler was chairman 
of the banquet committee and also man- 
aged the “Golden Book,” the proceeds 
from which were used to help defray ex- 
penses of the affair. Harry Wittman, a 
past president, presented a chest of silver 
to Mr. Cutler and Adolph Pusrin, also a 
past president, who served as master of 
ceremonies, presented Mr. Sherry with 
a watch. Sydney Berman and Louis 
Friedlander, two past presidents, paid 
tribute to the two committeemen. Past 
Presidents Harris Corman and Sigmund 
Edelberg were introduced. A parchment 
scroll, signifying life membership, was 
presented by Max Schoenbrun to Aaron 
Daych, who has been a member for 42 
years. The association authorized the 
formation of a group to join the Asso- 
ciated Hospital Service, and over 100 


| members enrolled themselves and their 


families. 





Frederick Hugh McDevitt announced 
the marriage of his daughter, Mary Joan, 
to John Francis Whitehead on Wednes- 
day, September 1, at New Bedford, Mass. 
Mr. Whitehead is the son of Richard H. 
Whitehead, president of the New Haven 
Clock Co. They will reside at their home 
at Guilford, Conn., after October 1. 





BIRKS SHIFTS HEAD OFFICE 
MontTreaAL—Henry Birks and Sons, Ltd., 
jewelers and silversmiths, have taken out 
supplementary letters patent changing the 
head-office of the company from Montreal 
to Ottawa. 


155 





BECOME AN 


OPTICIAN 


Open An Optical Department 


Short Courses—Day & Evening 
Co- Educational 


Prepare Now For Future Legislation 
Write for Bulletin ‘'J"' 
SCHOOL OF MECHANICAL OPTICS 
Incorporated 
Montague & Henry Streets 
Brooklyn 


New York 








GOLD 


SILVER 
PLATING 


Ghveraase Repaired 
Equal to NEW 
Removing of Engravings ‘isis? 
WM. HERTEL & CO., Inc. 


Silversmiths & Platers | 


17 W. 45th S#. 
New York City 


“*18 years at the same 





(Before) 
(After) 


























Diamond 
Setting 
that adds value 
to your 
Product 


J.&M.KRAYSLER, INC. 


7 WEST 45TH STREET NEW YORK NY 


H. B. Robbing & Cn. 


SILVERSMITHS 


Formerly with Currier & Roby 


Reproductions—Antiques Restored 
Special order work—Gold and Silver plating 
No job too small or too large 


64 Fulton St. New York, N. Y. 


~ 








- 
a SD 


a 


, JACK J.FELSENFELD | 


. 








ELGIN & CYMA 


WATCHES 


LOUIS SICKLES 


1015 Chestnut St., Philadelphia, Pa. 
“Wholesale Distributers to the Trade” 


Z'RNEILTON 


HAND-MADE 
F.X. ZIRNKILTON 24 c4i2t-8%a 














PHILADELPHIA 








MOUNTINGS 
OF RECOGNIZED MERIT 


FuLMER & GIBBONS, INC. 
117 So. 10TH St. PHILADELPHIA 








CLOISONNE ENAMELED 
ORNAMENTS 
for 
Dresser Sets - Compacts - Novelties 


F. J. COOPER 


140 Park St. Attleboro, Mass. 








BOWMAN 
Technical School 


Courses for Success for 
Watchmakers 
Engravers, Jewelers 
Write for free beck ‘‘Your Future and Our Scheel.” 
JOHN J. BOWMAN, Director 








Bewman Bidg., Lancaster, Pa. 











BYARD F. BROGAN 


Manufacturer of Distinctive Diamond 


Mountings and Wedding Rings 


805 Sansom Street - P hiladelphia 








ORDER YOUR 


TELECHRON and REVERE 
Electric Clocks 


SETH THOMAS CLOCKS 


WESTCLOX PRODUCTS 
MT. VERNON—Amer. Watches 
Repair Dept. Supplies 
From authorized Distributors 
JOS. B. BECHTEL & CO., INC. 


729 Sansom St., Philadelphia 
(Satisfactory service for 43 years) 














EMPIRE 
SMELTING & REFINING CO. 


JOIN THE RANKS OF OUR 
SATISFIED CUSTOMERS. IT PAYS. 


GOLD — SILVER — PLATINUM 


713 SANSOM ST. PHILADELPHIA 








PHILADELPHIA: 


David Cohen, president of the Morton 
Co., 25 S. 11th St. returned Sept. 10 
after a trip to Sweden. 

Benjamin Tomar & Sons, engravers, of 
711 Sansom St., late in September moved 
to new quarters at 740 Sansom St. 

Hyman Burdman returned last month 
to his business at 730 Sansom St., after 
a month’s illness due to appendicitis. 

Rudber Marcasite Co., 716 Sansom 
St., finished enlarging its quarters on the 
second floor of the building in September. 

Louis Hornbein, of 714 Sansom St., 
last month inaugurated a special delivery 
service for the benefit of retail jewelers 
in the city. 

William C. Williams of Williams & 
Waples, 727 Sansom St., returned to 
business Sept. 13 after a six months’ ill- 
ness. Mr. Williams suffered an attack of 
pneumonia. 

A. Zlotnick & Co., 706 Sansom St., after 
nine years at that address, last month 
purchased the property at 725 Sansom 
St., and announced plans to erect a new 
building for its future quarters. 

Sole agency in the United States for 
distribution of Lili perfumes from Ber- 
muda was announced last month by 
Bailey, Banks & Biddle Co., Inc., 1218 
Chestnut St. 

Members of the Sansom Street Busi- 
ness Men’s Association were scheduled to 
hold their first regular business meeting 
of the fall season early in October. Plans 
for the new year’s activities were to be 
discussed. 

The annual picnic of the employees 
of the Wilkes-Barre and Nanticoke, Pa., 
stores of the Berman Jewelry Co., Inc., 
was held late in August at Shickshinny. 
Baseball, swimming and athletic games 
were enjoyed. 

Stock of the jewelry store of the late 
Dallas R. Cann, for many years a promi- 
nent Camden, N. J., jeweler, was auctioned 
off Aug. 28. Mr. Cann, whose store was 
located at 443 Kaighn Ave., Camden, 
died last July. 

Robert Shifren, of Isaac Shifren, 734 
Sansom St., last month assumed charge 
of distribution of the new Stetson Swiss 
watch movement imported exclusively by 
his firm and began carrying the line to 
retailers in the city. 

An illustrated catalog showing fall 
styles in the Tilmore watch for men and 
women, seven and 17 jewel movements 
with curved back, has been issued by 
Central Watch Materials and Supply 
Co., Inc., Philadelphia. 

Samuel Lashof, of 700 Sansom St., last 
month announced that he had acquired 
the sole agency in the United States for 
Lachine watches, made by the Lachine 
Watch Co., of Switzerland. He plans 
to begin distribution of the line in Oc- 
tober. 

The Leven Co., 8th and Sansom Sts., 
last month completed work of enlarging 
its new silver plating shop on an upper 
floor of the building. ‘Two men were 
added to the staff. The shop handles 
replating, refinishing, polishing and lac- 
quering of silver. 

Benjamin Pezzuti, of 5th and Wharton 
Sts., a South Philadelphia jeweler, sev- 
eral years ago built a small toy village as 
a Christmas gift to his son. Each year 
he enlarged the village until it became a 
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toy metropolis, which is now in demand 
for exhibition in Philadelphia. 

Louis Sickles, of 1015 Chestnut St., an- 
nounced the firm recently has added the 
Pennwood and Onyx Hammond clock 
lines. D. J. Sickles attended the National 
Credit Jewelers’ convention in Chicago 
in September while Louis Sickles, Jr., 
planned to leave Oct. 4 for a trip through 
the southern states. 

The Sansom Street Young Men’s Busi- 
ness Association Sept. 24 observed the 
second anniversary of its founding with 
a business meeting in the Benjamin 
Franklin Hotel. Officers were elected 
and plans were. begun for the associa- 
tion’s first annual banquet to be held on 
the date of its October meeting. 

Employees of Bailey, Banks & Biddle 
Co., Inc., tendered a farewell dinner 
Sept. 23 to Walter Shaplin, who has been 
in charge of the watch repair depart- 
ment of the store for the past 10 years. 
The dinner, held at Palumbo’s Restau- 
rant, was in charge of Clarence Smith, 
manager of the stationery department. 
Mr. Shaplin plans to leave the jewelry 
field to manage a business of his own. 

Exhibitions of antique jewelry taken 
from Tepe Gawra in Mesopotomia by 
the University of Pennsylvania Museum 
and valued at nearly $50,000 have been 
planned by a number of central-city jew- 
elry and department stores this month in 
connection with.the $12,500,000 bicenten- 
nial campaign of the university, which 
begins Oct. 18. Special window displays 
will feature head-dresses and _ personal 
ornaments, valued at more than $20,000, 
found in the ancient ruins in Iraq. 

Resuming its second year of publication 
in larger format, the first fall issue of the 
Sansom Street Times, published by the 
Sansom Street Young Men’s Business As- 
sociation, appeared in September. Names 
appearing at the masthead for the first 
time in the revised paper included 
Michael Orloff, editor; Armand Jacoby, 
associate editor: Philip Ginsburg, asso- 
ciate editor; Irving Zieger, sports editor, 
and Edward Feldman, business manager. 
An eight-page edition is planned for the 
October issue, the largest in its history. 
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catalogue today. 


WATCH MATERIALS AND 
Cc E N T RA L SUPPLY CO., INC. 
134 S. 8th ST., PHILADELPHIA, PA. 








Philadelphia College of Horology 


SCHOOL FOR WATCHMAKERS, 
JEWELERS AND ENGRAVERS 


‘5S Broad and Somerset Streets 
( PHILADELPHIA, PA. 
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PROVIDENCE: 


Mr. Ponsford, of Ponsford-Newman & 
Benson, Ltd., of Melbourne, Australia, 
was a visitor here the past month placing 
orders. 

Associated Attleboro Manufacturers, 
Inc. has submitted plans for a new 
building on Mill St. to the Attleboro city 
council. 

Miss Sadie McCarthy, treasurer of the 
Cathedral Art Metal Co., Inc., is in Eu- 
rope on a several weeks tour, combining 
business with pleasure. 

Tilden-Thurber Corp., 292 Westminster 
St. retail jewelers, has opened a branch 
retail store at 205 Wayland Ave., Way- 
land Square. 

The fall and winter series of luncheon 
meetings of the Metal Finding Manufac- 
turers Association have been resumed and 
will be held the first Wednesday each 
month at Narragansett Hotel. 

Lloyd G. Balfour, of L. G. Balfour Co., 
Inc., Attleboro, was elected national head 
of the Sigma Chi Fraternity at the recent 
annual convention at Boston, under the 
title of Grand Consul of the Grand 
Chapter. 

Howard G. Smith has become president 
and treasurer of George H. Herrick Co., 
Inc., the only retail jewelry store in 
Attleboro, succeeding William W. Josse- 
lyn who retires after active direction of 
the business for 41 years. Mr. Smith has 
been with the concern 31 years. 

An automobile reported stolen from in 
front of the Mount Pleasant Hotel and 
belonging to Andrew B. Flagg, Jr., of 
Shields, Inc., Attleboro, was found by 
the police in Rochester, N. Y., where it 
had been abandoned. According to police 
reports, sample jewelry valued at $3000 
was stolen with the car but not recovered. 

The annual two-day conference of the 
25 eastern salesmen of the L. G. Balfour 
Co., Attleboro, closed Sept. 1. Sales 
policies were detailed and new _ lines 
shown. Mr. Balfour and Henry Niven 
greeted the group. Other Balfour sales 
conferences were recently held at Birming- 
ham, Ala., Yellowstone, Wyo. and Culver, 
Ind. 

Two Boston boys, aged 16 years, are 
under arrest in Walpole, where they are 
being held without bail charged with a 
chain of breaks and other crimes in sev- 
eral neighboring towns. Among the places 
that they are said to have entered are 
the manufacturing jewelry factories of 
D. Evans & Company and the L. S. Peter- 
son Company, East Washington St., North 
Attleboro. 

Annual outings of employees from a 
number of the jewelry factories in the 
Attleboros were held the latter part of 
August and Labor Day week at shore 
resorts on Narragansett Bay where sports 
of all kinds were enjoyed and shore din- 
ners were a principal feature. Among 
these were R. F. Simmons Co., J. & L. 
Tool Co., Wells Mfg. Co., Inc., R. Wolf- 
enden & Son Co., Inc., and Morse, An- 
drews Co., Ine. 

Authorities in Attleboro are investigat- 
ing complaints that persons are carrying 
on jewelry manufacture in cellars and 
attics, garages and other outbuildings, 
the noise and jar from presses and heavy 
machinery being objectionable to the 
neighbors. One of the first of these “home 
operators” to feel the force of the opposi- 
tion was using a building in the rear of 
his home as a shop. He has been re- 
quested by the City Solicitor to remove 
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the presses and other manufacturing 
equipment. 


For several years the industry has been 
free from factory thefts by employees, 
but an alleged attempted sale of a quan- 
tity of valuable scrap metal to an Attle- 
boro refinery by an employee of a local 
jewelry concern brought a representative 
of the Jewelers Protective Association 
there a few days ago. The man was 
questioned and admitted that he took a 
small quantity of gold scrap from one of 
the benches in the factory in which he is 
employed. The value of the material 
taken was less than $5 and the suspect 
was released after a warning. 





Jewelry Production in New England 
Averages 10 Per Cent Ahead 
of 1936; Plants Busy 


PROVIDENCE, R. I1—Manufacturing jew- 
elers are optimistic that their production 
volume for 1937 will average 10 per cent 
larger than last year. From Paris,, scene 
of the International Exposition of Arts 
and Technic, a revival of interest in cos- 
tume jewelry is reported and demands 
along these lines this season will exceed 
any in recent years, it is forecast. 

Manufacturers report that production 
started earlier than in several years past. 
A number of plants have been operating 
at high levels during the latter part of 
August and the production schedules have 
been steadily boosting during the past 
fortnight so that barring some unforeseen 
developments a banner wind-up of the 
year may be looked for. There is a 
tendency to hold the working week to 40 
or 45 hours with time-and-a-third wages 
for overtime work and this has resulted 
in a movement to spread the work among 
a large number of employees. In sev- 
eral instances space and production facili- 
ties have been enlarged to make room 
for the additional help in an effort to 
avoid overtime work insofar as it is pos- 
sible to do so. 

Higher raw material, wages and tax 
costs have resulted in prices advancing 
10 to 15 per cent over last year’s. This 
has made itself particularly felt by the 
producers of popular-priced goods. In 
this regard it is pointed out that the 
syndicate stores which formerly special- 
ized in 10 and 20 cent jewelry have ex- 
tended their lines to include articles sell- 
ing from 50 cents to a dollar. 

Current operations in the factories in 
the New England area are largely based 
on stock orders placed by the jobbing 
trade during the summer months. Re- 
ordering from that field is now being 
experienced as the jobbers find their 
stocks depleted in certain items. 


JOSEPH M. TALLY 


ProvipENcE, R. I.—Joseph M. Tally 
who, for more than 40 years conducted 
in this city one of the largest retail ec- 
clesiastical goods businesses in New Eng- 
land, died Aug. 30 of pneumonia. 

During his business career he furnished 
the altar, chancel and other appoint- 
ments aggregating several hundred thou- 
sands of dollars for Catholic churches in 
all parts of the United States and several 
in Canada. He was prominent in local 
and national organizations, particularly 
the Catholic Men and Holy Name So- 
cieties. 
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WHERE TO BUY 


MASSACHUSETTS 
SCHOOL OF OPTOMETRY 


Four-Year Day Course 
For further information address: 


Administrative Office 
1112 BOYLSTON STREET 


Boston, Massachusetts 





ANCHESTER 
SILVER COMPANY 


AND 





<UTTLe 


ARISTOCRATIC 
STERLING 
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REED & BARTON 


SILVER POLISH 


Approved by Good Housekeeping 
A superior polish— made by silver- 
smiths for jewelers’ use and resale. 
Freight now prepaid in U. $. — 
jeweler receiving full 100% profit. 
REED & BARTON - Taunton, Mass. 





“SUPER-SERVICE” 


PUT 


reduce production costs to meet 
present day competition. 

We manufacture a complete 
line for hand, belt or electric 
motor drive. 


WRITE FOR 
FOLDERS 


Buffalo Machine 
Manufacturing Co. 


1354 West Avenue 
Buffalo, New York 
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GRAU & HUBER 


Manufacturing Jewelers 
Diamond Setting 
Special Order Work 
Watch and Jewelry Repairing 
Engraving and Carving 
Of All Kinds 
Founded 1918 


416 CLARK BUILDING 
PITTSBURGH, PA. 
Telephone: ATiantie 1465 








HEEREN & CO. 


SPECIAL ORDER WORK 


GOLD & SILVER 


PLATING 
JEWELRY REPAIRING 


New Lecation 
603 Manufacturers Bidg. 
530 Duquesne Way, Pittsburgh, Pa. 











OUR LARGE AND DIVERSIFIED 
STOCK NOW AVAILABLE FOR 
IMMEDIATE DELIVERY. IMPROVED 
FACILITIES ASSURES PROMPT 
SERVICE ANYWHERE IN THE 
TRI-STATE DISTRICT. 


ELGIN 
WALTHAM 
RONSON 


ALL PROMINENT LINES OF 
GOLD AND GOLD FILLED 
JEWELRY 


KADETTE RADIOS 


1847 ROGERS BROS. 
COMMUNITY PLATE 


WESTCLOX 
INGERSOLL 
SETH THOMAS 


GENERAL ELECTRIC 
CLOCKS 


AND MANY OTHER KNOWN BRANDS 
r 
THE SAMUEL 


WEINHAUS 


COMPANY 
“20-722 PENN AVE., PITTSBURGH, PA. 




















PITTSBURGH: 


Robert Margolis, Homestead, Pa., jew- 
eler, has returned from an extended va- 
cation. 

Practically all of Pittsburgh’s credit 
jewelers attended the annual convention 
in Chicago last month. 

Mr. and Mrs. Emanuel Grafner have 
returned from an extended vacation spent 
in Canada and Alaska. 

Merton C. Pryun, Hollidaysburg, Pa., 
retail jeweler, has renovated the interior 
of his store on Allegheny St. 

I. Kirschbaum, retail jeweler of Du- 
quesne, Pa., has remodeled his store and 
added an optical department. 

S. C. Sindell, manager of the Kirk- | 
Rich Dial Corp., Clark Building, has re- 
turned from an extended road trip. 

William Moss expects to move into a 
new store at Monessen, Pa., which is be- 
ing completely remodeled for his busi- 
ness. 

J. D. McAnlis & Son, Beaver Falls, Pa., | 
are remodeling their store and adding | 
new fixtures, preparatory to a formal fall 





| opening. 


J. Loughrey Roberts, head of John M. | 
Roberts & Son Co., Inc., 429 Wood St., 
has returned to his office following an 
extended illness. 

Craig D. Munson, executive vice presi- 
dent of the International Silver Co., Meri- 
den, Conn., visited their local wholesale 


| distributors recently. 


; have returned from a vacation in 


Joseph Mandel, formerly manager for 


C. and E. Marshall Co., Inc., Clark 
Building, has opened a retail jewelry 
store in Turtle Creek, Pa. 

Fire starting from a_ short. circuit 


caused $150 damage in a neon sign at 
the William J. Kappel Company jewelry 
store, 109 Sixth Ave. recently. 

H. R. Slining of 530 Duquesne Way, 
Pittsburgh, is now representing “Little 
Jewels,’ Inc., of Boston, Mass., in the 
western Pennsylvania and eastern Ohio 
area. | 

Robert Yeagle, who formerly occupied | 
quarters, as a watchmaker, at R. S. | 
Robinson & Co., Clark Building, has pur- 
chased a jewelry store at Morgantown, 
W. Va. 

Morris Braun, Braddock, Pa., jeweler, 
is back on the job following an extended 
illness. Mr. Braun slipped and fell in 
his store and was confined to the hospital 
for some time. 

Herman Cerf, president of M. Bonn 
Co., Inc., 713 Penn Ave., and Mrs. Cerf, | 
At- 
lantic City. Mr. Cerf spent some time re- 
cently in New York purchasing holiday | 


| stock. 


Wallace Wilson, manager of George 
T. Wilson & Son, Meadville, Pa., has 


| been confined for several weeks in the 


Meadville hospital by illness. Mr. Wil- 
son is a member of the board of directors 


| of the hospital. 


Francis A. Keating, president of the 
Grogan Co., Inc., is a member of the 
campaign committee which has raised ap- 
proximately $300,000 to finance a new 
Pittsburgh Symphony Orchestra. Mr. and 
Mrs. Keating are expected to return to 
New York early in October from London. 

Gillespie Bros., Inc., Jenkins Arcade 
Building, one of Pittsburgh’s old estab- 
lished jewelry houses, closed its doors re- | 
cently following the death of Fred F. | 
Lang, manager and active head of the | 
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GRAFNER BROS. 


GENERAL LINE 
VALUE AND ASSORTMENI 


SPECIALIZING 
IN 


DIAMONDS 


818 LIBERTY AVE., PITTSBURGH 








WATCH MATERIALS 
JEWELRY SUPPLIES 
« 


We carry a complete line of 
all genuine American and 
Swiss watch materials. 
VTF—BB—KK and GS 
Watch Crystals 


LANDAW BROS. 


406-7 Clark Building Pittsburgh, Pa. 











C. F. HILLEGAS 


Expert Jewelry Engraving 
Ring Carving and Designing 


415A Clark Bidg., Pittsburgh, Po. 
COurt 6688 























GOULD and SIDLVIEIR 


Scrap and Wastes 
IPUIRCIHASIEID 


Highest cash rates, by as- 
say or over the counter. 
Get cash for your scrap 
promptly. This is the only 
complete gold refinery op- 
erated in this section of 
the country. 


GOLD, SILVER, PLATINUM, alloys 
and KARAT GOLDS, etc., furnished. 

















VERNON-BENSHOFF CO.” 
Clark Building Pittsburgh, Pa. 
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Walter R. Premru, watch and 


business. 
jewelry repairman for the company, has 
taken space in room 2118 of the same 
building. 

The following out of town jewelers 
were in Pittsburgh recently purchasing 


holiday merchandise: H. A. Caplan, 
Clarksburg, W. Va.; J. H. Luxemberg, 
Indiana, Pa.; A. Levenson, Charleroi, 
Pa.; Charles Mann, Beaver Falls, Pa.; 
Lawrence A. Fiscus, New Kensington, 
Pa.; Louis Grillo, Greensburg, Pa., and 
G. E. McNees, Monaca, Pa. 

D. G. Walton, manager of W. W. 
Wattles & Sons Co., Inc., 517 Wood St., 
has returned from a vacation at Parry 
Sound, Ontario. J. Harvey Wattles, pres- 
ident of the company, and Mrs. Wattles, 
who have spent the summer in Cali- 
fornia, returned to their Washington, D. 
C., home recently. The Wattles firm has 
just installed a new indirect lighting sys- 
tem. 

The Pittsburgh Jewelers Bowling 
League, consisting of eight “Six Men 
Teams”—Diamond, Emerald, Ruby, Gar- 
net, Amethyst, Topaz, Sapphire and 
Pearl—opened the season Sept. 14, at the 
Liberty Alleys. Twenty firms, represent- 
ing all phases of the jewelry and optical 
business, are included in the membership. 
A. H. Helmstaedter of Helm & Hahn 
Co., is president. 

C€. Glenn Sipe, Jr., son of Mr. and Mrs. 
C. Glenn Sipe and grandson of the late 
Sam F. Sipe, on Sept. 10 married Miss 
Catherine Vogely at the home of the 
bride in this city. Mr. Sipe, who is asso- 
ciated with his father in the - jewelry 
business, is a Princeton University grad- 
uate. Harry A. Sipe, who recently re- 
tired from the jewelry business, is now 
associated with the McCutcheon Insur- 
ance Agency. 

More than 3,000 persons are reported 
to have attended the formal opening of 
the new Gerson jewelry store, 1322 
Seventh Ave., Beaver Falls, Pa., the night 
of Sept. 9. The exterior of the store has 
a black vitrolite front while the interior 
is trimmed with mahogany fixtures, with 
walls and ceiling colorfully decorated. 
The optical department is on the mez- 
zanine floor. Mr. Gerson is one of three 
brothers who for years has been affiliated 
in the jewelry business. Stores, individ- 
ually owned, are located in Ellwood 
City, New Castle and Sharon. 


Oct. 29 is Deadline for Filing 
Watchmakers’ Exemptions 
In Wisconsin 


MILWAUKEE, Wis.—The last day for 
filing applications for certificates of regis- 
tration as watchmaker, by exemption, will 
be Oct. 29, 1937, announced B. W. Heald, 
secretary of the Wisconsin Board of Ex- 
aminers in Watchmaking. His office is 
339 N. 35th St., this city. 

“After that date, the board will be 
powerless to issue certificates of registra- 
tion or permit anyone to practice watch- 
making in this state, without an examina- 
tion,” Mr. Heald said. 

“All persons entitled to and desiring 
certificates of registration should apply 
to this office immediately.” 

The registration and licensing of Wis- 
consin’s watchmakers is required under 
the terms of a pioneering act, first of its 
sort in the nation, which goes far to pro- 
fessionalize watchmaking. 

A fee of $5 must accompany a prac- 
ticing watchmaker’s affidavit, in the appli- 
cation for registration by exemption from 
examination. 
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NEW ENTERPRISES 








Paul Hudson, employed for 11 years 
with San Jose, Cal., jewelers, has opened 
a credit business at 275 S. First St., in that 
city. The business is in an attractive new 
store. 

H. L. Peach has returned to the jewelry 
business at Canastota, N. Y. 

The Ray Jewelry Co., 142 N. Limestone 
St., Lexington, Ky., recently began busi- 
ness under the management of Frederick 
Rohlander, who was employed by Kay 
Jewelry Co., of Louisville, Ky. 

Mr. and Mrs. Charles Fisher have 
opened a watch and jewelry repair shop 
on West Broadway, Sulphur, Okla. 

W. J. Heins, jeweler, has taken quarters 
at 720 Market St., Knoxville, Tenn. 

Nelson J. Forney, Jr., who operates a 
store at Dover, Del., has opened a second 
store in Georgetown, Del. 

Millard’s, chain clothiers and jewelers, 
recently opened a store at 626 Main St., 
Keokuk, Iowa, A. Ray Jester, manager 
of the jewelry department. 

The Tick Tock Shop, a watch and clock 
repair business was started early in Sep- 
tember by “Bill” Endicott, at 410 S. 
Boulder St., Tulsa, Okla. 

Lorick & Shealy is the name of a new 
retail business at 1217 Main St., Columbia, 
S. C., begun Sept. 4, by H. P. Lorick and 
L. R. Shealy. The building has been 
renovated. 

Kingoff, Inc., credit jewelers of Dan- 
ville, Va., will open a store at the corner 
of Jefferson St. and Church Ave., in 
Roanoke, Va., this month. Remodeling of 
the building is under way. 

Schneider’s Credit Jewelers, Inc., has 
leased the storeroom at 3946 W. Florissant 
Ave., for its fourth St. Louis, Mo., unit. 

Charles L. Carroll, formerly of Phoenix, 
Ariz., has opened a jewelry shop on North 
Main St., Lovington, N. M. 

The Royce Jewelry Store, at 72 S. First 
St., San Jose, Cal., opened for business 
during August. The store is operated by 
Harry D. Rondo and Bernard Abrams, 
both of whom have been in the trade for 
some years. 

Fisher & Parsons is the name of the new 
jewelry retail business in Fulton, Mo., 
which succeeds the former firm of Fisher 
& Lorenz. 

Roberts & Co. is a new credit business 
on Chillicothe St., Portsmouth, Ohio. The 
store has been modernized. M. Schuster- 
man who operates jewelry stores in Ohio 
and Pennsylvania, is proprietor. 

Ray Zerr, formerly in the trade at St. 
Charles, Mo., opened a retail store at 
Springfield, Mo. 

The Gift Chest Jewelers opened a store 
at Poplar Bluff, Mo., at 321 Vine St., on 
Aug. 27. The store has been remodeled 
and redecorated. Carl B. Lane, formerly 
of Detroit, Mich., is manager. 

A new jewelry store is being equipped 
at 188 Worthington St., Springfield, Mass., 
for J. Kochanowicz and Anthony Muniak, 
of Ludlow, Mass. 

Weiler & Martin Co., recently incor- 
porated to conduct a jewelry business in 
Boston, Mass., has William Weiler as 
president and treasurer. 

W. H. Snyder has begun a new retail 
business in a modern store at 139 Madison 
Ave., Memphis, Tenn. 

Ben Righthand, jeweler who operated 
what was formerly known as the Union 
St. Watch Repair Shop, 1611 Union St., 
Schenectady, N. Y., will open a new store 
at 1611 Union St. 
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Faires Jewelry Store, 1244 Government 
Ave., Hickory, N. C., opened for business, 
recently, under the management of E. W. 
Faires. 

Charles Oglesby, formerly of Liberty, 
Ind., has established a small, attractive 
store at 619 D St., South Charleston, 
W. Va. 

The 54th store of the Kay Jewelry Co., 
Inc., was opened recently, at 149 Main 
St., Woonsocket, R. I., on the ground floor 
of the City Hall building. Sylvan Solomon, 
for many years in the Providence branch, 
is manager of the new store. 

W. E. Gray, Decatur, Ill., has pur- 
chased the jewelry store operated in 
Rensselaer, Ind., for 45 years by P. W. 
Clarke, who retired recently. 

The firm to be known as Payne-McEvoy 
Jewelry store has been formed by Dr. 
Frank J. McEvoy, optometrist, and 
Joseph Payne, operator of Payne’s Jew- 
elry Store, 158 N. Vermilion St., Danville, 
Ill. 

H. B. Caudle has opened a jewelry 
store and watch and clock repair shop in 
Hamilton, Tex. 

P. H. Westra has opened a store at 83 
East Ave., Rochester, N. Y., under the 
name of Vogue de |’Europe, specializing 
in an imported line of jewelry. 

The Zale Jewelry Co., Inc., retail credit 
firm, plans to open its seventh unit about 
Nov. 1 at 1601 Elm St., Dallas, Tex. 

Joseph Mandel, who was manager of 
the Pittsburgh branch of C. & E. Marshall 
Co., has opened a retail jewelry store 
under the name of Mandel’s Jewelry at 
Turtle Creek, Pa. 

Merlyn V. Phillips recently removed his 
jewelry and watch repairing business 
from Lyons to Canandaigua, N. Y. 

Mr. and Mrs. J. L. Nailling, formerly 
of Dallas, Tex., have opened the Nailling 
Jewelry Co. in Sulphur Springs, Tex. Mr. 
Nailling was formerly with the Shaw 
Jewelry Co., Inc., and Mrs. Nailling with 
Arthur A. Everts, both in Dallas. 








PITTSBURGH 
Seeks Your Patronage 





JEWELRY REPAIRING 
DIAMOND SETTING @ DESIGNING 
SPECIAL ORDER WORK 


BAUER & MUTSCHLER 


405 Clark Bldg., Pittsburgh, Pa. ATlantic 2336 








SPECIAL ORDER WORK — REPAIRING 


DIAMOND SETTING 
MANUFACTURERS OF FINE MOUNTINGS 


KEYSTONE 
JEWELRY MFG. CO. 


412 Clark Bidg., Pittsburgh, Pe. ATlantic S782 











DIAMOND SETTING 


JEWELRY REPAIRING 
SPECIAL ORDER WORK 
Prompt service and careful attention given to 
all orders. 


TRIANGLE 


JEWELRY MFG.CO. 
602 Clark Bldg., Pittsburgh, Pa. At. 7723 
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f? place at the table 


Medium Fork..... $2.75 Medium Knife....$2.50 


Dinner Fork....... 3.25 Dinner Knife...... 3.00 
Salad Fork Ind.... 1.75 Cr. Soup Spoon.. 2.50 
Service: Plate: (0725). ccc. cccesosescsien $25.00 
Bread and Buiter Plate.......... ..... 3.50 
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Flatware pattern illustrated HKetsy Patterson, also 
in Rose, Corsage, Puritan and Clinton Patterns. 


If your city has no Stieff agency, write for fur- 
ther details TODAY. 


THE STIEFF COMPANY 
BALTIMORE, MD. 
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OUR 1938 REFERENCE BOOK 
OF NATIONALLY ADVERTISED 
PRODUCTS 


JUST OFF THE PRESS !! 
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ALTIMORE 


A. R. Remsberg, jeweler of Frederick, 
Md., accompanied by Mrs. Remsberg, 
visited friends here recently. 

The Monogram Shop, of August A. Sei- 
fert, has removed from 1 S. Hanover St., 
Baltimore, to 229 N. Howard St. 

New improvements have been com- 
pleted at the enlarged jewelry and opti- 
cal store of Keller & George, Charlottes- 
ville, Va. ; 

Max Spear, of Cumberland, Md., and 
J. M. Paul, 3310 Eastern Ave., attended 
the convention of the National Associa- 
tion of Credit Jewelers at Chicago. 

Work has been completed on the re- 
modeling of the store of R. A. Burton & 
Co., 111 E. Broad St., Richmond, Va. A 
new front was installed and other im- 
provements made to the store. 

Ralph M. Bender, 60, who was in the 
jewelry and optical business in Steven- 
son, Ala., for the last 15 years, and pre- 
viously employed by the Meyer Jewelry 
Co., Chattanooga, Tenn., died recently. 

Mrs. Shy Higgins Cayne, wife of the 
merchandising manager of George T. 
Brodnax, Inc., retail jewelers of Memphis, 
Tenn., died Sept. 9, after a nine months’ 
illness. Her husband, two daughters and a 
son survive. 

Mr. and Mrs. Gideon Numsen Stieff 
and their two elder sons, Charles and 
Rodney ‘Stieff, have returned to their 
Roland Park home here after an extended 
trip to the Pacific Coast. Mr. Stieff is 
president of Stieff Co., Inc., silversmiths. 

A powerful drive in institutional ad- 
vertising is being made by Leon Levi, 
300 block W. Lexington St., prepared by 
the Newhoff-Kaufman Advertising 
Agency, of Baltimore. An evening news- 
paper with a circulation of more than 
200,000 is being used. 

Mr. and Mrs. Nathan Katz, and their 
neice, Miss Sylvia Katz, have returned to 
their home here after a six-week trip 
to California. The trip was made by 
way of the Panama Canal. Mr. Katz 
is a member of the firm of S. & N. Katz, 
Inc., one of Baltimore’s largest retail 
firms. 

Executives of the wholesale firm of J. 
Engel & Co., Inc., Baltimore St. and 
Hopkins Pl., announced that the firm’s 
1938 catalog will be ready for distribu- 
tion Oct. 1. The 250-page catalog, pro- 
fusely and artistically illustrated, is done 
in black and silver and is the finest guide 
book ever issued by the firm. 

From Richmond, Va., it was announced 
that Bam’s Jewelry Store has taken over 
the adjoining property. General im- 
provements are now virtually completed 
and the additional space will be used for 
a complete stock of electric clocks, radios 
and electrical appliances. The mange- 
ment anticipates brisk holiday trade. 

Kinghoff Bros., operating a chain of 
jewelry stores in southern cities, announce 
that their new store in Roanoke, Va., will 
be open for business early in October. 
Located in the city’s principal business 
district the new Kinghoff store presents 
artistic designing and will be equipped 
with the latest illuminating fixtures. Vic- 
tor Heiner will manage the new store. 

Among southern jewelers on buying 
trips to Baltimore during the past few 
weeks were R. L. Parcell, Chattanooga, 
Tenn.; E. D. Sturmer, Easton, Md.; L. 


| R. Dekle, Chapel Hill, N. C.; Samuel 
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Hyman, High Point, N. C.; Sidney Kosch, 
Spartensburg, S. C.; Adolph Kinghoff, 
Danville, Va.; Miss Eva Kinghoff, Green- 
ville, S. C.; Ben Kinghoff, Wilmington, 
N. C., and E. L. Puffenburger, Moorefield, 
W. Va. 

Baltimore wholesale jewelers are em- 
phatic in their statements to the effect 
that the jewelry business is in better con- 
dition today than it has been for many 
years. Brisk and strong demand is be- 
ing made on the Baltimore wholesalers 
by retail jewelers of many southern 
states. It is freely predicted that the 
best business during the past decade will 
be experienced during the next three 








salesman at the Washington, D. C., store 
of S. & N. Katz, 1114 F St. N. W., who 
allegedly disappeared three months ago 
with a case containing jewelry valued at 
$1,000 was reported under arrest in 
Milwaukee, Wis. It is understood that 
the accused salesman will be extradited 
from Milwaukee to Washington for trial 
under Federal charges. It was reported 
here that a considerable amount of 
jewelry in possession of the salesman was 
recovered by Milwaukee police. 

George P. Kendrick, 80, who retired 
from the jewelry business in Louisville, 
Ky., five years ago, died Sept. 8, at his 
home, 1410 S. 4th St., where he was a semi- 
invalid for a number of years. He was 
the son of William Kendrick, Louisville’s 
first jeweler. He suffered a stroke the day 
after his retirement from business. He 
was an active churchman and was state 
secretary of the Y.M.C.A. for several 
terms, and a life member Rotarian. His 
widow, two sons, George J., and William 
P. Kendrick, who continues the business, 
and a brother, W. C. Kendrick, who was 
associated in the retail trade with him, 
survive. 


months. 
A young man formerly employed as a 


FERRELL FETED ON BIRTHDAY 


JACKSONVILLE, FLta.—W. G. Ferrell, 
president of the Ferrell Jewelry Co., was 
recently honored with a surprise birthday 
party by his employees at the Hotel 
Roosevelt. A huge birthday cake was a 
feature of the occasion. 





LexincTon, Ky. — Harry Skuller, 52, 
jeweler at 115 W. Main St., succumbed 
to a heart attack, Aug. 31, at his home, 
where he had been confined for five weeks. 
He entered the jewelry business here 20 
years ago. 








JEWELERS' SUPPLIES 
Genuine American Watch Material 
Complete line of all Swiss Material 

B.B. Glasses—Flexo U.B.C. 
Tools and Findings 
Westclox Products 

JOHN A. TSCHANTRE 











25 N. Liberty St. Baltimore, Md. 


STERLING SILVER *S¥* 
HOLLOWWARE |. vax 


A. G. SCHULTZ CO., Inc. 


REPAIRS 423 E. LOMBARD ST. 
REPRODUCING BALTIMORE, MD. 
REPLATING Inquiries Invited 














THE JEWELERS’ CIRCULAR-KEYSTONE 
for- October, 1937 











n- 


ct 


i A ee en . 





Georgia Jeweler, 86, Repairs 
Courthouse Clock, Perched 
75 Feet Above Ground 


LAWRENCEVILLE, GA.—Being Lawrence- 
ville’s oldest citizen does not prevent John 
Hines Shackleford, 86-year-old jeweler, 
from keeping the courthouse clock in 
perfect running condition. 

Mr. Shackleford spent two years at the 
Watchmakers’ College in Chicago, 
worked at his trade in Atlanta, and final- 
ly returned to Lawrenceville, where he 
has been a retail jeweler and watchmaker 
ever since. 

For the past 52 years his job has been 
to repair the courthouse clock at a height 
of 75 feet from the ground, and he recent- 
ly spent five hours steady work in making 
repairs on that instrument. 





G-MAN CONFISCATES GOLD 


SAN ANTONIO, TEX.—Ed Tyrrell, Sec- 
ret Service agent, here, is reported to 
have revealed that an eight-ounce bar 
of gold and 12 ounces of scrap gold, 
all valued at approximately $400, were 
seized from a local jeweler, as being in 
violation of the gold reserve act of 1934. 
The gold had been purchased from vari- 
ous sources by the jeweler and_ then 
smelted. 


WRITES LOUISVILLE HISTORY 


William C. Kendrick who for years 
was a member of the firm of Wm. Ken- 
drick Sons, Louisville, Ky., and who is 
now 85 years of age, has writen a book 
of particular interest to residents of 
Louisville. The name of the production 
is “Reminiscenes of Old Louisville.” Mr. 
Kendrick has many friends among jewel- 
ers. He has been active in the jewelry 
business since 1868. 


IMPORTERS 


AND DISTRIBUTORS OF 


EASTON 


FULLY GUARANTEED BY US 





| Memphis Guild Elects Officers; Old 
Watches to be Exhibited 


MEMPHIS, TENN.—C. E. Goulding was 
reelected president of the Memphis Guild 
No. 4 of the Tennessee Watchmakers’ 
and Jewelers’ Association, Sept. 1, at the 
Hotel DeVoy. Mr. Goulding is with 
George T. Brodnax, Inc. Other officers 
elected include: D. A. Duwar, vice-presi- 
dent; L. A. Swan, secretary-treasurer, 
and W. C. Roy, C. Marbury, H. Harris 
and S. W. Hora, directors. Plans were 
made for an exhibit of timepieces from 
100 years ago to the present time, to be 
made at the Mid-South Fair. 





Lands 105-Pound Sailfish 





Elmer E. Present, of Daniel’s Jewelry 


Co., Tucson, Ariz., deserves the Amer- 
ica’s Cup or something for his prowess 
as a fisherman. 

Vacationing recently at Guaymas, Mex- 
ico, he battled with a sailfish—and landed 
him after a long struggle. Eight feet of 





U. S. JEWELRY CO. 


WHOLESALE JEWELERS 


DIAMONDS WATCHES JEWELRY 


BALTIMORE & LIBERTY STS. 
BALTIMORE, MD. 


_—o— 
FULL LINE OF 


ELGIN WATCHES 


FOR PROMPT, EFFICIENT SERVICE 


KAPLAN ENGR. & MFG. CO. 
BALTIMORE & LIBERTY STS. 
BALTIMORE, MD. 

MFG. JEWELERS DIAMOND SETTERS 
ENGRAVERS 
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fighting fish, weighing 105 pounds. 
Guaymas is situated on the western 


| coast of the State of Sonora, about half 


way down the long Gulf of California. 





ARREST SIX NEGRO YOUTHS 


GriFFIN, GA.—Six negroes, ranging in 


age from 8 to 15 years, have been ar- | 


rested and allegedly have confessed to 
the recent robbery of the Wynne Jewelry 
Co. here. A portion of the merchandise 
has been recovered and the six lodged in 
jail pending the next term of the Spalding 
County grand jury. Two grocery stores 
and a filling station were also robbed by 
the “gang” while it operated in Griffin. 





GAINESVILLE, GA.—W. R. Hughes has 
sold his jewelry store here, which he has 
operated for more than 30 years, to C. P. 
Wallace and Howard D. Hughes, who 
will operate it in the same location. 
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Nose 


The Baltimore Rose is 
a true rose design, not 
in name only. Com- 
pare weights, sizes and 
prices. 


We make odd pieces 
and special work. 
made to order. 
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SCHOFIELD 
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Silversmiths 


Established 
1871 
331 Charles St. 
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SPECIAL ORDER WORK 
REPAIRING 
GOLD AND RHODIUM 
PLATING 


We specialize in College Jewelry 
—Rings, Pins, Belts and Buckles 


Jenkins 


20 W. REDWOOD STREET 
BALTIMORE, MD. 
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FAYETTE STREET 
BALTIMORE, MD. 


“AN INSTITUTION 
of DEPENDABILITY” 


ESTABLISHED 1885 
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ALBERT S. SMYTH CO. 
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DIAMONDS - WATCHES 
@ JEWELRY ® 
5 HOPKINS PLACE, BALTIMORE, MD. 








ee 






manne 











~ 


Keo 
































ez, | SILVERWARE) 













SWARTZ & CO. 


10 S. Wabash Ave. Chicago, Ill. 


SIMON BROS. 


Watch Repairers for the better 
trade since 1910. 


References from best concerns in 
the trade. 


5 S. WABASH AVE. 
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Wuen You THINK OF 


FINDINGS 


THINK OF 


FULLER 


ORDER FROM YOUR JOBBER 


Fucomparable 


@UR WORK COSTS NO MORE THAN 
ORDINARY WORK 


BECKER-HECKMAN CO. 
28 E. Madison St. CHICAGO, ILL. 


USE See, 
NEWALL 
“Quality” Findings 


them. 














Your Wholesaler has 








CENTRAL WATCH CoO. 


WATCH REPAIRING FOR THE TRADE 
Best Workmanship at Lowest Prices 


Prompt Service 
5 South Wabash Ave. CHICAGO, ILL. 








A Short Course in Engraving for 
Jewelers 


By WM. KASSEL 
Price 50¢ 


The Jewelers’ Circular-Keystone 
239 W. 39th St., New York 











Add New Valances 
Background Drapes 
Fabric Display Mats 


THAT SELL MORE ! 


Send sizes with sketch. 
Give Color for samples. 
ESTIMATE, 

NO OBLIGATION 
Camden Artcraft Co. | 
160 N. Wells 
CHICAGO | 








L. S. McClanahan, of Bullock’s, Inc., 
Los Angeles, spent several days in 
Chicago last month on a business trip. 

Anthony True, diamond broker, spent 
three weeks recently visiting friends and 
relatives in Toronto, Canada. 

Billy Lamb, of George H. Fuller & 
Son Co., Inc., recently made a trip of 
business and pleasure to Alaska. He was 
accompanied by Alex Mayer, of Mayer 


| Bros., Seattle, Wash. 


Robert Barger, repres:nting Hamilton 
Watch Co. in the southwest territory, was 
seriously ill at Memphis, Tenn., for some 
time but returned to Chicago and is 


| recuperating. 


B. C. Allen, of Benj. Allen & Co., Inc., 
left Chicago Sept. 18 for his second Fall 
trip to the diamond markets of Amster- 
dam and Antwerp. Before returning he 
will visit his daughters in England. 

Jean R. Graef, New York, visited his 
Chicago office last month and spent sev- 
eral days with his representative, Frank 
Bruns, calling on the trade here and in 
cities of the Middle West territory. 

Otto Stumpf, well known in the trade 
here for years, is now located in room 
1114 of the Heyworth building, where 
he will carry a line of advertising spe- 
cialties including diamonds, watches, 
jewelry and silverware. 

Jack Givens, well known in the trade 
and associated with the Friedmans Jew- 
elers, 809 W. Chicago Ave., East Chi- 
cago, Ind., died at his home in that city 
on Sept. 18 after a brief illness. Remains 
were brought to Chicago for interment. 

I. B. Miller, who represents Shields, 
Inc., formerly Fillkwik Co., in this ter- 
ritory, lost all his samples during a busi- 
ness trip to Toledo, Ohio, late in August. 
The merchandise was reported taken 
from his room at the hotel while he 
was at dinner on the day of his arrival. 

J. W. Heckman, of Becker-Heckman 
Co., Inc., accompanied by his wife, is 
making an extended automobile trip 
through Indiana and Ohio visiting rela- 
tives and some of the state parks and 
places of interest. This is Mr. Heckman’s 
first vacation trip in several years. 

Carl Loeb, who represented I. Schwartz 
Co. in the Western territory for nearly 
25 years and has been associated with 
Lessau & Kramer, 29 E. Madison St., for 
the last two years, has again taken to 
the road and is making his first trip over 
his old territory for Lossau & Kramer. 

Earl Luscomb, who has been associated 
with C. D. Peacock, Inc., as buyer in 
the gold jewelry department, recently 
severed his connections with this company 
and on Oct. 1 assumed the duties of 
salesmanager and director of promo- 
tional advertising for Walter Lampl, New 
York City. 

Marks Bros., with stores at 146 N. 
State St. and 218 S. State St., has opened 
a finely appointed store at 6319 S. Hal- 
sted St. The store is 25 by 150 feet and 
finished in curly maple, with very modern 
lighting effects. The new store will be 
managed by George Applebaum, who 
has been associated with Marks Bros. 
for several years. 

Olsen & Ebaan Jewelry Co., Inc., oper- 
ating several credit stores in Chicago 
and nearby cities, opened one of their 


| finest places Sept. 10 at 6446 S. Halsted 


St. For a number of years the firm had 
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a store at 6520 S. Halsted St. and when 
the building at the new address was re- 
modeled to house 10 stores, each a mem- 
ber of a chain and representing different 
lines of merchandise, Olsen & Ebann was 
asked to join. 

Joseph P. Carr, 40, for many years a 
salesman for Stein & Ellbogen Co., Inc., 
died Sept. 8 after an illness of a few 
weeks. He had been associated with the 
jewelry industry since he completed his 
college work, and was the son of John 
F. Carr, retail jeweler of Portsmouth, 


Ohio. Funeral services were conducted 
by Chicago commandery 19, Knights 
Templar. 





Chicago Credit Jewelers Join Drive 
Against Crime Wave 


Cuicaco—The first regular monthly 
meeting of the Credit Jewelers’ Associ- 
ation of Chicago, following adjournment 
for summer months, was held Sept. 8 at 
the Covenant Club with a large atten- 
dance. One new member was received, 
National Jewelry Co., Inc. President A. 
E. Newmark presided. 

Principal speakers were Louis Gold- 
man and Francis W. Healy, of Goldman, 
Alshouse & Healy, attorneys. They told 
a thrilling account of the work and ac- 
complishments of the good and welfare 
cemmittee of the Chicago Jewelers Asso- 
ciation and following their talks the 
president announced that he would ap- 
point a committee to cooperate with the 
C.J.A. in its effort to prevent and prose- 
cute crimes against the jewelry trade in 
Chicago. Past President Charles Baum- 
rucker, of Jones & Baumrucker Co., Inc., 
state senator, discussed laws of interest 
to retail jewelers, particularly the one 
requiring that all second-hand watches 
be marked as such. 





Chicago Jewelers’ Bowling Season 
Starts With Eight Teams 


Cuicaco—The Chicago Jewelers’ Bowl- 
ing League got off to a good start the 
night of Sept. 8 on the alleys of the 
Medina Club, where games will be played 
every Wednesday afternoon at 5.45 until 
and including April 20. Nearly $500 will 
be distributed as prizes to individuals 
and teams. 

The eight teams and captains are: 
Benj. J. Allen & Co., Inc. L. C. Fay; 
A. C. Becken Co., Inc., J. W. Kamer- 
lander; The Ball Co. Inc, E. J. 
Springer; Finkelman Diamond Co., E. 
Borchers; G. Ed Trebing Co., Inc., J. E. 
Trebing; Fort Dearborn Mercantile Co., 
F. Mlady; American Optical-Tillyer, F. 
N. Kreissl, and American Optical-Ful- 
Vue, C. Steffensen. Each team consists 
of five players and three substitutes. 





HENRY A. BROMBERG 


BATTLE CREEK, Micu.—Henry A. Brom- 
berg, 77, dean of local jewelers and 
watchmakers, and a business man here 
for nearly 50 years, died Sept. 3, at his 
home here, after a six months’ illness. 
Until the time of his illness, Mr. Bromberg 
had been active in civic work. He was 
a 32nd degree Mason, a Lion, and a mem- 
ber of the Battle Creek Country club. It 
is estimated that he repaired upwards of 
100,000 watches during his career here. 
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BRON-SHOE COMPANY 27,,”,,°",St: 


State Senator Baumrucker Praised for 
Enactment of Illinois Second Hand 
Watch Law 


Cuicaco.—Jewelers in all parts of II- 
linois are much interested in legislation 
embodied in an act to regulate the sale 
of second-hand watches which became 
law through the efforts of Senator Charles 
F. Baumrucker of the Seventh Senatorial 
District. Senator Baumrucker introduced 
the bill known as No. 435 on May 11 of 
this year. He watched its progress 





Jeweler ... and Senator 


through committee and was successful in 
having it passed and signed by the gov- 
ernor. The Senator has been receiving 
much praise from jewelers of his state 


who realize the value to the jewelry trade | 





PRESERVE BABY SHOES 


In SOLID bronze, silver or gold for extra profits. 
less gifts when mounted as Onyx ashtrays, bookends, etc. 


Price- 


Write TODAY for prices, 














You Can Get 


SANDSTEEL 
‘QUALITY MAINSPRINGS 


For the smallest Baguette 
Watches and up to 6 feet long, 4 
inch wide springs for 8-day desk 
watches. They are made in over 
3,000 sizes and styles for Ameri- 
can and Swiss watches. 
A Perfect Assortment 
of Superior Quality 


Made in U.S.A. by Specialists. 


WATCH-MOTOR MAINSPRING CO., INC 
145 Hudson St. New York City 
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of the new legislation. There have been 
no test cases of the law as yet. 
The new law is as follows: 


A BILL 


For an Act to regulate the sale of second- 
hand watches. 

Be it enacted by the People of the State of 
Illinois, represented in the General Assembly: 

Section 1. For the purposes of this Act: 

“Consumer” shall mean an individual, firm, 
partnership, association or corporation who buys 
for own use or for the use of another but not 
for re-sale. 

“Second-hand watch” means: 

(1) A watch which, as a whole, the case 
thereof, or the movement thereof, has previously 
been sold to a consumer: Provided, however, 
that a watch which has been so sold, and is 
thereafter returned within sixty days from the 
date of such sale, either through an exchange 
or for credit, to the same person who sold such 
watch to the consumer, shall not be deemed to 
be a second-hand watch for the purpose of this 
Act, if such person keeps a written or printed 
record setting forth the name and address of 
the consumer, the date of the sale to the con- 
sumer, the name of the watch or its maker, and 
the serial numbers (if any) on the case and 
the movement of the watch or other distin- 
guishing numbers or identification marks, the 
aforesaid record to be kept for at least three 
years from the date of the sale of the watch 
and to be open for inspection during all business 
hours by the State’s attorney of the county in 
which such person is engaged in business; or 

(2) Any watch whose case or movement, serial 
numbers or other distinguishing numbers or 
identification marks have been erased, defaced, 
removed, altered or covered. 

Sec. 2. Any person, or agent or employee 
thereof. who sells a second-hand watch, shall 
affix and keep affixed to the same a tag at /east 
one inch in height and one and one-half inches 
in length, with the words “‘second-hand”’ legibly 
written or printed thereon in the English lan- 
guage. For the purposes of this Act, ‘“‘sell” 
shall be deemed to include offer to sell or ex- 
change, expose for sale or exchange, possess 
with intent to sell or exchange, and sell or 
exchange. 

Sec. 3. Any person, or agent or employee 
thereof, who sells a second-hand watch, shall 
deliver to the vendee a written invoice setting 
forth the name and address of the vendor, the 
name ond address of the vendee, the date of 
the sale, the fact that the watch is second-hand, 
the name of the watch or its maker, and the 
serial numbers (if anv), or other distinguishing 
numbers of identificaticn marks on its case and 
movement. In the event the serial numbers 
or other distinguishing numbers or identifica 
tion marks have been erased, defaced, removed, 
altered or covered. this shall be set forth in 
the invoice. A duplicate of the aforesaid in- 
veice shall be kept on file by the vendor of such 
second-hand watch for at least one year from 
the date of the sale thereof and shall be open 
to inspection during all business hours by the 
State’s attorney of the county in which the 
vendor is engaged in business. 

Sec. 4. Any person advertising second-hand 
watches for sale in any manner shall state 
clear'y in such advertisement that the watches 
so advertised are second-hand watches. If such 
advertisement is printed or written, the fact 
that such watches are second-hand shall be 
printed or written in bold faced letters. 

Sec. 5. Anv violation of this Act shall con- 
stitute a misdemeanor and shall be punishab'e 
by a fine of not less than one hundred dollars 
($100.00) and not more than five hundred dol- 
lars ($500.00), or by imprisonment for not less 
than ten davs and not more than one hundred 
days, or hkoth. 


LEON W. BERRY 


CARTHAGE, ILL.—A coroner’s jury decid- 
ed that the death of Leon W. Berry, local 
jeweler who died Aug. 30 as the result 
of injuries received when he walked in 
front of a fast electric train in Highland 
Park, IIl., was accidental. Relatives be- 
lieve that he had mistaken the limited 
train for a local. 


SOL ROTHENBERG 


Great Fautis, Mont.—Sol Rothenberg, 
60, proprietor of the Crown Jewelry Co., 
Inc., 415 Central Ave., died Aug. 30, in a 
local hospital after a two weeks’ illness. 
He was in business in Salt Lake City until 
coming here 22 years ago. 
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WHERE TO BUY 








WATCH DIALS 
REFINISHED |||_ 





IN KEEPING 


* THE QWlodeon.MODE 
KIRK-RICH DIAL CORP. 


HEYWORTH BLDG. METROPOLITAN 
CHICAGO, ILL. LOS oo 


SEABOARD BLDG. ALLEN BLDG. 
SEATTLE, WASH. DALLAS, TEX. 
CLARK BLDG., PITTSBURGH, PA. 








PETER HENRY & SON 
WATCH CASE REPAIRING 
GOLD AND SILVER REFINING 


Prompt Service, Maximum Returas 
610 Glenn Bidg., 5th & Race Sts., Cincinnati, Obie. 
Give us «a trial. 








GOLD and SILVER 
PLATERS 


SILVERWARE — REPAIRING 
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NEW MATERIALS 


Wheels, pinions, 
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for all watches. 
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Where to Buy 
IMPORTED 
China and Glass 





ROYAL DOULTON 
English Bone China and Earthenware 
THOS. WEBB & SONS 
Hand made English Crystal 
IRISH BELLEEK 
The original production 


WM. 8S. PITCAIRN eed ag 
104 Fifth Ave. New York, N. 





Frroee, 


Famous the World Over 





Available from New York Stocks 
ROSENTHAL CHINA CORP., 149 Sth Ave., New York 


CHINA 





CHINA AND GLASSWARE 
ESPECIALLY FOR JEWELERS 


in stock for immediate delivery. Great 
variety of patterns and designs. 
tre your urgent orders. 


PAUL A. STRAUB & CO., Ine. 
Importers, 105-107 Fifth Ave., New York 





ROYAL CAULDON and COALPORT 


China and Earthenware 
ROYAL CROWN DERBY CHINA 
Service plates and short lines 
WOOD & SONS EARTHENWARE 

GIBSON & SONS TEAPOTS 


EDWARD BOOTE %337 W027" 53: 


NEW YORK, N. Y. 





SHORT LINES—SERVICE PLATES 
Dinnerware from the 
Heinrich & Co. and 


Winterling Factories 
FROM NEW YORK STOCK 


Heinrich and Winterling, Inc. 
49 W. 23rd St. ° 





W. E. LINDEMANN 


GLASS 


CANDELABRA CANDLESTICKS 
= DECANTERS 
VASE BOWLS 
G IRANDOLES LAMPS 

FROM STOCK 


225 FIFTH AVENUE, N. Y. 


rk, N. Y. 








THEODORE HAVILAND 


FINE FRENCH CHINA 
BOOTHS, LTD. 

JOHN MADDOCK & SONS 
English Earthenware 
“GENYING QUIMPERWARE” 

ts New York Stock 
THEODORE HAVILAND & CO., Ime. 
26 W. 23rd St. New York 














JUSTIN THARAUD, Inc. 
129 Fifth Ave., New York, N. Y. 


MYOTT SON & CO., England 
ROYAL BAYREUTH CHINA, Bavaria 
CHATEAU CHINA, Czechoslovakia 
FRANCISCAN WARE, Gladding McBean & Co. 


First Free Instruction in Diamond Setters’ Art Offered Youths 





In Class Sponsored and _—— by Jewelry Crafts Association 


The Jewelry Crafts Association of New 
York is undertaking to equip and sponsor 
in addition to the class in jewelry making 
other classes such as diamond setting and 
possibly jewelry designing, die cutting and 
polishing, subject to the approval of the 
city’s board of education, William B. 
Ogush, of Katz & Ogush, Inc., president, 
announced last week. 

The classes will be held in the School 
of Industrial Arts Building, 257 W. 40th 
St. Manhattan, instead of at Central 
Commercial High School, 220 E. 42nd St., 
where instruction was given in jewelry 
making last year. For several years the 
Jewelry Crafts Association has furnished 
benches, tools and materials for the afore- 
mentioned jewelry making course. 

“The Association has taken into con- 
sideration the woeful lack of skilled dia- 
mond setters and other skilled jewelry 
mechanics and has therefore undertaken 
to equip and sponsor the other courses,’ 
said Mr. Ogush. 

“The Industrial Education Division of 
the Board of Education is cognizant of 
the need for skilled craftsmen in a fine 
arts industry; first from the standpoint of 
perpetuating an important industry which 
is rapidly growing effete due to its lack 
of new blood, and secondly, this industry 
offers a splendid opportunity for young 
ambitious, deserving boys who show 
mechdnical skill and ability to earn a good 
livelihood.” 

The diamond setting instruction will 
start early in November, it was indicated 
during conferences held last week be- 
tween Board of Education and Associa- 
tion representatives. It is said that it will 
be the first free instruction course of its 








TELECHRON ASSIGNMENTS 


ASHLAND, Mass.— David Blair, Jr., 
formerly supervisor of the order service 
section for Warren Telechron Co., has 
been named district manager of the St. 
Louis territory, succeeding A. A. West, 
who has been transferred to the district 
managership of Telechron’s Chicago of- 
fice, succeeding W. L. Howell. R. T. 
Woodward has been assigned to cover 
the Pittsburgh territory. 





WEARS 13 DIAMONDS FOR LUCK 


BELMONT, Mass.—When Miss Lucy 
Hodder, who lived at 13 Sycamore St., 
was married on Friday the 13th at 5:13 
P.M., to Frederick Ratta, she wore an 
engagement ring with 13 diamonds. 
Moreover, she carried 39 white roses, 
three times 13, and 13 friends of the 
bridegroom gave him a stag party the 
night before the wedding. “I think 13 is 
my lucky number,” said she. 
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Where to Buy 
IMPORTED 
China and Glass 
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| sociation, is 





William B. Ogush 


kind in America. Classes are planned 
for both afternoon and night. 

Henry L. Sperling, secretary of the as- 
inviting member firms to 
recommend candidates for enrollment in 
the diamond setting course. Further an- 
nouncement with regard to this and other 
classes will be made soon, Mr. Sperling 
said. 

Between 15 and 20 students studied 
jewelry making last year in a class in- 
structed by Albert Verber, who will teach 
the same subject this year. 











Where to Buy 
DOMESTIC 
China and Glass 








LENOX CHINA 
SERVICE PLATES 
DINNERWARE 
NOVELTIES 
Made in America 
Trenton, N. J. 


cb 


LENOX 
LENO@A, INC. 














HAWKES CRYSTAL 
GLASSWARE 


for discriminating 
people—WRITE 
T. G. HAWKES & CO. 


CORNING, N. Y. 
N. Y. Office: 542 5th Ave. 











Wedgwood Ware 


Bone China Dinnerware, Queensware 
Jasper and Black Basalt 
‘Trade-Mark WEDGWOOD 


Josiah Wedgwood & Sons, Inc. 
162 Fifth Avenue, New York City 














MADDOCK & MILLER, Inc. 
129—5th AVE., NEW YORK, N. Y. 

Chicago MERCHANDISE MART 

Office: Room 1558. 


ROYAL WORCESTER 


CROWN DUCAL | 
IRONSTONE CHINA) 


MASON 





Carried in Open Stock! 
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Potters 
EXCLUSIVE DINNERWARE 
Sets and Open Stock 
KILNS « e« East Palestine, Ohio 
New York Office ° « 39-41 West 23rd Street 
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IN THE FIELD OF ADVERTISING A 


ND TRADE PROMOTION 








Display material and advertising tie-ups 
with Warner Bros.’ “Varsity Show” and 
“That Certain Woman” and RKO-Radio’s 
“Stage Door” are announced by Movie 
Star Charms, Inc., 74 W. 46th St., New 
York, makers of the Movie Star charm, 
a bracelet novelty consisting of two hand- 
colored miniature photographs of fea- 
tured players of the various motion pic- 
ture companies, held back-to-back be- 
tween two magnifying lenses rimmed in 
gold and gold filled. Metro-Goldwyn- 
Mayer, Paramount and Columbia also 
have released their roster of stars and 
featured players to the charm tie-up. The 
coloring of the photographs gives the 
crystals an opalescent appearance from a 


little distance. 
* ee @ 


Allison-Kaufman Co., 315 W. 5th St., 
Los Angeles, makers of “California Gold” 
diamond rings, have completed an ani- 
mated electrical display showing a cam- 
eraman photographing a pretty young 
woman, and, on the reverse, miners siev- 
ing gold. A treasure chest to hold dia- 
mond ensemble sets, and which can be 
used as a jewel box, accompanies the 
display. The display was shown for the 
first time at the firm’s booth at the 
N.A.C.J. convention. 


* * * 


“The Time of Your Life,’ with 
Graham McNamee as master of ceremo- 
nies, Sheila Barrett, “queen of mimicry,” 
as the featured artist; Joe Rines and his 
orchestra, and Roy Campbell’s Royalists, a 
choral group of mixed voices, is the 
Gruen Watch Co.’s new radio program, 
starting over N.B.C.’s red network Sun- 
day afternoon, Oct. 3, at 5:30 E.S.T. 
Miss Barrett, who will make her debut 
with her first radio sponsorship, satirizes 
more than 75 stage and screen personali- 
_ and nameless characters of everyday 
ife. 


* * * 

The new Lord Elgin and Lady Elgin 
timepieces will be introduced at 7:15 
o'clock E.S.T. the night of Oct. 21, when 
Americans tuned to any of the 52 sta- 
tions of the Columbia network will listen 


to an international broadcast, in which 
the president of the American Chamber 
of Commerce in London will present the 
first two watches that bear their names 
to the Earl of Elgin and Kincardine and 
the Countess of Elgin. Speakers will in- 
clude Judge Harry C. Daniels, president 
of the Elgin Chamber of Commerce, and 
T. Albert Potter, president of the Elgin 
National Watch Co., speaking from a 
banquet at Elgin, Ill., and Lord and Lady 
Elgin, speaking from London. North 
American retail jewelers will offer rep- 
licas of the presentation watches for sale 
the day after the broadcast. A heavy 
advertising program will stimulate the 
sale of the new models. 

* * * 


Ingersoll - Waterbury Co. will award 
$250 for the best window trim featuring 
Ingersoll Mickey Mouse watches in addi- 
tion to 31 other prizes. A photograph of 
the window should be mailed not later 
than Nov. 15 to Walt Disney, 1270 Sixth 
Ave., New York, who will be chairman 
of the judging committee, which will an- 
nounce the winners Nov. 25. Ingersoll- 
Waterbury Co., Waterbury, Conn., has 
window cards and full details for re- 
tailers. 

* * * 

The 1847 Rogers Bros.’ new Hollywood 
radio show, “1847 Silver Theater,” fea- 
turing “First Love,’ the company’s new 
pattern, will be broadcast over 44 Co- 
lumbia stations at 5 o’clock E.S.T., Sunday 
afternoons, starting Oct. 3. National ad- 
vertising for this and eight other 1847 
Rogers Bros. patterns includes full four- 
color pages in Life, Fortune and other 
national publications. Window displays 
are offered dealers. These patterns are 
now presented in the new revelation chest 
with full-vision kodaloid top that rolls 


open. 
* * © 


A merchandising campaign for Wm. 
Rogers & Son, based on the theme, “Put 
Life Into Your Sales,” includes a series 
of advertisements in Life’s style in Life 
magazine, starting with a double spread 
Oct. 18 and continuing with full pages 


in successive issues. All will feature the 
“Chest of Plenty.” The company offers a 
free “transparency chest” with each order 
for three 51-piece “Chest of Plenty” sets. 
Newspaper mats are available. 

* * * 


Strikingly modern is the new catalog 
that has just been issued by the 1847 
Rogers Bros. and Wm. Rogers & Son 
divisions of International Silver Co. The 
table setting featuring “First Love” used 
for the cover was arranged by Fae Hut- 
tenlocher of Better Homes & Gardens. 

* * * 


One of the most interesting things at 
the NACJ convention was a new church 
charm—a tiny attachment for a charm 
bracelet, made ‘in gold or silver reproduc- 
ing a colonial church with the customary 
steeple. In the center of the church is a 
circular window, a magnifying glass 
through which can be plainly seen and 
read the Lord’s prayer. This is a patented 
item by Walter Lampl. 

* *£ * 


Make book-ends out of baby’s trea- 
sured shoes, says the Bron-Shoe Co., 35 
W. Long St., Columbus, Ohio. The Bron- 
Shoe Co. preserves the tiny shoes in 
bronze and suggests that they may be 
mounted attractively on bronze bases as 
book-ends, or used singly as ash trays. 

* * *# 


Holiday promotion now being given to 
the trade by Oneida, Ltd., makers of 
Community Plate, is built around a spe- 
cial service of 62 pieces, for eight places, 
in a specially designed display chest. The 
manufacturer offers with each service a 
special electric flasher and a draped 
fabric display unit which will serve for 
the Community Plate Christmas window 
dress and for later special window fea- 
tures. The chest is in a rich Chinese red 
lacquer with white trim, and lined with 
crimson velveteen and white satin. First 
of a line of noted guest stars for the 
Tudor Plate (Oneida, Ltd.) radio feature, 
“Silver Serenade,” which began the week 
of Sept. 27, was Beatrice Fairfax. Peggy 
Tudor, mistress-of-ceremonies, conducts 
the quarter-hour broadcasts. 





Remodelings and Removals 
(From page 152) 


Julius D. Wild, manufacturing jeweler 
and diamond setter, is now located at 
308 Beacon Bldg., Tulsa, Okla. 

Open house was held for one week 
beginning Sept. 18, in the enlarged, newly- 
renovated store at 16 Third St., Troy, 
N. Y., by Berner’s. The new two-story 
front is striking. 

David Elyovitz, owner of the Winder- 
mere Jewelry Shoppe, 13939 Euclid Ave., 
Cleveland, O., moved Oct. 1 to 690 E. 
185th St., where the business will be 
operated under the name of Elwitt Jew- 
elry Co. The new establishment is newly 
built. 

H. Post & Sons, 156 N. Merchant St., 
Decatur, IIl., has taken out a permit for 
alterations, including installation of a new 
front. 

Formal opening of the new store of 
Jack Thusius at 404 Main St., Water- 
town, Wis., was held Sept. 18. 

The City Jewelry Co., of Bartow, Fla., 
moved recently to its new address, 139 
E. Main St., that place. 

Wilson’s Leading Jewelers, Inc., 303 S. 
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Salina St., Syracuse, N. Y., began work 
late in July to triple the present store 
frontage, and greatly enlarge the service 
facilities. The exterior will gleam with 
ebony vitrolite interspersed with gray and 
heavy bronze trim. A new air-condition- 
ing system has been installed. 

The store of A. E. Coleman, 225 Madi- 
son St., Corvallis, Ore., has been mod- 
ernized. 

B. E. Cross recently moved his retail 
business into remodeled quarters at 268 
Main St., Salinas, Calif. 

Bishop C. Leonard on Aug. 1 began 
the enlargement and improvement of his 
store at 126 S. Main St., Salisbury, N. C. 
He will double the floor space, install a 
new front and remodel the interior. 

Eugene Neer, who conducted a jewelry 
store at 115 N. Main St., Marysville, 
Ohio, is transferring his business to W. 
Fifth St., occupying the store recently 
vacated by the James Wilford jewelry 
shop. 

The jewelry store of Chester Knox has 
been moved into a completely remodeled 
store at Farmersville, Texas. 

Hoffman Bros., Inc., after 16 years at 
28 S. Virginia Ave., Atlantic City, N. J., 
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opened one of the most modern stores in 
the resort at 1503 Atlantic Ave., Aug. 3. 

Morris Klein, Aliquippa, Pa., retail 
jeweler, is adding new fixtures and en- 
larging the interior of his store. 

At the Le Grand Jewelry Co., Inc., 
store, 218 E. Capitol St., Jackson, Miss., 
remodeling operations are in progress. 

The remodeled store of Rudolph Bros., 
Inc., Amsterdam, N. Y., was shown to 
the public at a reception held Friday and 
Saturday, Aug. 13 and 14. 

The new Springfield, Mass., store of 
the Kay Jewelry Co., at 1419 Main St., 
was opened to the public, Aug. 12. All 
departments are extended in the new 
place of business. The exterior is of white 
toned glass and blue and gun metal mir- 
rors. Air conditioning and daylight effect 
lighting are features, 





MontTREAL, CANADA—Quebec watch- 
makers have agreed to study the possi- 
bility of using processed porpoise oil in 
the industry instead of importing it at 
considerable cost from Europe, Hormisdas 
Langlais, M.L.A., for the Magdalen 
Islands, said here before leaving for 
Europe. 
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| A Corner of our Sweeps Burning and Grinding Department 
FIG URE S | All lots of Sweepings, etc., are burned, ground and assayed separately 
| with great care and precision. 
We earnestly solicit your patronage. 


WILL PROVE. Isione & Bro. Inc 







that the logical place for you to | GOLD, SILVER and PLATINUM 
dispose of your precious metals is | an es eae 






by shipping direct to 345-7 Halsey St., Newark, N. J.” 
















81 Years Serving the Trade 


D E E & C O : | Nationally Known Since 1858 
” 


We refine materials containing 


GOLD, SILVER, PLATINUM 


and use this in making up jewelers 
plate, wire, solder, dental gold and 
electrical alloys. 


We need this metal, know = ee seo | 
values and always allow | REGUL ATION 


according to the quality. | 

















Careful regulation of refining processes is as im- 
portant to the workability of precious metals as is 





Every modern facility permits us to | the regulation of a watch to its timekeeping ability. 
say that it pays to ship direct to | Our Thirty-Nine Years of Refining Service 


- . 
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have proved this to us and to our customers. That's why every 
step in our refining is carefully regulated by experienced 
metallurgists. The benefit of this care and experience is yours 


¢¢co. T. B. HAGSTOZ & SON 


(Arthur T. Hagstoz) 


PR ECI OUS METALS Refiners Assayers 


2 Non ee: 709 Sansom Street, Philadelphia, Pa. 
SS East WASHINGTON STREET CHICAGO, ILLINOIS 
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Steel and Its 
anc 








HOROLOGICA 
DEPARTMENT 








Use in Watchmaking 
Repairing 


By JOHN J. BOWMAN 


Chairman of the Educational Committee of the Horological Institute of America 





(Continued from the August issue) 
THREE FInisHES For Fiat STEEL Parts 


HE aarticle of this series in the Horological Depart- 

ment of the August JEWELERS’ CIRCULAR-KEYSTONE 
explaining sawing, to produce flat steel watch and clock 
parts. After these have been sawed and filed to form, 
and hardened and tempered, they must be finished to 
match the other parts in the timepiece, either gray-fin- 
ished, line-finished, or polished. Generally speaking, the 
three types of finish named are stated in the order of the 
quality of the timepieces in which they are used. 

The instructions to be given are applicable just as 
well to refinishing rusted parts as to finishing newly made 
parts of the same kind. 


HARDNESS OF ‘TEMPER AFFECTS QUALITY 
OF FINISH 


First of all, it should be stated that the hardness at 
which steel is left in tempering it has an effect upon the 
quality of finish obtainable: the harder the temper, the 
better the finish. But in deciding the temper for any 
part, its practical use must govern the choice, rather than 
the effect on finish. It would be a mistake, for example, 
to give a spring a purple temper to take a finer polish, 
and risk breakage, instead of a blue temper, not as brittle, 
which is a correct temper for springs. But this does not 
apply to reheating after polishing, for decorative color 
only; a part tempered blue, then polished, then reheated 
to purple or brown, is still, in effect, of a blue temper. 

Now we will consider the tools, materials and manip- 
ulation used in finishing flat steel parts. 
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THE First STEP—FLATTENING THE WorK 


Take for example a piece of work like a flat steel 
click-spring; whether it is to be gray-finished, line-fin- 
ished or polished, the first step is the same; it must be 
brought to a perfectly flat surface. by rubbing it by 
hand on a flat-surfaced “lap,” with some abrasive or 
grinding material. 


Tue Grounp-Guass Lap; Best For 
Att-ARouUND USE 


Laps may be made of a variety of materials: block tin, 
zinc, iron, bell-metal (bronze), and others; but we ad- 
vise choosing plate-glass with a surface ground or frosted, 
because this is more easily obtained, prepared, and kept 
in condition, than any other material adaptable to repair- 
shop use. 

Plate-glass laps may be bought ready-prepared, or they 
may be made of pieces of window plate-glass from the 
scrap pile of a dealer; have him cut two pieces about four 
inches square, and, on a grindstone or a coarse oilstone, 
smooth the sharp corners off to prevent cutting the fin- 
gers. Rub the two plates on each other, with water and 
grade FFF emery between them, until both surfaces are 
finely frosted, with no spots of clear glass showing. Wash 
the plates with brush and soap and water. Grind them 
together again, with oilstone powder and oil. The laps 
are now ready for use for flattening and gray-finishing 
steel parts. 

The principle of all flat-lapping operations is simply 
that the flatness of the lap surface is transferred to the 
work by grinding. Any almost invisible irregularities in 


(Please turn to page 169) 


















K&L 


GOLD STANDARD 


IS 999.75 PLUS 


and the same standard of fineness is maintained 
in all our other metals 


FINE GOLD PLATINUM 
PALLADIUM ° IRIDIUM 


Ruthenium — Rhodium — Osmium — Silver 





Platinum in all degrees of hardness 
Platinum and Gold Solders 
Stamped with the K & L guarantee of Quality 


Kastenhuber & Lehrfeld 


24 JOHN ST. NEW YORK, N. Y. 


We solicit your Sweeps — Filings — Scrap Gold and Platinum — A reli:ble dealer is your only protection 











A SHORT COURSE IN 
ENGRAVING FOR JEWELERS 


Illustrated and Comprising Information Regarding the 













care and Sharpening of Gravers, Attractive Monograms 
and How to Make Them * * * * The Bending and 


Tempering of Gravers, Removing Engraving, etc., etc. 












The remaining copies The JEWELERS’ CIRCULAR-KEYSTONE 
of this book are avail- 239 West 39th Street, New York 


able @ 50¢. Send postpaid one copy A SHORT COURSE IN 
ENGRAVING FOR JEWELERS, By Wm. Kassel. Remittance 
50¢ enclosed. 
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Steel and Its Use 
(From page 167) 
the lap are nullified or corrected on the work by its 
motion over the lap. 
ABRASIVES For GRINDING 


For abrasive material, synthetic corundums and other 
products of the electric furnace are mostly used today in 
mass-production industry. But in our work, horology, 


Cre 
RUT 
TR 





Fig. 1 


these products incur some risk of imbedding sharp par- 
ticles in the work, which may attack and spoil surfaces 
that are polished to reduce friction. To avoid this risk, 
the safest abrasive is the time-tried powdered natural 
oilstone. This has the peculiarity of grinding without 
imbedding its particles in tempered steel. 

Oilstone powder mixed with a plentiful proportion of 
oil will cut faster than a thicker mixture, for flattening 
work to prepare it for all finishes. 


LEVELING- Toot For HoLtpinc Work 


Now consider how to hold the work while it is being 
ground on the lap. Any piece that has much area of sur- 
face, so that it will remain Jevel against the lap as it is 
moved (a piece like a wheel, a cap or a yoke) may be 
held and moved simply by the pressure of a finger on it. 
But pieces of small area—narrow springs, screwheads 
and the like, would tend to tip over instead of lie flat 
during grinding, and must be mounted in a holder that 
will keep them level. Such a tool is shown in Fig. 1. 
With this, to flatten a screwhead, the threaded part of 
the screw is clamped in one of the notches by the end-har, 
the screwhead downward. Then the two upright thumb- 
screws are adjusted together, until the work bears level 
against the lap, and the screws are then tightened by 
their set-screws. The tool is moved with two fingers 
holding the wide end of its base, the index finger pressing 
down on the milled head in the center of the tool. 

This tool is also used for holding other small work. 
Anything that cannot be clamped in it is mounted in lathe 
cement. Bend a piece of sheet brass with an angle to be 
clamped in the tool, with the other part beneath the base 
of the tool. On it drop hot lathe cement, and into this 
press the heated piece of work; before it cools hard, lay 
the tool on the lap and press down until the work levels 
itself against the lap, first using the adjusting screws to 
get all approximately level; allow the cement to harden, 
and everything is ready for grinding. Spread oilstone 
powder in oil evenly over the lap. Move the work on 
the lap with a circular motion. After a few strokes, ex- 
amine and if the grinding is done more at one end than 
another, correct the leveling exactly with the adjusting 
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screws. When the surface is ground evenly to its edges, 
the flattening is completed. 


Gray-FINISHING 


If the finish is to be gray, wipe the lap dry and spread 
on it some powder and oil mixed very thick. Resume 
grinding in circles that become gradually smaller until 
there is scarcely any motion. The “secret” for making 
the perfect gray finish is to have the final motion so little 
that the grains of oilstone just slightly roll between work 
and lap, making microscopic pits in the steel, instead of 
the furrows that result from long strokes. This finish 
will be a clear frosty surface; not a somber gray, but 
rather a lively silver-gray that is beautiful and appro- 
priate for fine work. But remember that a fine gray fin- 
ish is seen only when free from oily film. After grinding, 
clean the work well in naphtha, or benzine, dip in alcohol, 
lay it on clean blotting-paper to assist quick drying. It 
should now be handled not with the fingers, but with 
tweezers, to avoid greasy film. 

If the ultimate finish is to be line-finished or polished, 
the grinding is then only for flattening, and the special 
gray-finishing step in the process should be omitted. Just 
clean the work thoroughly and leave it in the tool. 


LINE-FINISHING 


A line-finish is formed of a series of parallel scratches, 
running usually in the direction of the length of the 








Fig. 2 


piece of work. This may be needed in a new part, to 
match the finish of other parts; or for refinishing a rusted 
part, after grinding out the rust pits. In some of the 
Swiss factories where high grade complicated watches are 
made, line finishing is done on copper laps charged with 
diamond dust. But this is needlessly expensive equipment 
for doing an occasional job, and a quite satisfactory sub- 
stitute is a piece of plate-glass on which is glued a piece 
of French emery paper, grade 0. Let this stand, while 
the glue is hardening, with another piece of glass over 
the paper and a heavy weight on top, to press the paper 
flat. In line finishing, lay a metal straight-edge on the 
emery paper, and let this guide the work as it is moved 
back and forth, to make the scratched lines perfectly 
straight. Stop rubbing immediately when the surface is 
covered with lines, to avoid any rounding of corners on 


the work. 
(Please turn to page 175) 
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WORKSEOIP WCITIES € CQUWIETRITIES. 


AIRSPRINGS—I would like to have a full explana- 
tion of how to vibrate hairsprings to match balances, 


including description of tools to use, and whether I could 
make the tools. (Question No. 5089). M. K. 


Answer—To answer your question fully enough to be 
of practical value, would occupy much more space than 
there is in several issues of the Workshop Notes depart- 
ment. So we suggest that you study this subject in the 
book ‘Practical Balance and Hairspring Work,” by Wal- 
ter J. Kleinlein; this book may be had postpaid from our 
Book Department for $3.50. In it you will find full and 
clear explanation of procedure, and illustrations of tools 
used. Some of these tools you could perhaps make; al- 
though most of them could be bought for less than the 
value of the time you would spend in making them. 


LOCK OIL—What can you say about this new 
graphite clock oil that is said to be better than any of 
the older established oils? Also, a writer in an English 
watchmakers’ magazine claims it has been discovered that 
in very small watches, it is better not to oil the train 
pivots in very small watches, if they run in jewels. Is 


this true? (Question No. 5090). J. J. B. 


Answer—We believe that any superiority claimed for 
graphite-charged oils for use in horological mechanisms. is 
as yet only in the claims of the manufacturers of such oils. 
Nothing but a long period of use, under service conditions, 
can possibly establish superiority in any new type of oil. 
There has not yet been opportunity for thorough testing— 
not long enough use—of graphite oils in horology. For a 
thorough explanation of the required qualities for good 
watch and clock oils, we suggest reading the articles on 
Friction and Lubrication, in the JEwELERS’ CIRCULAR- 
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KeystoNE Horological Department, beginning in the 
November, 1935, issue. 

About the idea of omitting oiling at jeweled train pivot 
bearings in very small watches—we will say that this is 
undoubtedly wrong. It is contradicted by both experi- 
ence and theory. ‘The principles governing friction 
and lubrication are the same in large and small watches. 
These indicate that oil should be applied wherever there 
is sliding friction under pressure, which conditions do 
exist at the train pivots in large and small watches alike. 


EANING OF NAMES—Please explain what the 
following foreign words mean, when found stamped 
in imported watch cases: Argent; Argentan; Cuivre; 
Plaqueé; and, on movements: Brevete. (Question No. 


5091). J.B. J. 


Answer—Argent means silver; argentan, nickel or 
German silver; cuivre, non-precious metal—copper, brass 
or German silver; plaqueé, gold-filled or plated; Brevete, 
patented. These are all French words, mustly used on 
Swiss watches. 


ATHE CHUCKS—In some of my lathe chucks, it 
seems peculiar, but they are true sometimes, and other 
times not. Can you suggest any reason for this? (Ques- 


tion No. 5092). B. J. J. 


Answer—Yes; we can tell you what is wrong. A 
chuck that is untrue is always untrue, and work can 
never be run true in it. But what causes the difficulty 
you mention, is that you probably just place the work in 
your chucks and immediately tighten them. This will 
result in work running true sometimes, and sometimes 
not. The way chucks should be used is as follows: After 
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very best service possible 


1 Can Raise Money for Tener eassaity— 
Successfully—Any Amount You Need 
Reduce Your Stock—or—Close Out Your 
Business Completely 








Wire or write for date. All correspondence 
strictly confidential. 


IT WILL PAY YOU TO GET THE BEST 


MANDELL E. LEWIS 


200 WEST 93rd STREET, NEW YORK CITY © 





SWISS WATCH EXPERT 
and COMMERCIAL MANAGER 


many years identified with a high grade Watch Manufac. 
turer in Switzerland whose products are well known in 
the U. S. A. also Government, wants to get in touch with 
good American firm who desires to have its own factory 
in Switzerland. 

Would also act as buying agent. First class references. 


Please apply to 


E.C.1, Publicité Horlogére 


5, Rue de Rhéne, Geneva (Switzerland ) 








MAINSPRINGS for American 
and Swiss Watches, high grade 





quality, hand polished, fully 
} guaranteed. 
} For Swiss Watches, per dozen.$0.90 
For American Watches, per 
OO SS ee ee 1.20 
Balance Jewels for American 
watches, per dozen .......... -65 
Jewels for Swiss Bracelet Watches, per gross.......... $1.50 
For TE CIES WROECRES, DOF BIDBB oo.0.00 0 cccccccccevecevness $1.25 
Finished Balance Staffs for Swiss and American 
Watches, per dozen of one size, 25¢. Per gross of 
SBME hiss ce sesoeecausasacursosse sau ebaehoce RE $2.00 
STEMS for Swiss Watches, per dozen of one ee... ee 
PORTE OEY SEP EE ee 1. 


Per gross of one size 
Assortment of Stems for A.S., Bulova and Elgin 
Watches, 1 dozen of each, 12 different kinds, per gross.$2.00 
Assortments of Balance Staffs or Stems for either A.S., 
or Bulova, or Gruen Watches, from Baguette to 10//, 
ligne. Each assortment contains 12 different kinds. Per 
assortment of 3 dozen, $1.00. Per assortment of 6 dozen.$1.75 
Shipped C.O.D. or against payment in advance. 
Postage added. 


H. KURI — 37 Maiden Lane — New York, N. Y. 














DICTIONARY OF GEMS 


Precious and Semi-Precious Stones 

by R. J. Rocers, F.G.A. 

Price $1.50 Postage Paid 
This new book of all gems gives complete definitions of 
every stone used by jewelers from Achates (ancient name 
and origin of Agate) to Zircon and Zonochlorite with their 
specific gravity, chemical composition, crystallographic 
origin, hardness, refractive index, etc. 
It is a valuable ready reference list for the retail jeweler, 
manufacturer, importer and lapidary. 
Cloth bound, 58 pages, 7 x 5%4 inches. 


The Jewelers’ Circular-Keystone 
239 West 39th Street New York City 


























HEADQUARTERS 
FOR SUCCESS 


Successful business men appreciate the 
need for modern comfort and conve- 
nience when they travel. And so, al- 
most invariably, they stop at The Ben- 
jamin Franklin when in Philadelphia. 
e For The Benjamin Franklin is Phila- 
delphia’s modern and convenient ho- 
tel. 1200 big comfortable rooms. Food 
that tempts the most travel-harrassed 
appetite. Service that soothes travel- 
jarred nerves. Rates that fit every travel 
budget...as low as $3.50 a day e Try The 
Benjamin Franklin yourself the next time! 


The BENJAMIN FRANKLIN 


PHILADELPHIA’S FOREMOST HOTEL 


Philadelphia 


SAMUEL EARLEY, Managing Director 








QUARTETTE 
OF STANDARD BOOKS 


OPHTHALMIC LENSES 
By Emsley and Swaine, distinguished English authorities. 
Dealing with theory and shop practice; 318 pages, 
numerous diagrams and useful tables; price $6.00. 
PRINCIPLES AND PRACTICE OF 
PERIMETRY 
(Third edition, thoroughly revised) 
By Luther C. Peters 


A favorite text book for years; 280 pages, with dia- 
grams and colored plates; price, $4.50. 


RECENT ADVANCES IN 
OPHTHALMOLOGY 
By W. Stewart Duke-Elder 


Telling of research work in Ophthalmology and as- 
sociated sciences; hence it has much of at least indirect 
interest to optometrists; 434 pages, well illustrated; 
price, $4.00. 


OPHTHALMOSCOPY, RETINOSCOPY 
AND REFRACTION 
By W. A. Fisher 
290 pages, profusely illustrated; price, $3.75 


Order from 
THE OPTICAL JOURNAL & REVIEW 
239 W. 39th St., New York 
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the work is in the chuck, partly tighten it by the draw-ir: 
spindle, but not entirely; then, with a pegwood point 
resting on the ‘T-rest, run the lathe slowly and true the 
work in the chuck, just as you would true it in lathe-wax, 
ina cement chuck. Then tighten the chuck firmly. Test 
the trueness; if not dead-true, slightly loosen the work 
and turn it part way round in the chuck, and repeat as 
above explained. If work cannot be made to run true in 
this way, then the chuck is probably defective, and should 
be sent the manufacturer to be trued or exchanged. One 
important thing to do is to wash chucks and the lathe 
spindle throat occasionally, in gasoline. Dirt in either, 
may cause chucks to act as if out-of-true. 


USTED WATCH—How may rust be removed from 
pinions, hairsprings, and other steel parts of watches? 


(Question No. 5093.) S. S. 


Answer—lIf the coating of rust is thick, a preliminary 
soaking of the parts for 24 hours in kerosene will help in 
removing it, by loosening the coating. Then, a conveni- 
ent means for completing the removal may be had in the 
use of a dentists’ small bristle brush; these are mounted 
on a steel bit that can be held in a chuck in a watch- 
maker’s lathe; charge the brush with oilstone powder and 
oil, and hold the work against the revolving brush. 

But while the method described will remove the rust, 
it will be found that wherever there was rust there will 
be left pits eaten out of the steel by the rust; and it is the 
removal of these pits that is the real problem. This will 
require grinding and then repolishing the steel. If the 
steel surface is flat, like on a click or winding-wheel, the 
first step is to rub it on a flat plate of ground glass with 
oilstone powder and oil unti! the pits have been removed ; 
then if the original finish was a high polish, this must be 
restored by rubbing the piece on a block tin lap, with 
diamontine or rouge in oil. Repolishing pinion leaves 
may be done with a “wig-wag” attachment on the lathe; 
or by a hand-slip filed to the form of the space between 
two adjacent leaves; or by a lap of large diameter on a 
lathe chuck with the form of the space cut on its edge. 

Hairsprings once rusted sufficiently to form pits in the 
steel, will never be good for timekeeping again, and should 
be replaced with new springs. A very slight film of rust 
on a hairspring can be removed by immersion in kerosene 
followed by a careful brushing, and this, except in the 
case of a very fine watch, may make the spring fit for 
use again. 

Rust on staffs, arbors or other parts of cylindrical form, 
should be treated as for flat parts, except of course that 
the grinding out of pits, and repolishing, must be done in 
the lathe, with the ordinary laps, etc., used for making or 
altering staffs, either hand tools or the laps used with a 
rotary pivot polisher. 


LD CLOCK—I am sending photographs of the 

movement and case of a clock of very peculiar con- 
struction, about which would like to be informed as to 
its age, value, etc. It has no maker’s name on it; but a 
paper pasted on back has written in ink that the clock 
came from ‘‘Wolf, Bishop & Co.’s store”. I am a dealer 
in antiques and have sold many old clocks, but never saw 
any like this one. It is supposed to run for a month after 
one winding. (Question No. 5095.) H. S. L. 
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Answer—First let us express appreciation of the qual- 
ity of the photographs sent; they are sharp and clear and 
show details of the clock mechanism as plainly as if we 
had the clock itself before us. Often we are asked to 
judge clocks and watches from photographs or sketches 
that are indistinct and that leave too much to be guessed 
at; and we mention this to suggest to readers to follow 
your good example and send pictures that really give us a 
chance to see details, so as to be of service as expected. 

Your clock is one invented by Joseph Ives, of Bristol, 
Conn., patented by him in 1839. The peculiar arrange- 
ment of the motive power—the mighty “wagon spring” 
for mainspring—is to secure sufficient storage of power 
at one winding to enable the clock to run for a month. 
By the levers and pulleys Ives contrived a short travel of 
great power is multiplied into long travel by the time the 
power reaches the mainwheels in the movement, retaining 
sufficient pewer at that point to drive the regular trains, 
and the length of travel there giving ability to run so 
much longer time than clocks do with the usual type of 
power plant. Joseph Ives was the inventor also of the 
‘rolling pinion’’—a lantern pinion with pivoted cylinders 
for leaves, which no doubt are in your clock, and which 
embodied a very clever principle for reducing friction in 
the gearing. Ives had an interesting career as the leading 
inventor of improvements in the Connecticut clockmak- 
ing industry; but perhaps the poorest business man; he 
made many attempts to manufacture clocks, always end- 
ing in bankruptcy. His inventions were used more suc- 
cessfully by numerous other makers ; we cannot say which 
one made your clock, but probably either C. & L. Ives 
(brothers of Joseph Ives) or Ireneus Atkins, and the 
clock was made probably between 1860 and 1865. This 
clock is one of those among the many kinds of “Yankee” 
clocks that may be considered rare; there were compara- 
tively few of them made. It therefore has considerable 
value. Exactly what it is worth of course depends, as 
you would know as a dealer in antiques, upon your suc- 
cess in finding prospective buyers to “bid” for it. 


GE OF CLOCKS—What is the age of wooden- 

works Connecticut clocks and of a brass movement 

clock made by Birge, Mallory & Co.? (Question No. 
5096.) J. H. M. 


Answer—lIn answering both of your questions, about 
the age of wooden-works Connecticut clocks generally, 
and the more specific one about the age of a brass-move- 
ment clock made by Birge, Mallory & Co., it may be 
helpful if we state some general facts about the “Yankee” 
clockmaking history. 

The Connecticut clockmakers of the period between 
the close of the War of 1812 in 1815, and the beginning 
of the Civil War in 1861, were as lazy about recording 
their history as they were prodigiously busy in making 
clocks. During the amazing mushroom growth of the 
huge Yankee clockmaking industry, a multitude of men 
learned clockmaking, formed and dissolved brief partner- 
ships, organized stock companies, sub-contracted for and 
assembled parts and posed as clock manufacturers, and 
went into and out of business, individually and with each 
other, in such bewildering variety of combinations that 
what record we have of them must be deeply studied to 
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gain from it any reliable knowledge of any one firm of 
that period. 

Most of the earlier Connecticut clockmakers had orig- 
inally the training of some one of the woodworking 
crafts; the fact of clock “works” made of wood accounts 
for this. 

John Birge was a wagonmaker, and Ransom Mallory 
a carpenter and cabinetmaker, before they were drawn 
into the maelstrom of clockmaking that whirled in the 
Naugatuck and Pequabuck valleys after 1815. Mallory 
was a contractor making clock cases in Chauncey Jerome’s 
factory, from 1826 until about 1833, when he accepted a 
partnership with Birge. Birge had by then become a 
clockmaking financier, owning shares in many businesses, 
and either a silent or an active partner in others. The 
most that we can determine about the partnership of 
Birge, Mallory & Co. of Bristol, Conn., is that it began 
about 1833 and dissolved between 1845 and 1850. So 
your clock must have been made during this period, and 
to say that is as close as we can come to telling its age. 
This firm was one of the very few who made brass clocks 
prior to 1837. 

Your question about the age of clocks with wooden 
works may be answered by stating that nearly all of these 
were made between 1815 and 1840. And most of them 
were made between 1820 and 1837; the wooden clock 
industry had only assumed large proportions by about 
1820; and in 1837 came the great business crash that 
closed nearly all the clock factories along with the other 
industries of the country. Hardly any wooden clocks 
were made after 1837; when the industry revived, the 
clocks were made with movements of brass and steel. 


LD WATCH—One of my customers has an old 
watch engraved “John Pyke, London, No. 1352”, 
which is said to be 300 years old. Can you give us proof 
of this, or can you give us the exact age of the watch? 


(Question No. 5097.) A. M. M. 


Answer—The name of a maker never gives more 
than an approximate idea of the age of a watch—no 
more closely than some time during the entire period of 
his career, unless in the rare cases in which we have a 
list of serial numbers with dates when his various 
watches were made. But in this case not even the career- 
period of the maker can be told, from merely having the 
name “John Pyke” to judge by; because there were three 
different John Pykes in London, in business respectively 
between 1700-1741, 1755-1780, and 1820-1842. 

But we could tell not only which of these John Pykes 
made the watch, but also the exact age of the watch, if 
its case has stamped inside of it a set of hall-marks (lion, 
leopard’s head, anchor, initial letters, etc.) and if you 
would send us impressions of these marks. Rub a slightly 
oiled finger into the marks; heat sealing-wax or. lathe 
cement until almost fluid, then press it forcibly into the 
marks. If clear, sharp impressions do not result, do it 
over again. Be sure to include all of the marks, although 
they need not be all on one piece of wax. Do not use 
paraffine or similar wax; this may lose sharpness of im- 
pressions before it reaches us. 

Hall marks are really government assay-office stamps 
guaranteeing the fineness of precious metals; a different 
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assortment of marks is used for each year. Since this sys- 
tem has been in use in some countries for centuries, it 
incidentally affords a way to determine the exact age of 
articles made of gold or silver, when they bear genuine 
hall marks. 


AGNIFYING GLASS—Sometimes I feel the need 

of something that will magnify a pivot more great- 

ly than the regular double eyeglass—for examp!e, when 
examining a balance pivot of a very small bracelet watch, 
to make sure of seeing defects. Is there any kind ot glass 
for this; but not as powerful nor as expensive as a micro- 


scope? (Question No. 5093). J. J. B. 


Answer—A magnifier that would accomplish just 
what you ask, would be one of the little instruments that 
were designed originally for use by diamond dealers, 
mineralogists, etc., with a system of lenses of “Codding- 
ton” or “Aplanatic” type. ‘These are made up mounted 
to be carried in the pocket and used by hand; they may 
be had in magnifying powers from 10 to 40 times, whereas 
the regular watchmakers’ loupes or “eyeglasses” magnify 
from 2 to 10 times. You may purchase these diamond 
loupes, as they are sometimes called, from dealers in 
jewelers’ supplies; they cost from $2 to $8. It should be 
understood that they are for inspecting objects, but not 
for doing work under magnification, because they must be 
held too close to the object to afford room for working 
with tools in the space between lenses and objects. 


Certificates Granted by H.I.A. 
WASHINGTON, D. C.—At a meeting of the Examin- 
ing Board of the Horological Institute of America, held 
in this city on Sept. 11, certificates were granted to the 
following watchmakers who successfully passed the ex- 
aminations of the Institute: 


CERTIFIED WATCHMAKERS 
ADDRESS EMPLOYED BY 
Dallas, Texas Linz Bros. 
Grand Rapids, Mich. Self 
New York, N. Y. Jacques LeRoy 


NAME 
Harold G. Berger 
Ray L. Heinzelman 
Peter L. Huffstead 


Kenneth H. 
Kakesako Honolulu, T. H. Elie’s 
Alvin M. Knudtson Roseburg, Ore. Self 


John Rives Williams Pottstown, Pa. William R. Walsh 
JUNIOR WATCHMAKERS 


John P. Bouret, Jr. Peoria, Ill. Student at Bradley Inst. 
Pierre V. Bouret Peoria, Ill. Student at Bradley Inst. 
Robert H. Bowler Meadville, Pa. E. DePascale 

F. C. Braunlin Paterson, N. J. J. Goldstein 

Gerald H.Chaston Elgin, IIl. Student at Elgin Coll. 
Robert E. Colee Elgin, Ill. Student at Elgin Coll. 
Leslie V. Gray, Jr. Peoria, IIl. Student at Bradley Inst. 
Leon F. Kohl Elgin, Ill. Student at Elgin Coll. 
Kirk A. Peugh Taft, Calif. Self 


Ralph A. Pollard Peoria, IIl. Student at Bradley Inst. 


Herbert Charles 

Raaf Peoria, III. Student at Bradley Inst. 
Wallace Robinder Peoria, III. Student at Bradley Inst. 
S. Rex Robinson Elgin, Ill. Student at Elgin Coll. 
Herbert V. Shaw Cleveland, Ohio ‘Student 
John C. Smead Peoria, Ill. Student at Bradley Inst. 


Theodore O. Spank Peoria, Ill. Student at Bradley Inst. 


Correction: In the list of certificate winners on 
June 21, Jacob L. Hagelow (CW) was listed as a 
student at Elgin College. Mr. Hagelow is an instructor 
at the college. 

Repaired watches to be graded at the November meet- 
ing of the board. These must be in the hands of the 
secretary by Oct. 15. 
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Steel and Its Use 
(From page 169) 


POLISHING 


While other materials are used for laps for polishing, 
it saves unnecessary multiplication of equipment to use 
ground glass for this. The glass lap for polishing should 
be one that has been previously long used for grinding 
with oilstone powder. On this, there will be no sharp 
points that could scratch; the function of the lap is only 
to hold abrasive; the latter, and not the material of the 
lap, must do the superfine grinding which is all that 
polishing is. First, every particle of oilstone must be 
removed from the glass. Hang or support it face down- 
ward in gasoline for 24 hours, removing and brushing it 
several times. Then scrub it with a fine watch-brush and 
soap and water several times, rinsing each time in hot 
water. Even then this lap may have to be used for some 
time for polishing before it will do its best work. 

Your polishing powder may be diamantine, sapphirine 
or rouge. In Fig. 2 is shown the usual three-part box for 
holding abrasives; this is safe for grinding and polishing 
materials only if used with great care; a safer way is to 
use it for different polishes only and a separate container 
for grinding abrasive. 

Whichever powder you use, drop a little pile of it on 
the steel plate of the box, or on a glass plate, and on top 
of it a drop of watch oil. With a steel or agate burnisher, 
knead powder and oil together long and hard until the 
oil is worked through the mass, The result must be a 
very stiff paste. Failure in polishing is caused by too 
much oil. Daub a thin film of polish on the lap. Hav- 
ing washed the flattened work and its holder very 
thoroughly, you are now ready to polish. First move 
the work in long straight strokes until the lap is 
covered with a blackened surface. This indicates a 
mixture of particles of steel and abrasive; no polish can 
appear until this mixture has been produced. Dab on a 
little more polish; continue rubbing; when a black sur- 
face appears again, wipe this lightly with a perfectly 
clean chamois skin; wash the work scrupulously again, 
and resume polishing. Now move the work in circles, 
becoming smaller and smaller, until the work feels as if 
sticking to the lap; it should at this stage emit a “squeaky” 
sound. Examine often, and soon you should see what is 
described as a “black” polish. This, when accomplished, 
is the highest achievement in the art; the nearest compari- 
son is to a facet on a well-cut diamond. If the steel is 
good, an effect is produced as if you can see down into the 
steel itself, and as if the surface is impalpable. This is the 
kind of polish that is seen in the work of the “old masters” 
of horology. It is appropriate on parts for the finest 
watches ; for cheaper work, quicker methods are more suit- 
able, which will be noted later. 

The finest polish cannot be obtained without excessive 
care in the choice and cleanly keeping of materials and 
equipment, amounting almost to crankiness. Polishing 
powders differ in quality; if the best you can buy do not 
vield good work, it may be advisable to improve them by 
decantation; this will be explained in the next article, on 
polishing lathe-work. 

If scratches appear in the work, wash everything and 
resume with fresh material. Fine work can hardly be 
done on a windy, dusty day; a grain of dust is enough 
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to spoil a job. For an exceptional job, try to do it dur- 
ing or just after a rain, when there is no dust in the air. 

For making straight chamfers or corner-bevels on 
work with a black polish, reset the work in the tool (Fig. 
1) and proceed as explained for polishing the main sur- 
face. For polishing chamfers of curved cross-section, slips 
filed of bell-metal, boxwood, or other material must be 
used by hand; and there are so many different cases of 
this sort of work that to attempt to describe them would 
exceed the space limits of this article; so I suggest reter- 
ring special problems to our Workshop Notes department, 
if the reader’s ingenuity does not provide a solution. 


PoLISHING CHEAP WorkK WITH VIENNA LIME 


Polishing to match parts in a watch of ordinary quality 
may be done on a boxwood lap, with Vienna lime. This 
process does not produce a black polish, but a white 
“shine” more like nickel plating; and while the results 
are mediocre, they are quickly obtained, and are therefore 
suitable for work for which a zood price cannot be 
charged. Since diamond-facet flatness is not required, the 
piece may be rubbed over the lap while held on a pegwood 
stick, or a piece of cork, or with the finger. 


New Company Formed to Distribute Western Electric 
Watch Rate Recorder 


An improved model of the Western Electric watch rate 
recorder is announced to the trade coincident with the an- 
nouncement of the formation of a new company known 
as American Time Products, Inc., which will take over 
distribution of the instruments formerly handled by Elec- 
trical Research Products, Inc. 

The new company which began operations Oct. 1, at 
offices in 580 Fifth Ave., New York, will have the same 
personnel which formerly had charge of distribution of 
the recorder for Electrical Research Products, Inc. Sales 
and service will be conducted under the same policy as 
originated by Electrical Research Products, Inc. 

The new recorder, which is more attractive in appear- 
ance, has many improvements which should find favor in 
the jewelry field. Size and weight have been reduced, 
particularly in the generator which is now not more than 
half the size or weight of the former model. Operation 
of the machine has been simplified by incorporating the 
new control mechanism which speeds the use of the 
machine. 

Reports from jewelers show that the recorder has sub- 
stantially reduced complaints and come-backs in the repair 
department and that the average time for repairing 
watches has been greatly cut through the use of this ma- 
chine. Many stores in the past year have used the re- 
corder as the basis of an advertising campaign and pro- 
motion for their repair departments with successful results. 

C. H. Fetter, formerly in charge of distribution of the 
watch rate recorder for Electrical Research Products, has 
been made president of American Time Products, Inc., 
and will be in charge of distribution and service for the 
newly formed company. 


To.tepo, O.—The Broer-Freeman Co., successor to 
the J. J. Freeman Co., this year celebrates its 60th anni- 
versary. Its store is one of the finest in the mid-west. 
William F. Broer is president and Carleton Broer, secre- 
tary and treasurer. 











Special Notices 


Payable invariably in advance. 

Rates under all headings except 
“Situations Wanted” $1.50 for first 25 
words. Additional words, 5c. a word. 

SITUATIONS WANTED 75c. for 
first 25 words. Additional words 5c. a 
word. 

Heavy type, $3.00 for first 25 words. 
Additional words, 10c. a word. 

Name, address, initials and abbrevi- 
ations count as words, and are charged 
for as part of the advertisement. 

If answers are to be forwarded, 15c. 
extra to cover postage must be en- 
closed. 

Advertising matter addressed to 
Classified advertisers will not be de- 
livered. 

Advertisers who are not subscribers 
should send 25c. if they desire a copy 
of the paper containing their adver- 
tisement. 

Special notice forms close 20th of 
month, 

Unless the advertiser instructs us to 
publish his name and address, all 
answers will be directed care The 
Jewelers’ Circular-Keystone. 

In answering ads, do not enclose 
original letters of recommendations, 
send duplicates. 

To avoid unnecessary correspon- 
dence mention your location in the 
advertisement. 





Jewelers’ Circular-Keystone 
239 W. 39th St., New York 








Situations Wanted. 


Under this heading, 75c. for first 25 
words, 5c. for each additional word; 
minimum charge, 75c. 





LIVE WIRE SALESMAN seeks connec- 
tion with active credit jewelers; ideal 
window trimmer and sales promoter. 





Address “D., 7083,” care Jewelers’ 
Circular-Keystone. 
WATCHMAKER, experienced, capable, 


wishes permanent connection; also 
estimating small jewelry repairs. Ad- 





dress “H., 7070," care Jewelers’ Circu- 
lar-Keystone. 
ENGRAVER, first class, reasonably 


rapid; letterer, inscriptions and mono- 
grams on gold and silver; 30 years’ 
experience. Address “Y., 7102,” care 
Jewelers’ Circular-Keystone. 





MEET THIS MAN if you require im- 
mediate services of a thoroughly qual- 
ified salesman for a _ credit jewelry 
store. Address “F., 7085,” care Jewel- 
ers’ Circular-Keystone. 





EXPERT Swiss and American watch- 
maker, number years of experience; 
capable to take full charge; best ref- 
erence. Address “G., 7110,” care 
Jewelers’ Circular-Keystone. 





GOOD WATCHMAKER and clockmaker, 
does jewelry repairing, engraving ; good 
salesman, 25 years’ experience; New 
York or vicinity. Address ‘“Watch- 
maker,” Glen Oaks, Rye, N. Y 





YOUNG MAN, 34, married, 15 years’ ex- 
perience all branches jewelry business, 
interested sales position with credit 
jewelry _ store. Address ‘“A., 7076,” 
care Jewelers’ Circular-Keystone. 





YOUNG MAN, retail and pawnbroking, 
thoroughly experienced, competent ap- 
praiser and capable salesman; finest 
references. Address “J., 6990,” care 
Jewelers’ Circular-Keystone. 





WATCHMAKER can do all _ repairs, 
clocks and watches; age 30; nine 
years’ experience; good health; start 
for $20 per week. Address John 
Turner, R. 2, Box 69, Pink Hill, N. C. 








WATCHMAKER AND JEWELER, first 
class on both; salary $50 per week. 
Address “S., 7051,” care Jewelers’ 
Circular-Keystone. 





SITUATION WANTED by first class 
jeweler on repairing and special order 
work. Address “M., 7047,” care Jewel- 
ers’ Circular-Keystone. 





POSITION WANTED by _ experienced 
diamond setter and jeweler; good ref- 
erence. Address “G., 7061.” care 
Jewelers’ Circular-Keystone. 





YOUNG LADY, full charge bookkeeper, 
typist, mounting manufacturing experi- 
ence. Address “B., 7105,” care Jewel- 
ers’ Circular-Keystone. 





STENOGRAPHERS, BOOKKEEPERS, 
typists, clerks furnished; no charge. 
Fulton Agency, 93 Nassau St., Cort. 
7392. New York. 





WATCHMAKER, young man, experi- 
enced, single, desires position; prefer 
East; references. Address “F., 6896,” 
care Jewelers’ Circular-Keystone. 





WATCHMAKER, ENGRAVER, | sales- 
man; 25 years’ experience in best re- 
tail stores; good references; age 43. 
Address “H., 7040,” care Jewelers’ Cir- 

cular-Keystone. 








WATCHMAKER DESIRES POSITION 
in New York or vicinity; three years’ 
experience; can furnish’ references. 
Milton Shapiro, 2917 Avenue P, Brook- 
lyn, N. Y. Phone Midwood 8-9179. 





SALESMAN, credit and collection man, 
age 30, thoroughly experienced, ex- 
cellent references, desires position in 
New York city. Address “E., 7149,” 
care Jewelers’ Circular-Keystone. 





FOREMAN, die and hand made platinum 
jewelry, wishes job with manufacturer ; 
will work, supervise or both. Address 
“C., 7163,” care Jewelers’ Circular- 
Keystone. 





JEWELER on platinum, commercial and 
special order work, wishes _ position 
with reliable manufacturer, New York 
or elsewhere. Address “B., 7162," care 
Jewelers’ Circular-Keystone. 





GRADUATE of watchmaking school, de- 
sires permanent position ; steady 
worker, good habits; age 20, single; 
High School graduate; state salary to 
start. Paul Hunt, Waterville, Kansas. 





ENGRAVER, competent, experienced let- 
ter, monogram and _ inscription; only 
first class, well paid permanent posi- 
tion considered. Address “B., 7172,” 
care Jewelers’ Circular-Keystone. 





FIRST CLASS jewelry jobber, stone 
setter and engraver; 25 years’ experi- 
ence; best references. Address “J., 
7113,” care Jewelers’ Circular-Key- 
stone. 





YOUNG LADY, with exceptional ability 
as jewelry engraver, seven years’ ex- 
perience trade work, also selling jewelry, 


stationery, advertising. Address “‘E., 
6920,”’ care Jewelers’ Circular-Keystone. 








YOUNG LADY, efficient and ambitious, 
experienced in wholesale and _ retail 
jewelry line, office details, wishes posi- 
tion with opportunity to advance. Ad- 
dress “V., 7053,”" care Jewelers’ Circu- 
lar-Keystone. 





SALESMAN, 10 years’ retail and whole- 
sale jewelry experience, formerly man- 
ager of large manufacturing concern, 
desires outside position; A-1 references, 
Address “T., 7052,”’ care Jewelers’ Cir- 
cular-Keystone, 





A-1 JEWELRY SALESMAN, retail or 
credit, 20 years’ experience, including 
window trimming; married; well ap- 
pearing, excellent habits, first class 
reference. Address “F., 7038,” care 
Jewelers’ Circular-Keystone. 





EXPERT lapper and polisher, 20 years’ 
experience on platinum and gold watch 
cases, rings, bracelets, clips, ete., pro- 
ducing finest rapid workmanship; best 
references. Address “D., 7058," care 
Jewelers’ Circular-Keystone, 


WATCHMAKER and plain engraver: 
permanent position, where money is 
the reward. instead of promises, to- 
gether with advancement. Address 
“N., 7091,” care Jewelers’ Circular- 
Keystone. 








CREDIT JEWELRY EXECUTIVE, 14 
years’ intensive experience, every phase 
of business; expert on credits and col. 
lections; prefer New York city loca- 
tion. Address “D, 7074,” care Jewel- 
ers’ Circular-Keystone. 


HIGH GRADE WATCHMAKER, front 
man, capable of full charge; excellent 
salesman and estimator; over ten 
years’ experience; cash store in South 
only. Address “C., 7106,” care Jewel- 
ers’ Circular-Keystone. 








WATCHMAKER, ENGRAVER, can do 
clockwork and light jewelry repairs; 
exceptional qualifications and refer- 
ences; age 28; graduate of Bowman 
Technical School. Address “O., 7092,” 
care Jewelers’ Circular-Keystone. 








TRAVELING SALESMAN, 40, many 
years following with jewelry and better 
department stores, Pennsylvania, Ohio, 
Michigan and Indiana; conscientious 
worker. Address “B., 7073,” care 
Jewelers’ Circular-Keystone. 





AFFABLE YOUNG MAN of the “old 
school,” seeks position as salesman in 
reputable retail establishment which 
operates only on cash basis handling 
better class trade. Address “E., 7084,” 
care Jewelers’ Circular-Keystone. 





WATCHMAKER, 39, experienced on all 
grades, capable to wait on trade when 
necessary, desires permanent position 
in Philadelphia or nearby. Address 
“‘A., 6977,’’ care Jewelers’ Circular-Key- 
stone. 





JEWELER, DIAMOND SETTER, fine 
handmade platinum; 20 years’ experi- 
ence, designing to finishing; supervise, 
estimate; ambitious; best ability, char- 
acter, references. Address “C., 6965,” 
care Jewelers’ Circular-Keystone. 





RETAIL SALESMAN, 14 years’ thorough 
experience, every phase of business, also 
expert knowledge of diamonds and pre- 
cious stones; finest reference. Address 
“K., 6991,”’ care Jewelers’ Circular-Key- 
stone. 











ATTENTION FLORIDA JEWELERS! 
Expert cleck repairer, 30 years’ experi- 
ence. German trained, wishes position 
with Florida jewelers, or open repair 
shop for the trade. Address ‘‘C., 7024,’’ 
care Jewelers’ Circular-Keystone. 
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Paris Sees a New Richness 


The Jewelers’ Pavilion 


is unquestionably one of the greatest 
attractions of the Paris Exposition, 
with its dazzling display of some of 
the costliest and most sumptuous 
modern jewelry produced in recent 
years. What impresses the visitor 
most when viewing the striking ex- 
hibits at the Jewelers’ Pavilion— 
many of which were expressly created 
for this event—are: 

1—The important advent of gem- 
trimmed natural gold jewelry, which, 
judging by the important number of 
objects in this category, is, unques- 
tionably, an outstanding feature of 
this Exposition. 

2—The unusual lavishness of the 
jewelry. 

3—The apparently unrestricted 
freedom and daring in composition in 
the asymmetrical as well as sym- 
metrical designs and the modernism 
of the jewelry. 

4—The unusual technical prin- 
ciples resorted to in the execution of 
the new designs and the excellence of 
the workmanship. 

5—The extent to which high re- 
lief and relief-perspective treatment 
in a number of exhibits is being car- 
ried, and the massiveness of the tri- 
dimensional elements of design which 
are completely gem-set on three sides. 

6—The important use of calibre— 
chiefly rubies. 

7—The use of topaz and amethyst 
with the above described gem-set gold 
jewelry. 

A fair picture of some of the nu- 
merous exhibits may be had by the 
following description: 

Paul & Raymond Templier: Ad- 
justable (patented) clips, bracelets, 
rings and a modern diadem composed 
of pavé diamond areas contrasted by 
an important field of poncé—finished 
metal (rhodium plated silver). 

Cartier: The theme of the Exposi- 
tion, “Art and Technique,” is re- 
flected in the beautiful exhibits of 
this firm which include a diadem of 
brilliants and emeralds in a newly in- 
vented light-weight precious metal 
alloy, the specific gravity of which is 
half that of platinum. Highly inter- 
esting from the technical point of 


in Jewels 


by |. H. LAPIDUS 


view as well as unusually good-look- 
ing is a corsage brooch representing 
a sprig of lilac treated in full natural- 
istic relief, which could be articulated 
or curved to adjust itself to any 
form. 

Broudarge: A diadem in diamond 
and platinum forming five clips, and 
an important clip of large diamonds 
and rubies transformable by the aid of 
two auxiliary extensions into a rich 
bracelet. 

George Fouquet’s artistic individ- 
uality is expressed by modern com- 
positions in crystal, amethysts, dia- 
monds, etc., in pendants and brace- 
lets, and artistic hand-wrought silver 
and gold-trimmed jewelry among 
which grotesque masks in high relief 
form the central motif. 

Van Cleef & Arpels feature calibre 
rubies extensively in massed forma- 
tions—the so-called “mysterious” (in- 
visible) setting in large flowers in 
high relief, leaves, etc. A collier com- 
posed of a perpendicular diamond 
band with a horizontally super-im- 
posed circle of enormous baguette 
diamonds terminating by a_ pear- 
shaped diamond is one of the sensa- 
tions of the Pavilion. 

Boucheron shows the new type of 


BROUDARGE 


“as * 
aS : 


BROUDARGE 


New creations in diamonds, rubies and 
sapphires by Broudarge. 
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gold gem-set jewelry. An elaborate 
and richly ornate modern collier of 
high relief repeated scroll design with 
a similar rigid bracelet to match, ag | 
well as clip, are remarkable examples | 
of this new trend in modern gold | 
jewelry. 

Marchak is exhibiting an interest- 7 
ing all around, tridimensional, dia- 
mond-paved-on-three-sides bracelet © 
with interchangeable diamond and 
ruby cylinders forming a unicolored 
or bicolored bracelet at will. 

Ostertag: An unusually massive 
bracelet, the entire body of which is 
diamond paved on three surfaces or ~ 
sides, with a center of massed large 
rubies. 

Mauboussin’s_ contributions are 
striking examples of modern design, 
one of which is an asymmetrical brace- 
let (transformable) representing a 
bouquet in baguettes and emeralds. 

Watches by Melic, Ets. Worms, 
Uti, G. Meyer and Laminoir are en- 
cased in cubes, etc., of crystal, wood, 
coral and are curiously mounted as 
clips, rings, pendants, brooches, lapel 
ornaments, besides bracelets. The un- 
usual freedom in composition which 
characterizes the jewelry exhibits is 
also apparent in the designs of the 
watches on view. 

A visit to the Exposition offers one 
a rare and excellent opportunity to 
become acquainted with the world’s 
most advanced achievements in con- 
temporary jewelry, silverware, etc., 
and is of highest value as indicating 
the trend of style of the future in all 
goods that form the stocks of a 
jewelry or gift shop. 

The mural painting of huge pro- 
portions on the exterior of the Pa- 
vilion, a strikingly modern allegory 
depicting a ribbon of rolled gold- 
backed silver-plate emanating from a 
huge pair of silversmiths’ rollers 
gradually assuming the forms of two 
women, symbolizing the art of the 
silver- and goldsmith, is a fitting in- 
troduction to the symmetrical, dou- 
ble winged Silversmiths and Gold- 
smiths Pavilion housing one of the 
finest modern collections of the prod- 
ucts of the leading French silver- 
smiths, goldsmiths, and jewelers ever 
seen under one roof. 
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